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played on the board shown at the right. A So ee ee Py 
card on the back of each board, with the table 
shown above, tells your customers which wrench 
they need. A real profit maker for the dealer, 


and a convenience to the buyer. A wrench on 
display is worth two on the shelf. 












FREMONT, oO. 
“The buy-word for Good Tools” 


The HERBRAND COMPANY 


FREMONT, OHIO, U. S. A. 
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Why not the table of her dreams? 


Janet had looked forward with delight to 
entertaining her friends and Henry’s in this 


new home. In her mind's eye the gateleg 
table was set for four or at most six. Always 
it was resplendent in her wedding silver—the 
six knives, the six forks, the six spoons and 
the serving pieces. But here, right at the 
start, was a party that called for more than 
‘six of each.”’ Somehow this was not the 
table of her dreams. Those extra places, so 
sparsely and oddly set, banished the dream. 


She must get more silverware! 
















ave you silverware enough 
to set the table as you desire? 


ERHAPS you, too, are often surprised 

to find that your wedding silverware, 
once so adequate, now falls short of your 
entertaining requirements. 


Yet the sensible thing is to let your silver 
service grow with the social responsibilities 
of the home. This you can do conve- 
niently and at very small expense. In 
1847 Rogers Bros. Silverplate you will 
find all the kinds of pieces that you lack— 
salad forks, ice cream forks, soup spoons 
or serving pieces. Each is beautiful in de- 
sign and surprisingly reasonable in price. 
Each has the durability which has made 
1847 Rogers Bros. Silverplate famous for 


more than three-quarters of a century. 


Purchase to-day in quantities as small as 
you desire the pieces you need most. When 
you need more, you can get them easily 
for leading dealers everywhere carry the 
newer patterns of ‘1847 Rogers Bros.”’ 


May we send you a copy of our booklet 
“Etiquette, Entertaining and Good 
Sense,”’ with authoritative table settings 
made in the Good Housekeeping Studio of 
Furnishings and Decorations? You will 
find it full of suggestions for successful 
entertaining. Write forit to-day. Inter- 
national Silver Co., Meriden, Conn. 


1847 ROGERS BROS. 


PIiLVEBRP LATS 





INTERNATIONAL SILVER CO.) 


The above advertisement in June 20 issue of Saturday Evening Post will turn the minds 
of many women towards new or additional silverplate. 
series of advertisements that is educating the American public to use more silverware. 
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This is one of the remarkable 






















> 


nn hig 
a eae et 












June 5, 1924 | HARDWARE AGE 3 





And Now Immediate Delivery 
On Drop Forged Pianes! 


The tremendous demand for V & B Drop 
Forged Steel Planes—the only unbreakable 
planes manufactured—so far surpassed our 
expectations that delivery has been difficult. 





We are glad to announce that we are now 
able, thru increased manufacturing facili- 
ties, to make prompt delivery, in either 
smooth or corrugated bottoms, of numbers 
903, 904 and 905 V & B Drop Forged Steel 
Planes. 


Drop forged from a solid bar of V & B 

Supersteel—finished in light gray—trade- 

marked in etched gold—and furnished with 

vanadium blade and walnut handles—they 
' are distinctly fine tools. 


The sales possibilities on these unbreakable 


planes are obvious. Place your orders to 


assure immediate delivery now! 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


(MUakKers Of Fine Toots 
2114 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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How To Increase Your Qil Can Sales 


Oil! What a commodity. Every auto- 
mobilist, every service station, every 
motorcyclist, every motor boat owner, 
every engineer, every mechanic, every 
farmer, every home uses oil. 








It does it in a way that compels atten- 
tion and increases sales. Your counter is 
the place for it. An order for this “Trial 
Assortment” Dozen puts it there. Parcel 
Post brings it quickly. 
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Remember the Gem is the Brazed 
Steel Oil Can with beauty and service 
built into it. 


Everyone of these customers for oil is 
a prospect for one or more Gem Oil Cans. 


Our striking color Display features 
this quality assortment of Gem Oil Cans. 


GEM MANUFACTURING CO. 


N. S. Pittsburg, Penna. 


Your Jobber will gladly supply you. 





Heavy Welded 
Steel 
Pyramid Filler 





Welded Steel 
Broad Top Oiler 


Made of heavy sheet 
steel. Electrically welded 
throughout. Will stand 
extreme heat without loos- 
ening. Black satin finish. 
Comes in 1, 2 and 4 qt. 
with 8, 10, 12 and 18 in. 


Constructed so that 
strainers are removable. 
Cannot be injured by 
placing them on a fire to 
heat the oil. Made in 1 
qt., 2 qt. and 3 qt. sizes. 





Quality Assortment 


4 doz. No. 1604, 4% pint, 4 in. Straight Spout 
1, doz. No. 1704, \% pint, 4 in. Straight Spout 
4 doz. No. 1706, 4 pint, 6 in. Bent Spout 
'4 doz. No. 1809, % pint, 9 in. Bent Spout 


All Spouts Interchangeable spouts. 


GEM OIL CANS 


“Where no others satisfy- Gem CAN“ 
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Atkins SilverSteelSaws 


My Fellow Hardware Dealers” 





my / 7 To 


7 ii 4 4 G, J. KLEIMAN, WINNER 
al With G. F. Kleih Sons 


44 Dubuque, Ia. 
Mr. Kleiman has brought out a number of very 


good reasons why his fellow hardware dealers should 
, handle Atkins Saws. Read all these carefully, and if 
ou need further proof as to the quality of Atkins 
aws, write us and we will be glad to send you many 
other letters received from dealers. 


Send us a letter for this contest on the above 
named subject. Our only requirements are that it be 
written on the stationery of the dealer with whom you 
are connected, and that this dealer handles Atkins 
Saws. If we accept your letter for publication you 
win $10.00. 


READ THIS LETTER: 


- 
a 


E. C. ATKINS & CO., 
Indianapolis, Ind. 
Gentlemen: 

A brother hardware dealer dropped into our store the other day and in looking around he spied 
our neat display of Atkins Saws. 

“Say, George,” he said. “How is it that you do not stock other makes of.gaws besides the Atkins?” 
Invariably he had opened the door of inquiry so I said, “John, my first reasog is the quality of this saw 
and I claim the quality leads and other fine points follow. 

“For your own information I will take an Atkins Silver Steel Saw and beside it I will hang any 
other make that you have in mind. Now when a customer comes in ‘to buy a saw, he naturally will 
look both saws over. I will explain the quality, the perfection handle, the taper grinding and last, the 
straightforward guarantee which is behind every Atkins Saw. 

“What will be the customer’s choice; you see the saws are compared, but what you say for one you 
cannot say for the other, as the quality is not there and you would be.doing yourself an injustice as well 
as your customer if you sold him the other make of saw and told him that it was as good as the Atkins 
Saws. 99 

John said, “I believe you are right, George, I will have to put in a sto¢ék of Atkins Saws as I have 
been having considerable bad luck with my line.” 

Here was another man convinced that all is not in the name but in the quality. 


Yours truly, 
G. F. KLEIH SONS, 
Per G. J. Kleiman 


A FEW POINTERS ON ATKINS 
No. 20 PLASTERERS’ HAND SAW 


Undoubtedly you have a number of plasterers in your vicinity, and all of these are prospects for the No. 20 Plasterers’ Saw. 
It is made for cutting all vpee of hard wall plaster, as it is tempered hard. It has three points to an inch. Ground same 
gauge on toothed edge, and back. Filed straight and set. If we can furnish further information, please write us. 


E. C. ATKINS & COMPANY 


Established 1857 “The Silver Steel Saw People’’ 
Machine Knife Factory Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: f 
Atlanta Minneapolis New Orleans San Francisco Seattle Paris, France 
Chicago Memphis New York Portland Vancouver, B. C. Sydney, N. S. 


ATKINS ALWAYS ABEAD’ A111 WP 





CAMP 
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From the Dealer on Broadway” 
to the Proprietor of the Store 
at the Cross Road 


The popularity of Williams’ Drop-Forged Automotive 
Wrenches and Wrench Sets makes every car owner a very 
live prospect everywhere. 








The advantage of handling this well established brand 
in this broad field cannot be overestimated. It is a valued 
dealer asset and wide awake dealers from coast to coast, in 
the city, the village, or at the crossroad are pleasantly realiz- 
ing the quick turnover possibilities in Williams’ Drop-Forged 
Automotive Wrenches and Wrench Sets. 


If you are not selling Williams’ Wrenches, someone else 


is. It’s immaterial to us but of vital importance to you, 
Mr. Dealer. 


Want our catalog? 
Our attractive display boards and counter displays are 
business getters and make an invaluable addition to the 


most efficient sales force. 
What’s your name? Address. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
BROOKLYN BUFFALO CHICAGO 


ILLIAM 


RioR DROP-FORGED fT, 
SEE ROP-FORGED 
AUTOMOTIVE WRENCHES 
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Dies,‘Gun’ Taps and Twist Drills 


Many dealers in industrial communities 
are having calls for the GD Tools, here 
illustrated. 


These and other products in the @TD 
line represent the highest achievement in 
quality tools. 


m3 


‘Acorn 


Owing to their long established reputation 
they are very popular in shops where high 
inspection standards require the finest ma- 
chining as well as measuring equipment. 


Ask your jobber for GD Tools. If he 
cannot supply you, write us for Catalog, 
Prices and Complete Information. 


{- GREENFIELD Fiaranp DIER * 
\ GORPORATION 3. 


GREENFIELD, ~ 














Machine Tools Pipe Wrenches 
Screw Plates Twist Drills 
Pipe Tools Reamers 
Gages Taps 


Dies 
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DISPLAY— 


It Says to Every Person Who Enters 
Your Store— 


*“*Here’s the Vise You Need’”’ 


ALATA 
















pes as 


' And the man who glances at this interesting display 
stand says to himself, ‘““That’s right—there’s just the 
vise I want.” It’s a 


PRENTISS VISE 


and that tells the whole story of quality in vises in 


; 
two words! 
This is probably the most practical and most useful display : 

stand you ever saw. : 
This stand is a silent invitation to buy. 
It makes scores of sales you’d never make without 


it, and it makes them without the slightest effort on 
you part. 


Fee EE aS SEE Tet 


Today write for this remark- 
ably effective display stand 
which will be loaned you 
without charge on receipt of 
your order for PRENTISS 
VISES needed to fill it. 


—— 
1 lane Cane 


PRENTISS VISE COMPANY 


106-110 Lafayette Street New York City 
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Some Man Is Going 
to Walk Into Your Store— 


ae ee 
ae Ke -" Meserait ee) ta hey Bom) ; 
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4 and look around for a Coes Wrench for use 
on his wheelbarrow, lawn mower, garden 
cultivator and other things at home. 





If this man doesn’t see what he wants— 
he’s going to walk right out again. 


Display Coes Wrenches where he will be 
sure to find them and you'll be reasonably 
sure to sell them. 


This is the season when there are many 
uses for a wrench about the home and the 


Coes Knife-Handle Wrench is the most de- 
pendable wrench made for general use. 


All sizes: 6 to 21 inches, with handles that 
stay on the wrench and the Coes Guaran- 
tee to back up the Quality. 





Your Jobber Will Supply You 


Selling Agents ‘ sory 
even Sizes: 
J. C. McCarty & Co., 29 Murray St., N. Y. 6, 8, 10, 12, 
John H. Graham & Co., 113 Chambers St., N. Y. 15, 18 and 
21 inches 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 


COES WRENCH COMPANY 


“In business since 1841’ 


Worcester Mass. 








$$$ ——_ 
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THIS ASSORTMENT DOES THE TRICK AND PRO- 


| 

| | 
SELL MORE ICE PICKS THIS YEAR__| 
| 

VIDES A GOOD PROFIT 


rr 














The No. 360 


Assortment Comprises 
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Two dozen ice picks of only 
the popular styles with substan- 
tial display rack of fine appear- 
ance. 

A worthwhile number with a 
good profit for both jobber and 
dealer. 
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ICE PICKS 


(No. 360 Assortment) 





CE 





| — Equal in quality to those sell- 
fa an sg saeeuee tes i ing at much higher prices. 

Swedged to a needle point from a ! 

fine grade of special ice pick steel 
| and carefully heat treated. 
Points will not break and blades 
have a “springy” temper from 
Four No. 3—6 Inch point to ferrule. Bright finished 
, blades. Nickel plated ferrules. 
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Display stand in brown — 
labels red, white and gold. 


Two dozen in each assortment. 
Four to retail at 10c each. Four 
to retail at 15c each. Twelve to 
retail at 20c each. Four to retail 


| —r- at 25c each. 

















Four No. 4—5 Inch 











Four No. 7—6 Inch 


THE BRIDGEPORT HDWE. MFG. CORP. | 
BRIDGEPORT, CONN. 
U. S. A. 








Twelve No. 12—6 Inch 
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Just Put a TRIMO Monkey Wrench 





The TRIMO 
Pipe Wrench 


The superior de- 
sign and workman- 
ship of this drop- 
forged wrench have 
made it the popu- 
lar favorite for 
more than _ thirty 
years. “It’s a 
TRIMO”’ is all you 
have to say to sell 
this pipe wrench. 





The TRIMO 


Pipe Cutter 


The new TRIMO 
thin wheel has 
doubled the etti- 
ciency of this wel: 
likedtool. It means 
even bigger sales 
both of cutters ana 
wheels for replace- 
ment. Plumbers 
and mechanics look 
for the name 
TRIMO when they 
buy a cutter or a 
wheel. 


6839 












In His Hand 


Try it with any customer that knows 
and loves fine tools. Watch his eyes 
glisten! He knows by instinct that the 
TRIMO is a wonderfully fine wrench. 
When he examines it he’ll see first that 
it’s all steel, built for super-service. 
Then he’ll notice that the movable jaw 
extends outward to give him increased 
leverage as the size of nut increases, 
and that nut guards are provided to 
keep it in adjustment when working in 
close quarters. Point out to him that 
the threads in both movable jaw and 
nut are rounded so that they cannot 
strip or burr. 


In a word, you don’t have to sell this 
wrench. Unlimited time and money 
have been spent to perfect it and, as a 
result, its superiority is self-evident. 


An advertising campaign reaching 
practically every tool user in the coun- 
try is rapidly creating a heavy demand 
for this super-fine wrench. 


You'll find increased profit as well as 
real satisfaction in selling the TRIMO 
Monkey Wrench. Try it. 


TRIMONT MFG. CO. 


ROXBURY, MASS. 
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KNIFE HANDLE 


6”, 8”, 10”, 12”,. sizes. 


STEEL HANDLE 
o”,.8*, 10°, 19"; 2. 2%, 


21” sizes. 
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GRAY-WICK | : 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
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which Binds Wire together and makes | 3 
a Dull Gray Finish throughout. : 


Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 













































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
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Wickwire Brand Hex Nettings : 


| Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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Workmen Want Good Tools 


Here is a well-named representative 
of the nobility among tools 
within reach of every man. 


Do not let him reach itn vain. 


i Just One of the Splendid Products of 


HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 


New York Office 151 Chambers Street 


1864 SIXTIETH ANNIVERSARY 1924 
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A burglar’s jimmy is useless. 

Those two hardened bronze 
hooked-bolts gripped into the strike 
are wedged in place by a turn of the 
key or turn-knob. The case of the 
lock on the door and the strike on 
the jamb are securely interlocked. 

The Yale No. 92 Guard Lock says 


June 5, 1924 


thy, 


i ft 


i 
it 





~ TheYale 92. says WO / 


No to the burglar just as unmistak- 
ably as the blued-steel barrel of an 
automatic! It is a formidable lock 
for a formidable job. 

Show this Yale No. 92 to every 
customer who asks for locking pro- 
tection. If he means it he’ll buy. 
The Yale 92 sells itself on sight. 


The Yale & Towne Manufacturing Co. 


Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 





Padiocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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; XX" CENTURY 

: WATER COOLERS 

to PE PER ATE AR tN TB EE 

A thi ing display like thi 

thirst-arousing display like this 

Will sell “XXth Century” W Coolers f 

se th Century Water Coolers for you. 

: The first hot weather starts the thirsty ones after Water Coolers. Let a 

: window display like the one above sell “X Xth Century” Water Coolers for you. 

; Remember, too, the customer that buys a “XXth Century” Water Cooler 

: from you has got to buy paper drinking cups—from someone. He also needs a 

‘ cup dispenser and a “Fibrotta” receptacle for the used cups. 

: Sell these articles to him when you sell him a “XXth Century” Water 
Cooler. You make four profits on the one sale. And be sure to show all four 
articles in your window displays of “X Xth Century” Coolers. 

Mail the coupon to the right—now 
You will receive by return mail literature 

that will help you to reach, at no expense for meses eemne eee es oy 
mailing, hundreds of prospects for “XXth > teat eile ; 
Century” Water Coolers in your town. But = Guittmen: Send your plan and literature for 
mail the coupon now. ‘ reaching hundreds of prospects for ““XXth Cen- ’ 

tury’’ Water Coolers in our town—at no extra ex- 
‘1 pense for mailing. Send also a catalogue of “XXth * 

Century” Water Coolers and “‘Fibrotta’’ Waste 
4 Cup receptacles—price lists, too. 4 
i PE on k.6m 6s 62 6SbHH6O4 SOK TRO CERO COCO ROS OSES a 
‘ ‘ 
. pO SPP CCTTTUTTCTUCTOT CLT CL re ; 
2 CEP Siccccccceccececsooese BOGGS cccccvecvsse 4 
i NE nn 5 6s 0668 060-060 8660 400 446600 COR a 
eon weeeseeeeeweeee es es ol 
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WIN CHESTER | 


TRADE MARK 


SHELLS 





The Ranger 
N EW 


The Repeater SMOKELESS 
The standard smokeless powder P O W D E R 


shell, which gives superior service 
at moderate cost. True to the ws H E L L 
Winchester name in its all-around 


power to cover, penetrate and stop. 

















HE Winchester Repeating Arms Company an- 
nounces its new Ranger Shell. A shell that shoot- 

ers have long been seeking. A high-grade genuine 
“Mw smokeless powder shell that is sure fire—speeds fast 
—hits hard—makes a perfect pattern—sells at a new 

The Leader low price. Loaded with a standard smokeless powder z 
pir sdhmgeesate teh oe pec A —Du Pont No. 2—but held down in cost by stand- 7 








science can produce. Made with a high 


brass base and unrivalled not only in ardization and limitation to a selected number of 


quality of load but in variety of loads. 


popular loads, including a trap load. 





WINCHESTER REPEATING ARMS CO. 
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WIN CHESTER 


TRADE MARK 


SHOTGUNS 


Winchester shotguns won more prizes in championship tourna- 
ments in 1923 than the combined total of the next four makes. 













i crenatemeenens 


i 






MODEL 12 


The famous Winchester hammerless trap and field gun, known as‘‘The Perfect 
Repeater’’. Take down— six shots—slide handle—nickel steel. As handsome 
to see as it's easy to swing. 





MODEL 97 


Another Winchester masterpiece—in more general use than any other repeater 
ever made. Slide handle—six shots—a medium-priced gun of enormous power 
and hair-line accuracy. 








MODEL 12 (with Ventilated Rib) 


A trap gun with all the good points of the regular Model 12, plus a ventilated 
rib to bridge the heat waves which constant firing raises over the barrel. 








Remember, the Ranger Shell is entirely new. It 
does not displace the famous Winchester Leader or 
Repeater. It fills a separate, distinct need and com- 
pletes, with these others, «the greatest shot shell trio 
in the world.” 

Fix the Ranger in your mind. Fix a place for it 
in your store. 

You are going to find it one of the best-selling 
products ever offered to sportsmen. 
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: This advertisement printed in 
ANY of the things we buy for our four colors appeared in the 


ee May issues of 
homes may sately be chosen by the pone Asse el 


test of the eye. Arts & Decoration 
Beauty of design and finish in -Russwin Country Life 
re indicates an equal perfection in Garden Magazine 
the hidden working parts. Therefore, you Howse Beautiful 
may trust your eyes to guide you to a wise FOOSE 
choice if you see the name Russwin. 
~~ -A name used for over eighty years on beau- 
~ tiful hardware to guarantee you absolute 
ae ion and lifelong, trouble-free service. 


=. Russell & Erwin Manufacturing Co. 
E The American Hardware Corporation 
) ; Succewor 
- ee : New Britain, Connecticut : 


“To re ssi ize is to Economize- ne 
She ha Cay the Best ~ 


OT just because we have an interesting story to tell about the beauty 
and utility of Russwin Hardware, but because we want that story told 
most persuasively to those who appreciate that beauty and utility, and who 
are in a position to specify Russwin Hardware for their homes, we have 
selected the powerful group of publications in which this advertisement has 
appeared. 
Because it is a convincing story, told in the right way to the right people, 
it means business on the Russwin line for Hardware Dealers everywhere. And 
after all, that is the worth-while result. 


Russell & Erwin Manufacturing Company 


The American Hardware Corporation, Successor 
New Britain, Connecticut 
New York Chicago San Francisco 
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Big Profits 





in Small Space 


The latest selling idea for the hard- 
ware man—the Congoleum Sales 
Rack! It solves that eternal prob- 
lem of how to display and sell 
money-making merchandise in lim- 
ited space. 


Less than six square feet—that’s all 
the floor space you need to start 
you on the way to quick and sure 
Congoleum profits. And never 
could you use six square feet to 
better advantage than by installing 
the new Congoleum Sales Rack. 


Even when displayed in the ordi- 
nary way, the col- 
ors and beauty of 
Gold-Seal Congo- 
leumRugpatterns 
invariably win 


new customers. But in this display 
rack their selling value is enormously 
increased. 


The Congoleum Sales Rack commands the 
attention of your customers. It focuses the 
spotlight of Congoleum advertising on your 
store. It sets right before your customer's 
eyes, 18 rich, colorful designs in Gold-Seal 
Congoleum Art-Rugs. . It saves your clerks 
the time and trouble of getting out a number 
of rugs for customers to choose from. 


Another advantage: it’s portable. In the 
window it will catch the attention of passers- 
by. Stand it near the doors. Put it in other 
busy parts of the store. 


Yet this money maker — easily the best 
floor-covering rack ever produced —costs 
only $15.00, a bargain price possible only 
because we order them in large quantities. 
Nowhere can you find a rack so good, for 
so little money. 


Send for Circular Telling All 
About This Money- Maker 




















Greatest Sales Rack 


Ever Invented — 


lh mM Le tz D) > 
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144 Toe eons , ; : ; , 

‘ ‘ bak f > Here's a picture of the sturdiest and most ingenious rack for floor-covering 
hinted? b ever produced. It’s built to last a lifetime! 

‘ ii 4 ct 

4446 More v Check over these features, number by number, and you'll see why this 
I ei es A A, wonderful fixture would be a bargain even if it cost twice as much. 


Acomplete set of Congoleum Rug Patterns, ranging 
from 6x9 ft. to 9x15 ft., can be displayed in one rac 
Patterns and boiders of all visible at one time. 


Staunch lock bar swings down to permit removal or 
addition of rugs. Seals and lettering in handsome 
contrasting gold. 


_ * - >. + * 


Pockets for color folders, one on each side of rack, 
welded to the uprights, Color folders supplied free. 
ake One’ is lettered in gold on each pocket. 





Rolled-in edges so that there are no “a corners 
or edges to scratch or scar the surface of the rugs. 
Every  Seueaided of damaging your goods has been 
eliminate 


= >? * - >. > 


> oe 
a 


Appa steel frame. Uprights of No. 20 gauge steel, 

3} inches by 15 inches. Held absolutely iigid by 
es heavy steel reinforcing bars and two steel ‘“‘sway 
braces’. 


Entire rack finished in non-scratching, non chipping, 
olive green enamel, applied in two coats, thoroughly 
aked. 


Platform of No. 16 gauge steel for rugs. Tilted back 
ata slight angle, to prevent rugs falling forward. 


Heavy steel base with Gold Seals and gold lettering. 
Can be fastened to floor if desirable, though not 
necessary. 


Base is only 4 feet 6 inches wide by | foot 3 inches 
deep. Less than 6 square feet of floor space is 
require 


Only *152° 


F.O.B. our nearest warehouse. Shipped crated. 
Gross weight 150 pounds. 


00909 © 2 oor 


You need the Congoleum Sales Rack. Any of our 
offices will gladly send you on i:equest, an interest- 
ing folder containing complete description and 
illustrations. 





CONGOLEUM COMPANY 


INCORPORATED 
Philadelphia New York Chicago Boston Pittsburgh 
KansasCity Sanfrancisco Minneapolis Dallas Atlanta 
New Orleans Montreal London Paris Rio de Janeiro 
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Dealer 
Counter Displays 


Empress 
Grease and Oil Cups 









Three assortments of grease and oil cups of types, 
sizes and threads in greatest demand for all kinds 
of industry, including the automotive field. These 
display cases are attractive and handsome. Well Case No. 10 
printed in three colors, they are bound to attract 

favorable attention on the dealer's counter. 


i RU to i Tri Alla agian Sota tn gn hated te, My hve lta lends s cntinlinter tigie genders nmi: ate nbn, - 


CONTENTS 





CASE No. 10 
12—Size 00, No. 200 Grease Cups, % in. pipe thd. 
6—Size 0, No. 200 Grease Cups, % in. pipe thd. 
6—Size 1, No. 200 Grease Cups, % in. pipe thd. 
12—Size 00, No. 249 Grease Cups, % in. pipe thd. 
6—Size 0, No. 249 Grease Cups, % in. pipe thd. 
6—Size 1, No. 249 Grease Cups, % in. pipe thd. 


" = presets — 2 


All rough steel finish 











12—Size 4, No. 116 Oil Cups....... % in. pipe thd. 
12—Size 6, No. 116 Oil Cups....... 1% in. pipe thd. 3 
12—Size 4, No. 118 Oil Cups....... % in. pipe thd. 
12—Size 6, No. 118 Oil Cups....... % in. pipe thd. 
All nickel plated finish 

Shipping weight No. 10 Case.............. 10% Ibs. 
CASE No. 11 
20—Size 000, No. 200 Grease Cups, % in. pipe thd. 4 
20—Size 00, No. 200 Grease Cups, % in. pipe thd. i 
20—Size 0, No. 200 Grease Cups, % in. pipe thd. F 
10—Size 1, No. 200 Grease Cups, % in. pipe thd. H 
5—Size 2, No. 200 Grease Cups, % in. pipe thd. | 
5—Size . 2, No. 200 Grease Cups, % in. pipe thd. j 
All rough steel finish | 
Shipping weight No. 11 Case,............... 13 Ibs. 
— Case No. 11 
CASE No. ‘12.: i 
36—Size 000, No. 200 Grease Cups, % in. pipe thd. 

52—Size 00, No. 200 Grease Cups, % in. pipe thd. 
30—Size 0, No. 200 Grease Cups, % in. pipe thd. / 
26—Size 1, No..200 Grease Cups, % in. Pipe thd. 
24—-Size 1, No. 200 Grease Cups, % in. pipe thd. } 
All rough steel finish i 
Shipping weight No. 12 Case.............. 25% Ibs. 





Write Today for Prices and 
Descriptive Folder No. L-AF39 


— ime 
- - a 
- 
= 
= 
x 


Manufactured’ nee | 

Bowen 

Products Corporation 
Auburn; New York 





The easiest way to stock and 
sell Grease and Oil Cups Case No. 12 
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The reputation be- 
hind the trademark 
ikwerk” will do 
much to engender con- 
fidence on the part 
For nearest distributor see 
McRae’s Blue Book 


your customers. 


The Trademark 
“On 
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Ohio 


The Warren Tool & Forge Co. 
240 Griswold St., Warren, 


Mattocks 


Blacksmiths’ Tools 


Tools 


Woodchoppers’ 
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100 in a Box 


to meet the preference expressed by 
many hardware merchants for the 
unit or decimal system of pricing 
and packing. 
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AS THE trade has been most enthusiastic 
in its approval of this method and because 
it greatly simplifies the figuring necessary 
to arrive at a price for any quantity — 


specie 
Brats. 
Poder’ 
— 


>} 9 Ps 
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Sargent Bright Wire Goods and 
Brass Cup and Screw Hooks 


are now listed by the hundred and packed in boxes 
of 100. Larger sizes are packed 50 and in some 
cases 25 in a box. If you know from experience 
just how desirable these Sargent goods are, you 
will find this new system an additional reason for 
handling them. 
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Let us send you a price sheet showing 
prices by the hundred compared with the 
old list by the gross, and giving the quan- 
tity in a box of each number. Write to-day 


Pn ce eee 
REAR aT Nns oi 


SAR GEN FT & S&S OO MF kw. Y¥ 
Hardware Manufacturers . NEW HAVEN, CONN, 
New York: 92-98 Centre St. Cuicaco: 221-223 W. Randolph St. 
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There 1S a Difference in 
Sash Cords 








Samson Spot Sash Cord 





SAMSON Trade Mark Reg. U. S. Pat. Off. 


Made of extra quality stock, carefully inspected, and guaran- 
teed free from imperfections of braid or finish. Known for 
over thirty years to architects and builders as the most dur- 
able and economical material for hanging windows. 





Phoenix Sash Cord 





Even running, smooth, firmly braided, and free from the promi- 
nent imperfections seen in other low-priced cords. 
Sachem Cord—DMore uniform in quality than other very low- 
priced cords. Sold at net weight, like all our cord. 





These sash cords do not contain the large or heavily loaded centres found in some 
cords, which increase the weight and decrease the wear. Even the Sachem cord 
will wear at least twice as long in running over pulleys as the best loaded cord. 


Before buying sash cord, ravel the end and look at the 
centre 


We manufacture braided cord of all kinds, sizes, colors and qualities, for all 
purposes, including sash cord, clothes lines, dumb-waiter rope, masons’ lines, shade 
cord, awning lines, garden lines, etc., also cotton twines. 


Send for catalogue and samples. 


SAMSON CORDAGE WORKS, Boston, Mass. 
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6, odor 


wicks 
noise 
soot 
smoke 


Nothing to smart the eyes 










BURNS 
GAS 


made from 
kerosene 














ES it’s a wonderful oil range 


Vapo is so substantially built that many people 
find it hard to believe it is an oil range. 


It is the first year-around oil range and in per- \ 
formance and operating economy surpasses \ 
everything heretofore designed. 


_People who appreciate convenience and real 





cooking luxury with speed and comfort are 
| quick to see Vapo advantages. \ 
: Naturally live dealers everywhere are selling \ 


Vapo with great success. 


! Back of Vapo is a strong manufacturing or- 
| ganization, well financed with ample facilities 
, for production. | 


WRITE for information con- 
cerning opportunites in your 
town or wire for quick action. 





THE VAPO STOVE COMPANY 
LIMA, OHIO 





WORLD’S HIGHEST GRADE OIL RANGE 
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NO. 1976 
lex DeLuxe 


ELECTRIC IRON fF ELECTRIC/ CORD-SET 
ITHthemoulded ff EW! With the Sim- 9 DENTICAL in finish 
green Bakelite as plex all-steel plugand and interior construc- 


handle, unbreakable | Bakelite Ball-Grip, 6 ft. of tion with De Luxe mod- 
tol 4 @ heater cord and atwo- § .#H bs 
all-steel plug and two- y piece Bakelite lamp-socket | el, as the new air- 


piece Bakelite lamp- i, plug. Exactly as furnished * cooled terminal guard 
socket plug. Dominates "@ with the De Luxe Iron. # and rest-stand. And the 
any display of Irons. 7 Packed individually in JP new all-steel unbreak- 
: 3-color cartons, 12 Cord- Be able plug! And only 
Sets in an attractive count- 
er-display container. 


6.75 |] $1.75 |] %4.50 
LIST Ke LIST he LIstT 
Irresistible! 4} Unbreakable! § ¥ Sensation ofthe year! 


SID PLEX ELECTRIC HEATING COMPANY, 
i eS | &5 Sidney Street, Cambridge, Mass. 
10 West 32nd Street New York, N. Y. 15 So. Desplaines Street, Chicago, Hil. 
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Counter Display of Gulliver Goods that J oy ed very successful, More than 50 fust selling items in this small table spuce. 








There are Giant 
Possibilities 












Reg. U. S. Pat. 

Off. No. 995,758 
which wil 

stricthy enforced. 


None Genuine Without the Name 


DOMES of SILENCE 
Stamped Inside 


DOMES of SILENCE 


Assortment D-19 as illustrated 
Costs You $3.00 Retails for $4.80 


Contains ry dozen sets each 4 
in., °s in., 34 in. and /¢ in. sizes 
(14 gross sets). Straight sizes are 
packed 4 gross sets of one size 
ina pated box at $9.00 per gross 
sets, except the 1! in. size which 
is $13.50. 

Order by sizes, or if small assort- 
ment is desired, order Assort- 
ment D-19. 


GULLIVER GOODS 


= = er 


This fixture was built right in the store. 





Sure to 
Captivate 
the Satisfied 
Customer 





ULLIVER GOODS are the dozens of 
little essentials people forget—the things 
that once seen, act as reminders and open 
purses with a snap. 


The store that temptingly displays these 
Gulliver Goods will attract double the custom- 
ers that will come to the store that buries them. 


Group and display Gulliver Goods. 


Make up a sales table and place it right up in 
the front of your store. 


DOMES of SILENCE 


“Better than Casters” 


One of the fastest sell:ng and best paying of all Gulliver 
Goods. Give them a prominent place in your Gulliver 
Goods Display. 


Order from your wholesaler 


DOMES of SILENCE Division 


Henry W. Peabody & Co. 
47 State Street, New York City 
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QUALITY SCREEN GOODS 
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Keep Up 
Your 
Stock 


Anticipate 
~ *. Your 
Needs 
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Handling Quality Line 
Establishes Confidence: 
Selling a Known, Established, Quality Line 
—a line backed by more than a quarter of a 
eentury of service to the Hardware Jobber and 
Dealer, makes sales easier to the consumer, 





CONTINENTAL also gives the Dealer confidence in the jobber SHERWOOD 
Extension who sells him these goods. Ey -. -. 


Window Screens 








Screen 
Panel 
pnt da aw No. 4 No. 11 - ye nr gp a st 
Knoe own Combination Screen an orm 
Window Screen QUALITY SCREEN DOORS Doors 
Frames 





Advertising and Selling Helps FREE 


We will furnish free of charge to Jobbers or Dealers, Show Cards, Window Trim Material, Imprinted 
Circulars or Electrotypes featuring any or all of the items in our line. 








THE CONTINENTAL COMPANY, Detroit, Michigan 
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The Knife That Makes Bacon Slicing Easy 


The Foster Bros. Ham and Bacon Knife slices these meats so 
evenly it is a pleasure to use it. 


So keen of edge, so perfect in balance, so attractive in finish, 











a so everlasting in quality it is a pleasure to sell it. 
OTHER KNIV ; ee : ; . 
Besides Ham and What a combination—a slicer for daily use that gives unfail- 
— Sn ing satisfaction in every home and steady repeat sales in every 
ey Bread eta store. 

arving Knives, 
Kitchen Knives, Fish The same dependable cutting quality is found in every knife 
Knives and Scalers, stamped Foster Bros. Their reputation of forty years’ standing 
Oyster and Clam 
Knives, Cleavers, protects every dealer. 
etc. ° 
Knives f - 
quirement. _In styles SELL MORE KNIVES 
sizes an nishes to : ; , 
suit the preference of By Selling The Right Knife For Each Purpose 
different people. All 
fully Guaranteed. 

Order from your Jobber. Send for Catalog 





No. 17, showing complete line of cutlery. 


JOHN CHATILLON & SONS 


Manufacturers 
Established 1835 
85-99 Cliff Street New York City, N. Y. 























[FoSTER BRos. CUTLERY 


~ 
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To meet an existing demand— 





Practically every person who enters 
your store is a prospect for the sale of 
a Hair Clipper. 


The small child’s Dutch cut, the neatly 
trimmed hair of the schoolboy, the girl’s 
bobbed hair—these all demand good 
hair clippers. 





“THE BRESSANT” 
This model Brown & Sharpe Clip- 
ber ts especially recommended for 
home use. ‘Easy to operate: prac- 
tically indestructible. 


In barber shops the world over Brown 
& Sharpe Hair Clippers are recognized 
as the standard. 


And now that home barbering has be- 
come more popular, people are quick to 
realize that the clipper used by the 
barber is best for home use. 


BROWN & SHARPE MFG. CO.., 
Providence, R. L., U. S. A. 





BROWN & SHARPE HAIR CLIPPERS 


‘‘Standard of the World” 

















June 5, 1924 





June 5, 1924 HARDWARE AGE 31 


‘ll fing 
CASH 


IN OUR 


SUCCESS 
SALES PLAN 


You are in business just for one pur- 
pose—to make money. . Your business 
is one of buying and then selling. The 
real problem is selling. Therefore, 
you want to sell merchandise that 
partly sells itself. Now, the Auto 
Vacuum Ice Cream Freezer has two 
advantages from a selling standpoint. 
It is being sold by our national adver- 
tising, and we have developed a Suc- 
cess Sales Plan that enables you to 
sell quantities of these Freezers with 
profit to yourself. The Freezer season 
is now going in full swing. 


Write for our Success Sales Plan 
and cash in on the big profits. 























ig << AUTO VACUUM FREEZER CO., Inc. 


220 West 42nd St., New York, N. Y. 

















Auto Vacuum Ice Cream Freezer 


i el uf sreCEny ~No CranRIng - No Re-1cing 
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Tell Your Customers 


that in putting up screens it 1s not necessary to have them 
disfigured later by streaks of rust coming from the heads of 
the tacks used. 


They can buy Atlas RUSTLESS Tacks and avoid this. 
They will be glad to accept your advice and thank you. 


a eee 
Rustless Tacks _ Rustless Tacks 
Aeroplane Japanned Aeroplane Japanned 
Golden Eagle Electro _, Golden Eagle Electro 

Brass Plated # 
Plymouth Rock Copper 
Pla 
wee 





Tacks for every purpose 


ATLAS QUALITY 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 








r <a are al 5 
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TANDARD 


Trade Mark Registered U. S. Patent Office 


IONEL STANDARD” has always been identified 
with the great progressive steps in the devel- 
opment of miniature electric railroad equipment. 


For twenty-four years not only the trade, but 
people everywhere have accepted the words 
“Lionel Standard” as the symbol of Lionel 
Leadership. 


The 2%” gauge track that is now universally 
regarded as a part of the “Lionel Standard” line 
was first developed by Lionel. 


It was followed by many other Lionel creations 
—all famous today. Namely: the wonderful, mod- 
ern locomotives with high-powered, efficient and 
low current consuming motors and all-steel bodies 
—true reproductions of the ones used on the great 
railroads of the country; pressed-steel car bodies— 
practically indestructible—inserted window and 
door frames and interior illumination; the Lionel 
process of enameling and baking locomotive and 
car bodies, giving them an automobile finish; Lionel 
Automatic Couplers—a patented feature; the truly 
marvelous Twin-motor locomotives for both the 
“Lionel Standard” and Lionel “O” gauge line; 
Automatic Train Control that stops and starts 


trains as though by magic; crossing gates, electric 
block signals, etc. 

And now, the United States Patent Office has 
recognized “Lionel Standard” by granting a regis- 
tration of these words as a Lionel Trade Mark. 


See the Lionel Line this year! 
It contains many new and remarkable outfits and 
accessories — and 


Prices are Lowest in Lionel History 


The LIONEL CORPORATION 


Entire Sixth Floor 
48-52 East 21st Street, New York City 


Western Coast Representative 


M. Sweyd, 180 New Montgomery St., San Francisco, Cal. 


Locomotive No. 318 
One of the beautiful 1924 
Lionel additions 
The latest in “ Lionel Stand- 
ard” Locomotives. Reversi- 
ble. 2 Electric Headlights. 
Polished brass hand rails, 
inserted window frames, 
doors and side panels. Nick- 
eled pantagraph and whistle 
—solid brass flag holders. 
Automatic couplers. Per- 
fectly reproducing the mas- 
sive lines of a real electric 

engine. 























nad noe Outfit No. 34 
: i 4 _a= oan poe ce ay ewe Tg es ee A “Lionel Standard” Outfit 
ic —— “a That Makes a Great Leader 


—_— 


To retail at $16.50 
Consists of No. 33 locomotive, 
big, powerful, reversible, with 

- electric headlight: Pullman 
car and Pullman-Observation 
car, electrically illuminated ; 
and a liberal layout of track. 
Entire train equipped with 
Iutomatic couplers. 


2) aoaer 
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Tue ORIGINAL STILLSON PATTERN PipE WRrencH-THE ORIGINAL STILLSON PATTERN Pipe WRENCH 
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- Relieves the rivet of strain. 
Reinforces the frame. 
This construction gives greater 
thickness onthe head of thebar, 
thus strengthening the teeth . 
The milling of the shoulder adds 
materially to manufacturing 
cost but insures MORCO users the best 


ORGING CO. 
MOORE OR OT Muse 


Chicago Office London Office Paris Office 
34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 


New York Office Brussels Office 
74-76 Murray St. 30-34 Rue Locquenghien 
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To The Jobbing 
| | Trade 


Badger Cord 
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er NN There is every evidence of a heavy tire 
4 demand during the next two or three 
months. Are you prepared for your share? 
Are you handling a popular standard line? 
In any event you should have our proposi- 


BADGER 
TIRES 


It is without doubt the best proposition 
you have ever been offered. Quality is 
right, price competitive, and the profit very 
attractive. This line is building a success- 
ful, permanent tire business for many live 
dealers. Your dealers should get in on it 
too. Let us send you details. 
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Badger Tires are distributed exclusively through 
the Jobbing Trade 


The Badger Rubber Works 


Milwaukee, Wisconsin 
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“Treat Em Rough 
They Like It” 
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ELL McKays to the “‘slam-bang”’ driver. Tell 

him to treat ’em rough—bang them over car 
tracks, grind them over hard pavements, bump 
them over curbs. Tell him he doesn’t have to 
coddle McKays the way he does ordinary chains 

—because McKays are hardened hard for hard 
driving. 

McKay Tire Chains are made by men who 
have been making chains for over 40 years. 
From this long experience the special McKay 
hardening process developed—the process that 
produces just the correct hardness for extra- 
long life and yet prevents brittleness, prevents 
breakage from jars and shocks. 

Sell McKays to the hard driver. He’ll come 
back and tell you they stand the gaff. 
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UNITED STATES CHAIN & FORGING COMPANY 
Union Trust Building, Pittsburgh, Pa. 


Makers of Complete Lines of Chains for All 
Commercial and Industrial Purposes 
Plants at York and McKee’s Rocks, Pa.; Columbus and 
Marietta, Ohio; Huntington, W. Va. 


MCKAY TIRE CHAINS 



















Let Us Help You Sell Them 
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Write for “Hardware 
Catalog No, 424.”" It 
illustrates and describes 
our complete high grade 
line. 























This window display 
Shows how one smail 
town dealer is hand- 
ling the line—buyers 
commenced entering 
his store before the 
display was com- 


pleted, 


UNION All-Purpose Basket 


E have a simple plan worked out for the 
retail hardware dealer on “How to Display 


and Sell UNION All-Purpose Baskets.” 






































mad Ever think of the tremendous potential demand 
HUET | for these baskets? Every store, hotel, office, factory, 
home, school, park, and street corner can use from 








| TY one to a dozen or more. 














Makes a handy waste basket, clothes hamper, and 
container for fruits and vegetables. And a safe 


rubbish burner. 











| You can sell UNION All-Purpose Baskets if you 
will use our plan. We have tried it and it delivers 
the goods. We want you to write us for it. 





\ UNION STEEL PRODUCTS CO.Ltd. 


ALBION, MICH. U.S.A. 


Union H7-20M 








No, 3 is 12%” x 16% 




















No. 8 N. T. Canning Rack. 


snugly for shipment, 


boiler plate steel, mounted on three 


Other UNION Items That 
Into the Same Window D 


























UNION Icing Racks. For cool- 
ing hot cakes, hot pans, ete. 
Sanitary retinned finish, easy to 
clean. Strong and durable. Three 
practical handy sizes: 


No. 81 = We’. 
No. 82—13” x 16%”, 
No, 83—1612”" x 26”. 


UNION Roller Bearing Caster No. 191-L. 
Shape plate, oblong. Diameter wheel 5”, 
Size plate overall 534” x 44”. Bolt holes on 
centers 45g” x27” apart. Height overall 
6% a Face of wheel 1144”. Plate No, 191-L, 
Fork No. 191-L. Weight per set of four, 32 


pounds, 





UNION Tapered Hard Coal Chutes with ta- 
pered extensions. Very rigid and durable. 
Black or galvanized steel with angle steel 
frame, riveted. Width at top 18”. Width at 
bottom 12”. Three sizes, 8’, 10’, and 12’, 
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The UNION Rotary Oven Rack. Turns bake 


pans easily, Prevents jarring of cake, and 


painful burns. Steel 


Black japan finish, 


No. 14—1354” square. 
No, 18—17%” square. 


wire, electric-welded. 


No. 16—155%4” square. 
No. 20—19%4” square. 





UNION All-Steel Bottle Carriers, No. 6-2 


ire. Heavy round steel wire rigidly welded. 


Strong and durable. 


6-2 Wire, WS-20-U, 


UNION Sand and 
Gravel Screen No. 1. 
Absolutely flat top. 
Patented swedged 
construction, First 
class lumber frames, 
1%” thick. Painted 
red. Heavy wire 
screen dipped in best 
black asphaltum paint 
to prevent rust. Size 
23” x 72”. Always 
state mesh when or- 
dering. 























UNION STEEL PRODUCTS C0. Ltd., Albion, Mich.U.S.A. 





Hot galvanized and rust / 
proof. Holds six quart 


milk bottles. No. 
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To Hardware 
Retailers 





Your 100 Unknown 
Employees 


Besides your clerks, whom you know, more 
than 100 other people are working every day 
for your success. They are in your store in 
spirit giving you good counsel on all things 
pertaining to the successful conduct of your 
business, giving you dependable buying and 
selling advice. 


You may know a few of them personally, 
but the great majority of this unseen force 
must remain strangers to you, known only 
through their efforts which reach you every 
week in concrete form between the two 
covers of Hardware Age. 


To the world in general Hardware Age is 
simply the leading publication in the hard- 
ware field. But you who read it every week 
know it as more than that. You know it as 
a business friend always ready to help you 
on all hardware business problems, and the 
object of this help is to enable you to sell 
more hardware and make more profit. 
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RODUCT of a modern, self- 
contained plant, in which all 

the processes of manufacture are 
carried on under the _ personal 
supervision of the owners of the 
business—all of them life-long ex- 


perts in sandpaper making. 


‘ee | Mining, crushing, washing, dry- 
Chiet Rui! Stutf . . a = : 
ing, grading, gluing, printing, siz- 
eeangcosean: ing, cutting and packing are all 
done under this unified control. 








Send for : 
This Book That's why every sheet of ‘‘Ruff- 


It is full of inspira- 9 ° 
tional sales idens Stuff"’ you buy is a perfect sheet— 
that will help the 


Man Behind the a credit to them, and a satisfaction 


Counter win the 
good will and trade 
of mechanics. to you and your customer. 


Your Jobber no doubt carries the 


line. If he doesn’t, write us, giv- 
















ing his name and address. 


WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, Wis., U. S. A. 


Branch Houses Pacific and Mountain States 
WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 
Detroit Cleveland Portlan Denver 


New York Los Angeles 
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Coming Hardware Conventions 





NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 


a 


MISSISSIPPI RETAIL HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 


NEW YorK STATE RETAIL HARDWARE AsS- 
SOCIATION CONVENTION AND EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 





seum, Feb. 16, 17, 18, 19, 20, 1925. 
EK. Jones, secretary, 604 Wesley 
Philadelphia. Va. 


Sharon 
Building, 


SOUTHEASTPRN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 


bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 


NorTH DAKOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION (place not yet se- 
lected), Feb. 11, 12, 13, 1925. Cc. WN. 
3arnes, secretary, Grand Forks. 
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| “They Serve Best Who Serve But One” | 


Natienal 


Garage Door Sets 


Sold on the Direct-to-Dealer plan of distribution, National 
Hardware offers the advantages of prompter service, in- 
creased profits and closer contact with the manufacturers. 
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National Dealers are benefited by both the elimination of 
the middleman and our splendid facilities for making im- 
mediate deliveries. Real co-operation that means more 


than promise. 


No. 805 Sliding and Swinging Garage Door Set 
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View showing snug fit of doors when opened into Doors closed. Note single door opening on the 
garage. Require minimum space, as they are hung right, allowing free access to garage without 
on inside and fold and slide against wall. disturbing the others. 


Extreme simplicity of operation with highest quality and perfection in every detail of 
construction. The most efficient and inexpensive combination for garage equipment. 
Doors are weather-tight and will operate with the slightest pressure, working as easy 
as a house door. Hangers are adjustable to allow for swelling of cement floor. 


Your Order Shipped the Day Received 


NATIONAL MANUFACTURING COMPANY 


STERLING, ILLINOIS 























—— 


Nive LEN 


\ 








Volume 113 


New York, June 5, 1924 





The 


RETAILER 


and 


The Neck of the Bottle 
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7? a store of the retail merchant is the neck of 
the merchandising bottle. Through it must 
flow the goods made by the manufacturer and 
distributed by the jobber. 

Carelessness, inefficiency or negligence on the 
part of the retail merchant has a far reaching effect 
because it renders useless the work of those who 
precede him in the merchandising chain. 

His is a difficult vocation requiring knowledge, 
vision and hard work intelligently applied. He 
must stock the merchandise his community can 
use to advantage. He must display and advertise 
the lines he carries. He must give adequate ser- 
vice to his customers. He must operate a proper ac- 
counting system and collect his accounts promptly 
when due. He must keep down his overhead costs. 

In the general management of his business alone 
he faces a man’s size job. 

For that reason much of the actual selling of the 
merchandise is of necessity delegated to the retail 
salesman, the Man in the Neck of the Bottle. 

Strange as it may seem, the retail salesman is the 
most neglected adjunct of the average retail mer- 
chant’s business. It is not a matter of intentional 
neglect, but rather of thoughtlessness and lack of 
realization of the position the salesman holds in 
relation to the business. 

Every retail saiesman either represents or mis- 
represents the merchant who employs him. If he 
is to represent him fairly he must have the knowl- 
edge and training necessary to enable him to do so 
intelligently. This knowledge and training must 
come through the initiative of the merchant him- 
self. If a merchant’s' salesman misrepresents him, 
the fault lies with himself. 

Every retail salesman represents an actual cash 
investment. It costs the merchant from $500 to 
$1,500 in addition to salary every time he hires a 
salesman, keeps him six monthé and allows him to 
fail. 

If a salesman is paid $1,500 per year, and he loses 
his employer $2,000 per year in lost sales and lost 
customers, his actual salary is $3,500 per year, plus 
the profits which might have been made on cus- 
tomers who do not come back. 

The average retail salesman is honest, intelligent, 
loyal and hard working, but he labors under a 
handicap. 

The ultimate prosperity of manufacturer, jobber 
and retailer depends upon his efficiency, and he can 
be made fully 50 per cent more efficient if he is 
given proper opportunity and encouragement. 

The retail merchant can no longer afford to ne- 
glect his most vital investment, the Man in the 
Neck of the Bottle. 
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THIS MACHINE 
WILL ADD 10 YOUR 
WIFE'S. HEALTH 

AND HAPPINESS 




























HEN I was a youngster, one of Dad’s greatest 

problems was to keep the yard in a proper ‘con- 

dition of neatness. Orders failed to work. We 
did only what we were forced to do. Suggestions fell 
flat—few kids are open to suggestions which mean 
labor. Appeals to pride made little impression. But 
one day Dad hatched a brand-new idea. He called us 
together out in the woodshed and started in confi- 
dentially. “Boys,” he said, “tomorrow’s Mother’s 
birthday, and all her friends are coming to give her a 
party. I’ve been wondering what you boys can do to 
help make it a success, and I believe I’ve struck it. 
You know how Mother feels about the yard. She loves 
to see it neat and clean, and she would feel very badly 
if her friends found it all cluttered up with sticks and 
toys, etc. Don’t you think it would be a nice compli- 
ment to her to make that yard the best-looking one 
in town tomorrow?” 

Did the plan work? I'll say it did! We tackled that 
job as we had never tackled it before. We picked up 
the sticks, stones and papers. We raked the ground. 
We cut the grass, trimmed the borders of the walks 
and sprinkled the lawn. We even swept the long stretch 
of sidewalk on three sides of the home lot. We forgot 
work, orders or suggestions. All we thought of was 
Mother’s pride in what we were doing. Dad had made 
his appeal to sentiment and it registered, as it nearly 
always does. 

Sentiment is one of the strongest allies of selling. 
All of us have a certain amount of sentiment in our 
make-up, and we are unconsciously influenced by it. 

Suppose we try to sell a washing machine, leaving 
sentiment entirely out of the process. 

We start out: “This machine will wash clothes thor- 
oughly. The frame is made of structural steel, firmly 
riveted and braced. The body is made of high-quality 
galvanized metal, with a brass screw water drain plug 
with hose attachment. The cylinder is made of selected 
maple and will not warp, split or splinter. It has a 
¥,-hp. motor, etc.” 


Sentiment and Salus 





How many people do you honestly believe would buy 
merely from that type of sales talk? But suppose we 
add sentiment to our effort and say: “Mr. Brown, I 
know that you are very much interested in the welfare 
of the members of your family, and for that reason I 
feel sure you will be interested in knowing what this 
machine can do for them. 

“It will wash clothes in a safe, sanitary and scien- 
tific manner with a minimum of effort. It will add to 
the health and happiness of Mrs. Brown, and give her 
more leisure time to spend with her children. It will 
take worry, care and hard work off her mind, making 
washing a pleasure instead of drudgery. 

“It is well made and practical, and economical to 
operate.” (Then follow with the details of construc- 
tion, etc., to convince him that the machine will ac- 
tually do what you claim for it.) 

Put, yourself in the customer’s place. Would a 
washing machine viewed merely as a combination of 
wood, iron, steel, etc., make a very strong appeal to 
your pocketbook? Would you not be much more in- 
terested in it as a means of cutting down the work of 
some one you love, of conserving her health and 
strength and adding to her pleasure? 

Construction, material and operation all have their 
place in selling, but used alone they produce few sales. 
They appeal only to the customer’s reasoning mind. 

And yet, 85 per cent of the people who buy mer- 
chandise are influenced by their feelings, and not by 
logic or argument. 

Logic takes account of price, general conditions, 
absolute need, etc., while sentiment keeps these ele- 
ments in the background and appeals to the customer’s 
finer sensibilities. 
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Long Profits from Short Lines 


lines for hardware dealers and a 

glimpse around the Churchill 
Hardware Co. of Galesburg, IIl., will 
convince the most doubtful of this fact. 
These lines are part of every hardware 
store and all they need is a little push- 
ing. It would be money in any hard- 
ware dealer’s pocket to study over these 
few examples which show what a little 
intensive work will return the merchant 
in hard cash. 

The accompanying illustration shows 
the brush department of the Churchill 
Hardware Co. This department sells 
$1,200 worth of hand brushes a year 
and is right in front of the housewife 
as she comes down the stairs to the 
household and china department. It is 
white and scrupulously clean. All the 
housewife needs is to see this class of 
merchandise. Even department stores, 
which usually make a specialty of get- 
ting things out on tables, keep hand 
brushes in drawers. 

Floor brushes are also good items 
with this store. Simple racks have been 
made, with holes in the top and bottom 
pieces, so that the brushes can be set 
up for display. This is not only a very 
simple way of merchandising the line, 
but it puts the “business end” of the 
brush right in front of the customer. 
A similar rack is used for plumbers’ 
friends or suction pumps. Sales have 
increased to five times the original 
amount since this method. of display has 
been adopted. 


[ines are long profits in short 








Churchill’s Record 
for Short Lines 


ERE are the short lines which 
the Churchill Hardware Co. of 
Galesburg, Ill., feature together with 
the annual sales total of each line: 


Hand brushes, $1,200 a year. 

Mop heads, $600 a year. 

Plumbers’ friends, increased sales 
five times in twelve months. 

Garbage cans, 1000 in a year. 

Oil stoves, 187 in one year. 

Bird cages and supplies, $1,500 a 
year. 

Gold fish and supplies, $1,200 a 
year. 

Electric lamps, $8,000 a year. 

Padlocks, $1,000 a year. 

Chinaware, $12,000 a year. 

Baskets and glassware, $2,500 a 
year. 


Fiber door mats, sold more in one 
year than in the firm’s entire 
history. 


HOW ABOUT YOUR OWN SHORT 
LINES? 








Bins, similar to those used for the 
hand brushes, have been provided for 
mop heads. A little intensive effort has 
built up a sale of ,$50 a month on this 
one line—which totals $600 a year. 

A good grade garbage can was select- 
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ed and advertised. Window displays 
were made and the article was put 
across to the buying public. Sales now 
total 1000 of these a year. In this 
same basement department are the fiber 
mats. More of these have been sold in 
one year than during all of the rest of 
the time the firm has been in business. 
Every time it rains, some of these mats 
go into the window, accompanied by 
attractive prices and sales cards. 

This firm is starting its third season 
with a line of oil stoves. The second 
season showed sales of 187 stoves. 
Demonstrations were used, together 
with advertising, and present indica- 
tions show a very healthy growth in the 
sales records over last year. 

The bird cage department shows sales 
of $1,500 a year. In this is included 
the sundry supplies. One year’s sales 
of gold fish, bowls, moss, food, etc., 
show a total of $1,200. China sales 
are $12,000 a year. Baskets and glass- 
ware show $2,500 a year. Outside of 
these short lines with long profits, Mr. 
Churchill has other prize departments 
in his store. The cutlery department 
sales are exceedingly satisfactory from 
a profit standpoint. Electric lamps 
show a total of $8,000 a year and pad- 
locks add $1,000. 

It might be worth while to look 
around at the short lines in your own 
store. The money invested in each line 
is not great, but a little intensive effort 
will boost the sales. 
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This brush department means $1,200 in sales a year to the Churchill Hardware Co., Galesburg, Iil. 
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Fig. 1—Showing store front arrangement adaptable for long, narrow stores 





Store Fronts and Show Windows 


' HEN we hire a man, woman, 
boy or girl, one of the great- 
est influences in their favor 

or against them is the impression 
they leave with us from a study of 
their countenances. Intuition, or 
whatever you like to call it, goes 
farther for or against them than 
cold facts. We form our likes and 
dislikes, right or wrong, just that 
way. A clean-cut face with bright, 
shining eyes does the trick, while 
the bold, staring, fishy eyes repel us. 


The Face of a Business 


To my way of thinking, that is the 
human side of appeal which every 
institution, particularly the retail 
store, should cater to in its en- 
deavor to win popular approval. 
Popular approval is a large portion 
of the good will of a business, and 
we can see the advantages in making 


a good impression on all who look us 
in the face of our business. 

The face of our business is, of 
course, the store front, and eyes are 
the show windows. 

Bright, shining eyes (show win- 
dows) are those whose friendly ap- 
peal wins the confidence and in- 
terest of the passersby, so that they 
“stop, look and listen” to the story 
of the show-cards, price tickets and 
merchandise displayed. You will 
note the sequence of the relative im- 
portance in the above. I make no 
reservation. Years of analysis after 
making carefully prepared tests have 
led me to that conclusion. 


The Eyes of the Store’ 


Show-cards with their friendly 
greeting and welcoming announce- 
ments, price tickets with their frank 


tractively arranged, make the show 
windows have the same effect upon 
us as does contact with a good- 
natured character, a solid citizen, a 
stanch friend or a pleasing per- 
sonality. 

When we see show windows 
trimmed with a lot of fancy display 
fixtures on which are placed a few 
items, no matter how well balanced 
the display may be, nor how care- 
fully selected to convey the desire- 
creating appeal the articles are, with- 
out show-cards and price tickets 
there is the effect of looking into the 
eye of a dead fish—soulless, meaning- 
less, repelling, dead. 

No friendly greeting in the form 
and copy of the show-cards; no 
frank appeal nor fearless statement 
of honest value of the price ticket; 
no inviting smile ot: appeal in the 
merchandise thus ticketed—nothing 





and fearless messages, and goods at- 
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Fig. 3—Store front suited particularly to needs of stores of average width (25 ft.) 
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Fig. 2—Store front to be used in a narrow store where space is at a premium 





EpIToR’Ss NoTE.—This is the seventh article of the series by 
Frank Mappes upon the various problems of store arrangement, 
store management and merchandise display. The next instal- 
ment of this series will appear in the June 19 issue of HARD- 
WARE AGE and will discuss the dollars and cents value of expe- 
rience to the hardware dealer. Read it! 


BY FRANK MAPPES 


but an indistinct, hidden confession 
that someone had an unpleasant duty 
to perform, which was done with 
dispatch, with the least possible ex- 
ercise of brains and muscle. 

If this is true, and a fair test will 
prove it, then no matter how well 
arranged and complete and effi- 
cient the store may be, the poor 
impression formed by the study of 
the countenance and eyes of that 
store will be a handicap which will 
be hard for it to overcome. 

The past decade has seen vast im- 
provements in hardware store fronts 
and show windows, but there still 
remains much to do in order to lift 
the hardware business to the plane 
of leader in retail merchandising. 

An attractive store front must not 
necessarily be an expensive one. A 
moderate outlay of money will suf- 
fice to produce the desired results. 


No standard can be used to cover all 
cases, but a good example can be set 
up for a guide. 

The narrowest store called to my 
attention was 16 ft. wide. There 
are more hardware stores in the 
United States about 25 ft. wide than 
all others together. Some 30 to 35 
ft. ones have been brought to my 
notice. Next to the 25 ft. ones the 
50 ft. ones are the most numerous. 


Fronts for Narrow Stores 


If the very narrow store has a 
good depth, the problem of a suit- 
able front is not so difficult. In that 
case see Fig. 1. The _ vestibule 
should never be wider than one-half 
of the width of the front. The 
depth can be a matter of opinion, 
but 12 ft., if the space can be spared 
from the length of the room, is a 
good average to consider. 


I have carefully studied the effects 
of the too wide vestibule on a nar- 
row front and the show windows 
and have come to the conclusion that 
at a short distance away the impres- 
sion this leaves on one approaching 
on the same side of the street is 
that of a hole in the wall or a break 
in the contour. It is for that reason 
I advocate more glass on the build- 
ing line and not too much opening 
for the vestibule. 

About 24 in. is a good average 
height for the window bulkhead 
from the sidewalk. Where the 
street has a decided grade it is 
probably a good plan to increase the 
average height. At any rate, 24 in. 
will serve the purpose in nine out of 
ten cases. 

Seven and one-half feet is a good 
height to use for, the plate glass. A 
valance sign 12 to 16 in. wide will 
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Fig. 4—Store front of island and vestibule type for extra wide stores 
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effectively hide the bonnet shaped 
reflectors used to illuminate the 
windows. More lights of a smaller 
wattage are more economical than 
fewer lights of larger power. Once 
the cost of installation is forgotten 
because of the larger number of out- 
lets, the value of smaller lights will 
be appreciated. 

It will be noted from a study of 
the sketch that glass is suggested 
over the show windows. If clear 
glass is used a showing of such 
items as bicycles, coaster wagons or 
merchandise of such nature will not 
cut off too much light, but if the 
best results for light are desired 
prism glass, on account of its facili- 
ties for light reflection, is better. 


The Question of Window Backs 


Now comes the bone of much con- 
tention—the solid paneled window 
backs. Many arguments pro and 
con on this subject have been in- 
dulged in for a number of years. 
Some advance the argument that the 
well arranged store interior should 
not thus be hidden from the outside 
and that seeing people busy with 
trade and the customers has a bene- 
ficial influence. 

To me the open back show win- 
dows have always been an abomina- 
tion, because as a window trimmer 
I know the difficulties of producing 
selling windows. As a store man- 
ager I realized the dilifficulty of 
keeping the clerks from gazing at 
the ladies and other things on the 
sidewalk which excited their curios- 
ity. The worst feature, however, is 
that the open window is like a 
double exposed film. It is neither 
a picture of one nor the other. How 
can people looking in the show win- 
dow help from being disturbed and 
their minds detracted from the 
goods shown in the window when 
people move back and forth in di- 
rect line with their vision? 

It will be noted that in the illus- 
tration solid panels are shown to 
the height of 5 ft., above which are 
glass panels. This glass may be 
either clear or sanded. 


The 16-Foot Window 


Fig. 2 shows a 16 ft. front de- 
signed for a shallow store room, 
where space is at a premium. While 
the depth of the window is only 4 
ft., it is ample for all purposes. 
Those having experience will coin- 
cide with me on the difficulties of 
trimming deep windows with hard- 
ware items generally. 

Stoves, refrigerators, washing 
machines, incubators, brooders and 
other bulky articles require lots of 
space in order to make a creditable 
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showing, but even at that the 4 ft. 
window will answer. The_ small 
window in the plan is ideal for tools, 
cutlery, sporting goods, ete. This 
plan is better than to have two small 
windows of the same size in order 
to have the door in the middle. The 
large window takes the curve off the 
narrow front. The trim in the small 
window should always be at a right 





Sells Through the Eye 


YRANK STOCKDALE, the 
well known business ex- 
pert, told several hardware 
conventions this past winter 
that 75 per cent of all selling 
was through the eye. This bears 
out the old saying of “Well seen, 
half sold.” If you want to sell 
the merchandise in your store, 
Mr. Stockdale advises getting 
it where folks can see it. 











angle to the front while that in the 
large one should be parallel with the 
front. 


The 25-Foot Front 


The 25 ft. store front is the most 
commonly encountered. Fig. 3 shows 
a plan of front which follows in gen- 
eral construction that described for 
Fig. 1. The depth of the windows 
is 5 ft. The width will vary with 
the thickness of the side walls, but 
to all intent and purposes they will 
be about 8144 ft. The square cor- 
ners at the vestibule will permit an 
even balance to any trim of large 
or smal] items. It is a false con- 
cept that the triangular corners at 
the vestibule are an advantage, un- 
less dividers are used and the trim 
facing the vestibule is distinctive. 
Experience has taught me that it is 
better to present the whole display 
to one approaching than to hide it 
behind the divider. The same plan 
as Fig. 3 should be used for fronts 
from 30 to 40 ft. wide. 


The Extra Wide Front 


Stores having 50 ft.. fronts are 
usually those carrying a greatly di- 
versified stock and are frequently 
striving for greater window display 
space. The design of Fig. 4 is pre- 
sented to give a maximum of glass 
line, being approximately 60 ft. An 
island show window has the advan- 
tage of being easily accessible for 
quick trimming. Specials and articles 
which are being promoted or new 
goods which are being introduced 
can be shown here to advantage. 
The back of this window should be 
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of glass so that customers leaving 
the store can also see the displays, 
which should face both ways. The 
backs of the other windows should 
be treated in the same manner as 
has been previously described. The 
recesses occurring back of the show 


windows may be utilized for special’ 


purposes, such as demonstrating 
rooms, model kitchens, rest rooms or 
something of that nature. 

The depth of the two large win- 
dows is 5 ft. and the balance is 4 ft. 
deep. The island show window can 
probably be reduced to 3 ft., thus 
making the entrance behind it 5 ft. 
in width. 


Painting the Store Front 


Painting the front has always 
been a moot question. There are 
red fronts, blue fronts, green fronts, 
gray fronts and variegated fronts, 
but no what matter the color scheme 
is it is always secondary to the condi- 
tion of the painting. 

The most striking store front I 
ever saw was painted black and 
trimmed with orange. This dealer 
originally used gold leaf as a trim 
but found it rather expensive to re- 
new every year. He had the front 
painted every fall and the whole of 
the building, which was frame and 
of a light gray color, was painted 
every third year. 

A valance sign on the plate glass 
of each window lends dignity and 
covers the bonnet-shaped reflectors. 
These signs should be as carefully 
planned as advertising copy and lay- 
out. They should be used to adver- 
tise some popular side lines, such 
as radio, electric labor-saving de- 
vices, auto accessories and things 
not usually incorporated in the hard- 
ware family. 


The Question of Color 


The color scheme to use is prob- 
lematical and should be decided upon 
after a careful survey of the ones 
used in the other stores of the same 
block. It is desirable to select colors 
which will not clash inharmoniously 
with the neighbors, yet one that is 
distinctive enough to stand out 
prominently among the other stores. 

If you have the temptation to 
paint with a view to creating a sen- 
sation, don’t do it. The hardware 
business has ever been conducted on 
quiet, substantial lines and has its 
dignity to maintain. 

Fly-by-night stores do sometimes 
attract considerable attention with 
freak signs and color schemes, but 
if you look around among your solid 
fellow merchants you will find none 
of these sensational eye-catchers in 
evidence. 


Reading matter continued on page 82 
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There’s plenty of June atmosphere in this silverware window of the T. B. Rayl Co., Detroit, Mich. 
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The flowers make delicate 


background for the display of flatware and hollow ware 


“Silverware Tones Up the Entire Store’ 


b 


Says Whalen Fluhr of Bucyrus, Ohio 


should have a department up 

front which is so good look- 
ing that it tones up the entire store, 
gives what you might call a cordial 
greeting to the customer as he en- 
ters and makes him feel that he has 
entered a merchandising establish- 
ment that is on the job and is capable 
and willing to serve him. Cutlery 
and silverware are my choice,”’ says 
Whalen Fluhr, who is associated 
with his father in the Fluhr Hard- 
ware Co., Bucyrus, Ohio. 

“We have our cutlery cases on the 
left and our silverware on the right,” 
says Mr. Fluhr. “These are the first 
two departments you notice when 
you enter our store. Our experience 
with silverware has been limited to 


6é EF, sou retail hardware store 


a very short time. Our first year 
showed sales equal to $1,000, and 
we believe that plated table ware is 
a profitable and suitable hardware 
item, 


Ideal for Gift Purposes 


“At holiday time this is a very 
popular and active department. 
Silverware is always acceptable as 
a gift or as an addition to one’s own 
home equipment. In the spring, par- 
ticularly in May and June, we have 
the so-called June bride trade, which 
is also very good. All through the 
year there are- wedding anniver- 
saries, showers, birthdays and other 
occasions which suggest silverware. 
Our show case up front links Fluhr’s 
hardware with the desire to make 





purchases during the wedding and 
graduation season. 

Young Mr. Fluhr recently became 
a father, and one of the most pleas- 
ing remembrances sent the youngster 
was a silver spoon. This has given 
Mr. Fluhr a sales thought to work 
on the next customer who seeks 2 
suitable present for a new-born 
babe. There are special miniature 
table sets, consisting mostly of 
spoons, which will also be remem- 
bered when he starts to sell such 
customers. 

There are many occasions when 
silverware can be suggested by the 
hardware merchant. There *s the 
woman who buys a large roaster or 
other kitchen equipment who states 
she is giving a dinner party or hold- 





Here’s the way in which 8. T. Trinkle, display manager for Stambaugh-Thompson Co., Youngstown, Ohio, featured 


silver flutware services. 


Sprigs of blessoms add an attractive touch of early summer to the display 
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The Fluhr Hardware Co., Bucyrus, Ohio, features its showcase of silverware near 
the entrance, where it offers a bright greeting to prospective customers 


ing a family reunion. It would be 
the most natural inquiry to ask if 
she is fully equipped with table ware. 
The chances are that she might use 
at least an additional service for six. 

Manufacturers make up a number 
of patterns of complete table services 
for six. The prices are attractive and 
the merchandise is even more so. Mr. 
Fluhr says women are easily in- 


terested in silverware. Its appear- 
ance alone helps to interest them, 
and a prospect once’ interested 
should be easily sold. 


Play Up the Extra Pieces 


Aside from the very profitable 
sales of complete service, this mer- 
chant finds the incidental sale of a 
cheese knife, butter knife, set of 
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butter spreaders, cake knife and 
other fill-in pieces very profitable. 
He suggests that when you cannot 
interest the prospect in complete sets 
or even after she has purchased such 
a set, it is worth while to try to sell 
her some extra pieces. 

Silverware is a very satisfactory 
line to handle. Because of its beau- 
tiful. and attractive appearance, it 
lends itself admirably to display. 
When shown against a blue velvet 
background, a window of silverware 
is sure to arrest the attention of 
passersby and lead to many sales. 

In Youngstown, Ohio, the Stam- 
baugh-Thompson Co. sells silverware. 
This company has found that a 
silverware window display causes 
prompt sales response. 8. T. Trinkle, 
display manager, has watched such 
window trims and says tbat an at- 
tractive display of sets will trequent- 
ly bring immediate sales. 

Both Mr. Trinkle and Mr. Fluhr 
emphasize the necessity of keeping 
silverware displays neat and shiny. 
Silverware, like cutlery, shows finger 
marks and other signs of handling. 
In both of these stores one will al- 
ways find a chamois cloth kept handy 
to wipe and shine all pieces handled. 
Clean merchandise sells quicker, and 
both of these merchants realize the 
fact. 


Another Award-Winning Display of Enameled Ware 
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This illustration shows a window disnlay of the Buhrman-Pharr Hardware Co., Texarkana, Ark. This display was one of the 
award winners in the recent window display contest sponsored by the Vollrath Co., Sheboygan, Wis., which was featured in the 


May 29 issue of HARDWARE AGE. 


Owing to lack of space this illustration was omitted at that time 
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Chapter X VI 


The Norvell-Shapleigh Hardware Co. 


talked about the idea of buying the control 

of the A. F. Shapleigh Hardware Company. 
Then Mr. Gordon discussed the matter with me and, 
as told in the last chapter, I agreed to take part in 
the new enterprise. 

Now W. G. Yantis, the special salesman I wrote 
about in a previous article, was at this time in charge 
of the sporting goods business of the Simmons Hard- 
ware Company. Mr. Yantis knew nothing whatever 
of the hardware business, but was an exceedingly 
well posted sporting goods man. I believed that he 
would make a good buyer. Therefore I went to him, 
told him of our plans, and asked him if he would join 
us in buying the control of the Shapleigh Hardware 
Company. Mr. Yantis stated that he would be glad 
to join us if he could make satisfactory banking 
arrangements. 

My father-in-law, Leonard Matthews, Sr., had 
retired from business. I told him of our plans and 
he said he would make an investment on his own ac- 
count in the new business. 


| ARRY B. GORDON and Taylor D. Kelley first 


We Incorporate the Business 


We incorporated the business for $1,000,000, all 
common stock. The Shapleigh family retained 40 
per cent of this stock, while the other 60 per cent 
was divided into six parts, of which I subscribed 
for two parts and Messrs. Gordon, Yantis, Kelley 
and Matthews one part each. 

In order to take this amount of stock I had to see 
my good friend, Charles H. Huttig, president of the 
Third National Bank of St. Louis. He not only agreed 
to carry me for an indefinite time on this stock, but 
he also carried Mr. Yantis. Mr. Gordon and Mr. 
Kelley made their financial arrangements in other 
banks. 

If Mr. Huttig had not had confidence enough in 
me to make me a long-time loan with my stock and 
my name and nothing else as security, I could not 
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kK. C. Simmons as he was in 
the nineties 


have taken any part in forming the new company. 
All the value of our stock was in the future. Mr. 
Huttig evidently believed that we would make good, 
and a very large loan was made to Mr. Yantis and 
myself, based simply on confidence in what we might 
do. 

Right here allow me to record this fact: It took 
me five years to pay off this loan. There was never 
a date when a note fell due that I did not make a 
payment. The notes were renewed from time to 
time. Practically all of my stock was deposited as 
collateral security. The rate of interest at first was 
naturally pretty high. As I reduced the indebted- 
ness, the rate-of interest was reduced—the same old 
story. When we need money the most, we must pay 
the highest rate; when we do not need it very much, 
we can always borrow it at a low rate. Such is life. 

I wish to bear witness here to the great debt of 
gratitude I owe to Charles H. Huttig. He was a 
friend when I needed one. He always gave me good 
advice. He was always cheerful and encouraging. 
I must say, however, that when I paid my last note 
—when every cent of this debt which had been a 
burden on my mind night and day for five vears, 
was finally settled, I took the last note from the 
bank window to Mr. Huttig’s office. I said, ‘Mr. 
Huttig, after five years I have finally paid up this 
last note.” He did not seem a bit interested. His 
answer was, “Sank, this is a beautiful afternoon. I 
think I can beat you at a game of golf.” I then pro- 
ceeded to tell him in plain language that I thought 
he was the worst excuse for a banker I had ever 
known. Here I had paid this loan. It was a great 
event. He might have lost every dollar of it, and 
then he had thé nerve to talk about golf. “All right,” 
answered Mr. Huttig; “I do not devote my time and 
attention to loans the day they are paid. I give 
most thought to the time when I make them.” 

Charles Huttig has passed on to his eternal rest. 
I visited him here in New York at the Presbyterian 
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Hospital during his last illness. He had a great, 
warm, loving heart. Peace to his ashes! 

No bunch of old men ever would have gone into a 
deal like this. All of us were risking everything 
we had in the world on the new adventure, and, be- 
sides that, we were going into debt. We had the 
confidence of youth. It is an interesting fact that 
every one of our new directors was under forty years 
of age except Richard W. Shapleigh, who, I believe, 
was just forty. 

Then, with the idea of preventing any differences 
on account of the control of the stock, our 60 per 


~ 
if , 
{ f 
7 ul 
} rail! 
C 
Hike 
4] ' 





“He did not seem a bit interested”’ 


cent interest was voluntarily put into a voting trust 
and I was selected as a trustee to vote every share 
of this 60 per cent. This trust arrangement was 
made for a period of five years. I had the power to 
elect or drop any member of our board of directors. 
As a result of this voting trust we had perfect 
harmony. 
Officers of the New Company 

The name of the new corporation was made “The 
Norvell-Shapleigh Hardware Company.” The officers 
elected were: 


ee Saunders Norvell 
First vice-president.. .Richard W. Shapleigh 
Second vice-president. ...William G. Yantis 
Third vice-president. ......Taylor D. Kelley 
Ee Alfred L. Shapleigh 
NN Sc oot o Ueueee ee Harry B. Gordon 
Assistant secretary...... A. Shapleigh Boyd 


You will no doubt be interested to know what we 
did about salaries. I had seen so much of businesses 
being overloaded with salaries and officials and heads 
of departments working for their salaries instead of 
for the net profits of the business that I determined 
that it would be our policy to run our business for 
the general results of the business and not for flat 
salaries. 

As president, naturally I was supposed to draw the 
largest salary. I put my salary down at $500 per 
month. This was very much less than I had been 
receiving as vice-president from the Simmons Hard- 
ware Company. Ten years before, asea salesman in 
Colorado I had regularly earned $10,000 per annum. 
All of our other officers with one or two exceptions 
also accepted reduced salaries. 

I am aware that modern promoters of enterprises 
will be shocked at the foolishness of this arrange- 
I have known companies started when all 


ment. 
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they had was a bright and spotless future, where 
the first thing done was to increase the salaries of 
all the officials qut of their prospective profits. 

Now I wish also to say that for several years all 
of us worked for these small salaries. We did not 
increase our salaries until the large profits of the 
business justified it. I owned my own home and 
therefore had no rent to pay. Taxes were low, and it 
stands as a record that I lived on my salary, because 
I paid every cent of dividends received from my stock 
to the bank until my loan was paid up. 


Newspaper Millionaires 


How little the public understand the inside of 
such arrangements! The newspapers of St. Louis 
and the trade papers of the country wrote long arti- 
cles about the formation of this new million dollar 
corporation. I was heralded as the new president. 
It seemed to me that every charitable organization 
in St. Louis and every promoter immediately decided 
that I was a multi-millionaire. I received all kinds 
of applications for charity. I was asked to join all 
kinds of organizations. Promoters called and asked 
me to invest cash in their schemes. Local banks 
wanted me as a director. ? 

Inwardly I had to laugh. No one except myself 
and my dear wife understood how hard up I was. 
“Everything that glitters is not gold,” but there is 
one great advantage in being hard up. You do not 
have to worry about how you will spend your money. 
Your mind is not fixed on buying houses, lands, tak- 
ing excursions or investing in works of art. You 
know you have nothing to spend, therefore you forget 
it and devote your entire time and attention to work. 
There are many good points about being broke—at 
least, concentration and hard work. There are many 
disadvantages in having a large bank account. It 
takes a cool head and a well-balanced mind to be the 
general manager of a large amount of cash. In 
“Proverbs” we note that “a fool and his money 
are soon parted.” I might change this age-old saying 
to “Money and a fool are soon parted.” 

When we started the Norvell-Shapleigh Hardware 
Company practically all of us were broke and hard 
up. All of us had everything at stake. That I think 
is the fundamental reason why we did so well. There 
was, however, one disagreeable angle to the situa- 
tion. When of necessity I was compelled to turn 
down all these applications for charity or from 
charitable organizations, I was, of course, character- 
ized ag a tightwad. The more I told them that I did 
not have any money, the less they believed me. One 
of the best methods to get a reputation of being a 
millionaire is to constantly remind your friends that 
you are broke. Only millionaires can afford to talk 
“hard up!” 

; An Executive of Two Companies 


I had the unique distinction for several weeks 
after the formation of the new company and before 
my resignation was accepted by the old house of 
being the president of one hardware house in St. 
Louis and the vice-president of the other! 

The news of the formation of the new company 
soon spread throughout the trade. It was almost 
universally believed that the Simmons Hardware 
Company had bought out the Shapleigh Hardware 
Company and had placed us in charge of the busi- 
ness. It was exceedingly difficult in the first year 
of the new business to convince either customers or 
manufacturers that the new business was not owned 
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by the Simmons Hardware Company. This condition 
led to a good many embarrassing situations. 


That Interview with E, C. Simmons 


One of the hardest interviews I ever had in my 
life was when E. C. Simmons returned home, called 
me into his office and asked me to tell him why I 
had decided to make the change. Mr. Simmons was 
very quiet about it. He seemed to be very much 
hurt. I frankly opened my heart to him and told 
him that with conditions as they then were in the 
business I could not see any future for myself. I 
told him about all the troubles I had had and that 
under such conditions it was next to impossible for 
me to continue my work with my old-time en- 
thusiasm. Mr. Simmons listened very patiently to 
my story. He then made me certain propositions 
which I told him I could not accept because I had 
bound myself to my new associates. 

Then Mr. Simmons asked me to promise him that 
I would not seek to take any of the employees of his 
house. This placed me in a very embarrassing posi- 
tion. I thought so much of Mr. Simmons that I did 
not wish to take a position that would seem to him 
antagonistic, but at the same time, before I went 
into the meeting with him I had determined that I 
would not under any circumstances make any prom- 
ises or agreements. I hardly thought it would be 
fair to the new company for me to do this, so I told 
Mr. Simmons that I always desired to remain the best 
of friends with him and all the members of the old 
organization, and that I thought the best way to 
remain good friends was not to have any agreements. 
I told him if we did have agreements and if there 
happened to be an appearance that these agreements 
had been broken that there would be suspicion of 
bad faith, and that this would lead to bad blood and 
hard feeling more quickly than anything else we 
could do. 

That Farewell Letter 


Then Mr. Simmons asked me if I would write a 
farewell general letter to the salesmen, and if in this 
letter I would say that I did not wish these salesmen 
to apply to me for a position. I yielded on this 
point and I did write that letter, but as events turned 
out, some of my old friends among the salesmen in 
the Simmons Hardware Company did not take my 
letter seriously, because I was hardly seated at my 
new desk as president of the new corporation before 
I was inundated with applications for positions, both 
from salesmen and from house people. A large part 
of my time the first few months of my new job was 
devoted to writing diplomatic letters to these old 
friends of mine. 

It has always been my custom to keep a scrap book. 
I do not see how anybody can do business without 
a scrap book. These scrap books become more valu- 
able with age. My stenographer keeps mine for me, 
and whenever I run across anything that is interest- 
ing or that will be valuable as reference in the 
future, I pass it to her to be pasted in the scrap 
book. Since I have been writing these articles I have 
been reviewing these old scrap books of mine. It is 
not altogether a cheerful occupation. It reminds one 
of the flight of time. As one reads the names of 
old friends and acquaintances in the various articles, 
one naturally reviews what has happened to them in 
the time since these articles were written. One is 
impressed with all the uncertainties and tragedies 
in this life. One certainly needs all the humor and 
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cheerfulness he can command to go through such 
a performance as dictating “Forty Years of Hard- 
ware.” 

Because I have written so much about myself some 
of my friends and correspondents think I am very 
egotistical. No one can write an autobiography with- 
out having the appearance of being egotistical. In 
the nature of the case, this must be. If, however, 
these friends of mine could know my real feelings 
as I review the history of these years in the hardware 
business, they would realize that my feelings are 
just the reverse. As I review the years, I see all 
the mistakes I have made. I am inclined when this 
work is finished to write an anonymous book on the 
subject of mistakes—what leads up to them, how 
they start, how you make them, how they develop, and 
then the consequences. The curious thing about mis- 
takes is that some of the very worst mistakes are 
made with the very best intentions. One of the worst 
mistakes I ever made was in a pure mood of philan- 
thropy. I intended to do a very noble thing. It turned 
out to be the very worst possible folly. I certainly do 
some day wish to write the story of that particular 
mistake. 

However, I do not suppose the casual reader of 
these articles is interested in my mental reactions to 
my own story. Just let me say that if any man sits 
down to write the story of his life and tries to do it 
in a frank, candid-and truthful manner, I do not see 
how he can approach the end of the tale without 





’ 


“Mr. Simmons asked me why I had decided to make the change’ 


being convinced, without any peradventure of doubt, 
that he himself belongs in the same class with the 
gentleman mentioned in “Proverbs” who was 
parted from his money! 

In my scrap book I find pasted my last general 
letter to the Simmons salesmen, also a letter from 
Wallace D. Simmons, the president of the Simmons 
Hardware Company at that time, which accompanied 
my letter. These two epistles are dated April 20, 
1901. With a smile and a twinkle of the eye I am 
going to give you some extracts from these letters. 
It would be too much of an imposition upon your 
good nature for me to give you the letters in full. 

Mr. Wallace D. Simmons writes: 

“TI take pleasure in saying that Mr. Norvell and 
his associates have advised us of their intention 
to leave this company and enter into the new firm 

(Continued on page 94) 
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Start Out First Thing in the Morning 
With the Best of Household Helps 


This is the time to renew any of your household equipment 
especially in cleining things that may not be in pemfect shape. 
Deo not waste time with worn out brushes and sweepers when 
you can get new ones for so little and they will do so much 
more for you. 


Here are just a few of the many helpers we have to aid 
fo making housework a whole lot easier. on 


isselis’’ Carpet Sweepers, 
Cyco bearing 


BEF cccncesesce $6.2 5 
Ladder Stools, stool and 
aed for ...:. PLO 


“Chamois” 
and window 
washing, 50c, 75c, 


with handle. DL 25 


Skins for aiuto 


O'Cedar Oil, 

SP BOCES ..cocces 3 Cc 
O'’Cedar Dust Cloths, absorbs ” 0 
dust and Sponges, new stock, 1 
POLIEhHES oow-aevee 25c, 50c, 75c and. 


AiversdeparavareCo.e 


Sarry 8. Woodward. Pree. G. Fr.’ A FP. Buriey 


Main Street at 9th. Phone 770. “On the Sunset 


in advertising than how you ad- 

vertise, for people will buy what 
they want whether you advertise it 
or not. But they will buy more of you 
if you advertise their timely needs 
when they want them. So in analyz- 
ing these spring advertisements the 
first consideration is the merchandise 
selected for advertising. The second 
is the deciding of which items to fea- 
ture more strongly. 

In featuring items remember that it 
is not so much the strength of type 
or wording or illustration as it is the 
location of the item which gives it 
its importance in appeal. Those items 
which appear in the upper central 
portion of an advertisement catch the 
eye more forcefully than those on the 
sides or at the bottom. 

For instance in the advertisement of 
the Aikenhead Hardware Limited, the 
most timely items for early spring 
would be seeds, hose, lawn mowers re- 
paired and screening. It would there- 
fore be better to use a somewhat larger 
cut of seeds where lawn mowers are 
now, arranging the “Garden Hose, 
Lawn Mowers Repaired” and “Putting 
Up Screens” beneath but still in the 
general center of this otherwise very 
well arranged advertisement. The ad- 
vertising index on this advertisement 
is 16 which would indicate that a less 
number of higher priced and a greater 
number of lesser priced items would 
produce an increase in resulting sales. 


| wateomae is more important 


In the advertisement of Hallett’s— 


this is evidently a large space once a 
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This ad of the River- 

side Hardware Co., 

Riverside, Cal., pro- 

duces a big effect in 
a small space 





week type of ad- 
vertisement that 
many hardware 
dealers use —the 
same amount of 


space split three ~ 


ways and used on 
three different days 
during the week 
would get a better 
showing in returns 
especially if small- 
er sized cuts were 
used permitting a 
greater number of 
items. The timeli- 
ness of some of the 
items could be re- 
considered, as for 
instance the Heat- 
rola,especially 
when the advertis- 
ing index being 60 


indicates that the 
average price of 
articles appearing 


in the advertise- 
ment as a whole is 
considerably too 
high. The layout 
and boxing of the 
items is certainly 


attractive, but the 


selection of mer- 
chandise will be 
more resultful if 
the items are all 
related to the time 
of the season. 

In the advertise- 
ment of C. A. Simp- 
son everything that 
type and illustra- 
tion and arrange- 
ment can do has 
been done. The ad- 
vertising index on 
this, however, is 50, 


What They Want 
When They Want It 
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Advertise 





By WALLY LANGERFELD 





and freely, and of a size best 

a " . suited to your needs. We have 
F juet what you want, Here 
are scme of them. 


sees as 


Advanee 8 blade, 12” Pte »-+3 54 Vecke lad 
* 14" cut’ ston” ate 

Meee -4 biade, 14” cwt ot 
16" 


a pees comer as well as lawn 
wer. A machine for the larger 
lawns, mede ib eee oft sizes suttabic all grass cutting re- 
quirements. Catalogue on request. : 
Long handle $1.36 


D handle... B18 LAWN MOWERS 
Post Hole | GROUND AND REPAIRED 


Augers We ‘have up-to- —¥  aokagety to properly grind an : 
For boring nstes oll makes.of our truck call for, your- 
for fence posts, § a we will pay it in @ few days in good condition, 
. $2.76 ready for the season's work 
ig -- Sa were 20380 


Buccess witty lawn or flewers eterts with the s 
We esl! the best, Flewer, Vegdtebls Bad: 








 Duteh Hose. 91,10 








: Putting Up 
. ‘Garden Hose Screens 
that sorte - 
1” wel cat he betta can = 
d-pended upo ; 
co ft. %"-« > ply. complete mun Adjjustable Water Weightea—18 x 


nese - § ° | 
%" «= ‘ iy. ‘domplete ae empty. pan fen ibe. 


Lawn 
Rollers 


sein 
50 ft. &" x 5 ply, complete with 
coupling: ... ... ... --.-.. $900, -# Beat the first fly and 
Cord Hose, %" per ft..... .... Ie you beat them all. We 

- can fix you up with 
Cord Hose, &", per ft. .... .. screes wire for your 
Hose Nezzies, cach Sonee Py and ee 


zes in stoc 
alse carry in 


BLACK. GALVANIZED, 
Hand Trowels, 15¢ Each PoutTay NETTING, 











BRONZE,,or MONE 
WIRE. 
— mapa * wooden 
. scare Trowels, each. Be edhe "blade... , go : rh} 


BS srry A Aikenhead Hardware Limited Deliveries 
17-21 Temperan reet eee 


— - 
—_— — a _—- —- . ao ——_—_—_- > Se ee a 





Aikenhead Hardware, Ltd,, Toronto, Canada, balances many 
items with well arranged boxes 





. proportion to cost and featured a group 
of items at prices considerably above 
the average purchase. To get larger 
sales in volume, you must first induce 
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smaller price sales, which are more 


° 
po Your Lawn 
readily made, and particularly smaller 


} ao. At the left, C. A- price sales in items purchased by 

pes ie women, as it is to the woman that the 

erest .edeantene hardware store must go to get its 
largest increase in cash sales. 

Now, when you have read this, just 

Below, E. J. Hallett reach for some of your ee set ut 

& Son, Pontiac, that have either pleased you or have 


3 Hose that Last The Right Mower Mich., features puzzled you and send them in and if 























Most hose that you buy starts In getting a Igwn mower you prices in such a possible give the figures too. Be sure, 
out well but they don’t last long. | want one that runs easy, light way that they can- — however, to send in the advertisements, 
Here is hose that you can de- yes, mene = -—- 1 We — for it will mean getting a right line 
pend witn to ket you = lng eed it. emheenn on how to get better results. 
time. 12-inch Run Easy............... $ 8.50 -_ Send the advertisements to HArRD- 
Price 12%c foot with couplings 14-inch Oak Leaf................ bps WARE AcE. 239 West Thirty-ninth 
Steel Hose Reels.................. $3.50 | 16-inch Winner................. , : y- 

Lawn Sprinklers................. $2.50 | 16-inch Keen Kutter........ 20.00 Street, New York City, attention of 
Wally Langerfeld. 





ati 
: eae wat SEE HALLETT’S TOOL WINDOW 


There you will find tools for every trade at right prices. There are tools for the carpenter, machinist, moulder, 
trimmer, metal Anisher, mason, paperhanger andpainter—oll high grade tools, fully guaranteed. 


THE BEST WASHER IN PONTIAC = // YOU CAN’T BURN IT OUT! 











which indicates that other items of 
lesser price could be added to advantage 
which can readily be done by using 
smaller cuts and smaller type and in- 
troducing a group of lesser priced items 
down the center of the advertisement. 

The Riverside Hardware Co. adver- 
tisement hits the ideal figure of 10 in 
its advertising index but this same 
figure may still be reached by using 
a smaller size cut: and doubling the 
number of items keeping within the 
same price range. 

These are but four of the many 
advertisements we have received. All 59 
of these have been gone over carefully | C 
and useful suggestions have been NEW LOW PRICE ON BULES 
offered to assist in getting more busi- aR oma 
ness from the space used. For as was aes SERENE Rife 
stated in HARDWARE AGE on May 1, body buys: All regular sizes poh A 
the purpose of this section is to give awe" 
our readers an opportunity to have 
their advertising and advertising meth- 


sft 
ods gone over in a practical way 


i i : TRASASX MECHANICS, ATTENTION! 
We would very much appreciate it LOOK ‘AT THIS CLOCK re 
if when the advertisements are sent in : The. Intest and ee ee 
‘ . : finest thing made cut Gu Eee 
that the total sales of advertised items | Je je semm. docks, | el Ee 
or in the departments advertised could | Yi Dy Fy ties fully: cuss. —ivat the thing te 
7 a z wa .. oe puse around the shop 


also be given together with the total] oy yt ea LON, BOY! A REAL WAGON! | [a "2"! "er 
sales throughout the store in the period : 7 ont teen oo fterregeneton | ~Aally, Mer 
covered by the advertisement. Where $3 50 younener down 286, 95 aaa 
daily papers are used every day, it is ome price fs only... fa. 

generally considered that the results =| $2 48 
in sales on the following day are all | > 

that should be counted. Where papers NEW PROCESS OIL STOVES 
are used once or twice a week, then have been giving 
the period between two insertions of rage oP a 
your advertisement should be counted wy i om 8 
and the totals given. 

One advertiser sent us a year’s ad- 
vertisements with the confession that 
results had amounted to practically 
nothing—according to his figuring— 
for after a year’s effort his last adver- ‘16. 00 
tisement cost $47 and brought in sales 
of $50, while the total sales were only 
$48 more than they had been the same 
day a year ago. This particular adver- 


. | 
tiser was using much too large a space . PONTIAC’S WIDEAWAKE Ss 
for the population he could reach in ai aa aa ahh theta eewrwnnMla eee, 









lf this electric 
iron EVER burns 
out, Hallett’s will 






is the SUNNYSUDS at Hallett's.- It washes so 
pare f and thoroughly and 

uickly. There are no parts to 40> 
hfe out; the motor can not burn i) ‘ 
out, and it has a wringer ten- 


give you a new 
one free 


9.00 


MADE BY AN AMERICAN 
This lunch kit has 


an extra large cup 
and steel spring sides 
and rubber bumper 
to protect bottle. 
Priced at only 


1.98 


™ CHILLY SPRING DAYS 


on the market. We are’ 
glad to demonstrate it 
in your home. 
payment only 




















wey ES—READ THIS 
This Semdac Oi] Mop 
you can buy tomorrow 
only at Hallett's, com- 
plete with beautifully fin- 
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ished yellow handle, for 
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This Estate Electric Heat- 
er is just the thing, and 
when you can buy one at 
this price it ie worth coming 
for. They are fully guaran- 
teed for one year and cost 
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SIX COMPLETE HQUSE PLANS 


for six of the prettiest 





houses you ever saw, to 
cost from $3500 up to 
$5, and we can 
save you nell $400 to 
$700 on each house. 








HERE ISG 
An extra large, —_ 
strong two-bu i893 48 
plate, them (or ol Halletr's sell 
eS aay oP 











| gallon of oil per 


has made these new homes 
burner; equi 


possible, and if you will 

to our store we ‘will gladly ex- 

plain the idea. Still a few 

mapa left to be eal ata 
down payment of only 
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Tax Reduction Bill Provides 
Large Measure of Relief. 


Cuts [Individual Income Taxes 25 to 50 Per Cent—Postal Salaries 
Increase Bill Has Rocky Road—No Postage 


(Washington, D. C., June 2, 1924.) 

HILE the hybrid tax reduction 
W measure as finally passed by 

Congress can no longer be called 
the Mellon bill, nevertheless it provides 
a large measure of relief to the tax- 
payers of the country and on that ac- 
count it will be generally regarded by 
business men as an accomplishment for 
which Congress is entitled to at least a 
small degree of credit. 

As I predicted in this correspondence 

a fortnight ago, the Conference Com- 
mittee made several important changes 
in the bill as it passed the Senate, 
thereby correcting certain distinctly 
vicious provisions of that measure. The 
Senate bill was a product of the insur- 
gent faction and would have proved a 
disgrace to the statute books. 


Graduated Tax Abandoned 


The most objectionable feature of the 
Senate measure imposed a graduated 
tax on the undistributed profits of cor- 
porations. This provision would have 
removed all incentive to the conserva- 
tive, thrifty management of corpora- 
tions and would have placed a high pre- 
mium upon the reckless distribution of 
profits without regard to future capital 
requirements. 

The Conference Committee summar- 
ily rejected this feature of the Senate 
bill, adopting in its stead the House 
provision continuing corporation taxes 
as under existing law. 

Another bolshevistic provision of The 
Senate bill comprehensively amended by 
the conferees provided for full publicity 
for all tax returns. Enacted into law 
this provision would have enabled any 
malicious person to acquaint himself 
with the full details of any taxpaper’s 
affairs as shown by his return, includ- 
ing his net income or net loss. 

What such a provision would have 
meant to the credit of individuals, to 
say nothing of the blackmailing oppor- 
tunities it would have afforded, may 
best be left to the imagination. The 


insurgents who devised it asserted that 
their purpose was to prevent tax eva- 
sion, but Treasury experts are unani- 
mous in the opinion that instead of hav- 
ing the effect intended it would have 
afforded great temptation to violate the 
income tax law. 


Increases 
By W. L. CROUNSE 


The provision regarding publicity 
finally adopted, while far from satis- 
factory, is a great improvement over 
the Senate amendment. It requires 
merely that the name, address and 
amount of income tax paid shall be pub- 
lished annually. 


Effect on Credit Problematical 


The effect of this provision on the 
credit of individuals and small partner- 
ships carrying on business may be de- 
cidedly detrimental, much depending 
upon the manner in which the Treasury 
Department decides to enforce the law. 
Obviously it will make a great deal of 
difference to the average taxpayer 
whether the report of his income is pub- 
lished soon after March 15 of the year 
in which it is earned or is withheld un- 
til the final tax payment is made Dec. 15 
following. Presumably the Treasury 
Department will pursue a conservative 
course in this regard unless interferred 
with by future acts of Congress. 

President Coolidge, the Secretary of 
the Treasury and all the experts of that 
department are greatly disappointed 
over the failure of Congress to reduce 
the maximum surtax on individual in- 
comes below 40 per cent, the rate finally 
adopted by the Conference Committee. 
The cut from the present maximum of 
50 per cent will have no effect whatever 
in inducing men of large means to sur- 
render their tax exempt investments in 
favor of the preferred stocks of sound 
industrials, which was Secretary Mel- 
lon’s chief object in urging the adop- 
tion of the 25 per cent maximum, which 
would have put good industrial securi- 
ties on a parity with tax exempt State 
and municipal bonds. 


Simmons Surtax Schedule Adopted 


The adoption of the Senate schedule 
of surtaxes I predicted two weeks ago. 
This schedule was framed by experts 
under the direction of Senator Sim- 
mons, the minority leader of the Fi- 
nance Committee, and was worked out 
much more carefully than the Long- 
worth schedule adopted by the House. 
The rates differ but little in the two 
provisions. 

Summing up the effect of the bill 
upon individual incomes the chief item 
of immediate importance is the cut 


authorized in the tax payments made 
in 1924 on 1923 incomes. Where these 
payments made on March 15 covered 
the full income for 1923 the taxpayers 
will speedily receive a rebate of 25 per 
cent, which will be paid automatically 
by the Treasury Department without 
application. Those taxpayers who paid 
the usual 25 per cent of the tax on 
March 15 will be permitted to deduct 
50 per cent from the payment to be 
made on June 15 and 25 per cent from 
the two payments to be made on Sept. 
15 and Dec. 15 next. 


Individual Income Tax Schedule 


The income schedule covering the 
current and future years provides for a 
reduction in the present normal rate of 
4 per cent on incomes under $4,000 and 
8 per cent above that amount to 2 per 
cent on incomes of $4,000 and under, 4 
per cent on incomes between $4,000 and 
$8,000 and 6 per cent above $8,000. 
Earned incomes up to $10,000 will be 
entitled to a 25 per cent reduction and 
all incomes not exceeding that limit will 
be treated as earned. 

The Simmons schedule of surtaxes re- 
duces the rates of the present law 
about 25 per cent. The surtaxes start 
at 1 per cent on $10,000 and run up to 
40 per cent on $500,000. The present 
surtax rates start at 1 per cent on 
$6,000 and run up to 50 per cent. 

It will be seen, therefore, that while 
the exact reduction in any given income 
can only be determined by applying the 
new rates to the several classes of in- 
come, yet it is obvious that savings of 
25 per cent on incomes of $200,000 up 
to 50 per cent on incomes not exceeding 
$10,000 are provided. This fact, to- 
gether with certain improved adminis- 
trative provisions, will go far to recon- 
cile the average business man with the 
failure of Congress to enact the original 
Mellon bill. 


British Tariff Policies Surprise 


Recent declarations of English and 
Canadian statesmen concerning the 
tariff policies of Gieat Britain and the 
Dominion have aroused great interest 
in Washington and developments are 
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The Retail Merchant’s Function 


tion of the retail merchant is to act as the 

buyer for his community. He is not supposed 
to be the public speculator. There is a world of 
difference between buying and speculation. Buy- 
ing is a necessary part of merchandising. With- 
out buying there can be no selling. Speculation, 
on the other hand, is a personal pastime, which 
has no place in retail merchandising. 

The proper buying of merchandise by the mer- 
chant is not speculation. It is business. It should 
be based on what careful consideration, backed 
by accurate records, indicates will be sold within 
a reasonable period. There is, of necessity, some 
small element of chance, but it is a legitimate 
element reduced to the minimum. 

The conduct of a merchandising business is not 
all one-sided. It entails responsibilities as well 
as profits. The merchant owes something to his 
community, as well as to himself. No man has 
a moral right to a place in the chain of merchan- 
dise distribution, either as a retail merchant or 
a wholesaler, unless he is willing to carry the 
stock his trade expects him to carry. Otherwise 
he would not be fulfilling his function as a buyer. 

Naturally the merchant is interested in his 
stock turnover. It is only right and proper that 
he should be. Turnover, however, should never 
be used as an excuse for cutting down the range 
of merchandise which his community has a right 
to expect him to carry. The customer is entitled 
to consideration—to a legitimate choice of goods. 
It doesn’t mean duplication of lines, but it 
does mean that the general field should be cov- 
ered and that the lines carried should be fairly 
complete. 

The manufacturer who has produced a worth- 
while product, carrying a fair profit, and who 
has created a market for that product, is likewise 
entitled to consideration. On staple lines, where 
goods must be manufactured in advance of the 
season, he is entitled to reasonable advance orders 
from the distribution of those lines. Placing ad- 
vance orders for merchandise which the merchant 


l° is generally conceded that the prime func- 


knows he must have when the season arrives is 
not speculation. It is good business. 

A complete stock, well displayed, is often the 
strongest invitation to buy. Likewise the lack of 
one staple item in a merchant’s stock may mean 
the loss of several good customers, and the cost 
of stocking that item is infinitely less than the 
cost of replacing those customers. 

The successful merchant of the future must pay 
particular attention to his present and prospective 
customers, because those customers are going to 
receive more than passing attention from his 
competitors, local and otherwise. He must study 
his trade territory more carefully, with a view to 
discovering the wants and needs of its people. 
He must learn more about their likes and their 
dislikes, their work and their hobbies, and the 
merchandise they can use to advantage in their 
work or their play. With this information he can 
cut the risks of buying to a minimum and elim- 
inate speculation and guesswork. 

Practical buying is impossible without accurate 
knowledge of conditions and prices. Common 
sense demands that the merchant should know 
about conditions which have a bearing on either 
the price or the market of the goods he sells. It 
is not always a question of raw material prices 
or manufacturing costs. Neither does it depend 
entirely upon the status of some one agricultural 
product. Supply and demand are to be reckoned 
with and the general buying power as well as 
fundamental conditions of the country as a whole. 
Fundamentally conditions are sound. Our weak- 
ness lies in ourselves. 

There are at least four factors involved in the 
high cost of merchandise distribution: Over- 
buying, buying at the wrong price, under-buying, 
and poor selling. Each adds its toll to a mer- 
chant’s overhead and reduces his profit. If you 
are to sell profitably, you must buy intelligently, 
but you cannot sell at all unless you first buy. No 
merchant ever made a profit by being out of the 
merchandise his community needed.—Reprinted 
by request. 
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CURRENT NEWS 





Austin H. Decatur 
Dies Suddenly 
May 24 


Austin H. Decatur, president De- 
eatur & Hopkins Co., Boston, died sud- 
denly at his home in West Newton, 
Mass., late Saturday night, May 24, 





Austin H. Decatur 


death being due to cerebral hemorrhage. 
At the close of business the previous 
Wednesday Mr. Decatur felt slightly in- 
disposed and decided to remain at home 
the rest of the week. His health ap- 
peared to be improving, consequently 
his unexpected death was a tremendous 
shock to business associates. 

With the passing of Mr. Decatur, not 
only New England, but the country, lost 
one of its foremost wholesale hardware 
merchants. He was a man of great en- 
ergy and business integrity, an _ or- 
ganizer and uplifter of much ability, 
helpful to those who worked with him, 
and of well balanced disposition. Only 
recently Mr. Decatur and his partner, 
Mr. Hopkins, completed a large business 
establishment, and so arranged their 
affairs and organization that employees 
will eventually have the benefits of the 
many years of hard work by these two 
men and the business for themselves. 

Mr. Decatur was born in Barrington, 
N. H., Feb. 9, 1858, the son of Horace 
G. and Lucy Hayes Decatur. After re- 
ceiving his education in the common 
schools of that town and at Dover Acad- 
emy, in 1875, he started his career in 
the hardware business as a retail clerk 
in Dover, N. H. 

Going to Boston in 1881 he was asso- 
ciated for several years with Benjamin 
Calendar, who at that time conducted 
business in the present location of Chan- 
dler & Farquhar Co. Mr. Hopkins at 
that time was associated with Bigelow 
& Dowse Co., Boston. The two men 


subsequently became _ associated with 
the firm of Brooks, Baldwin & Robbins, 
and partners in the firm of Baldwin, 
Robbins & Co., the latter partnership 
being renewed several times. 


On Jan. 
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1, 1910, the firm was taken over by Mr. 
Decatur and Mr. Hopkins as the De- 
catur & Hopkins Co., and has remained 
as such since. 

Mr. Decatur served twice as president 
of the National Hardware Association 
of the United States, his term expiring 
in 1922. He also was president of the 
Boston Credit Men’s Association and 
the Boston Rotary Club; a member of 
the board of directors of the Boylston 
National Bank and the Boston Penny 
Savings Bank; a member of numerous 
clubs; and held high office in Masonic 
bodies. 

He was twice married, in 1884 to 
Mary B. Wheeler of Exeter, N. H., and 
in 1918 to Florence M. Stacey of Spring- 
field, Mass., who survives him. He is 
also survived by two brothers, Henry 
E. Decatur of Brookline, Mass., and 
Frank I. Decatur of Barrington, N. H. 

Funeral services were held at Mr. 
Decatur’s home on Tuesday, May 27, 
burial being in the Newton Cemetery. 
Honorary pallbearers consisted of long 
standing friends of Mr. Decatur, while 
the active pallbearers were made up of 
men associated with the Decatur & 
Hopkins Co.: G. Sumner Wilson, George 
Perry, Arthur Briggs, Frank Gray, Her- 
bert Stetson and Edward Smith. 

Wholesale hardware houses in Bos- 
ton and other New England points sus- 
pended business while the funeral ser- 
vices were in progress. The Decatur & 
Hopkins Co. house was closed the entire 
day. Large numbers of hardware busi- 
ness associates attended the services in 
Newton. 





Newark Wire Cloth Co. 


in New Plant 


The Newark Wire Cloth Co. is now 
established in its new plant at 351-365 
Verona Avenue, Newark, N. J., which 
affords more adequate facilities for 
its expanding business. The new build- 
ing is 100 ft. wide by 310 ft. long, 
covering approximately % of a acre 
in floor area. 

In addition to building new ma- 
chinery, the company recently absorbed 
an old and well known eastern wire 
cloth manufacturing concern, installing 
the machinery so acquired in the new 
building. As a result it is now able 
to make its high standard of metal 
cloth in larger quantities. Testing 
sieves, metallic filter cloth, foundry rid- 
dies, sifter cloths and straining cloths 
are among the lines manufactured. 





Klauer Mfg. Co. Catalog 


A new catalog and price list, cover- 
ing its line of sheet metal building 
products, has recently been issued by 
The Klauer Mfg. Co., manufacturer of 
sheet metal products and hardware 
specialties, Dubuque, Iowa. The cata- 
log, which is illustrated, is conveniently 
arranged and indexed and of a handy 
size. 





Belknap Hardware & Mfg. 
Co. Personnel Changes 


The Belknap Hardware & Mfg. Co., 
Louisville, on May 27, announced a 
number of changes in officers and direc- 
tors due to the retirement of Vice- 
President, John W. Price, after 43 
years of service with the company. Mr. 
Price left the organization on June 
1, and will devote his time to his per- 
sonal business affairs, with an office 
in the Columbia Building, but will con- 
tinue as a director of the company. 
William Heyburn will continue as pres- 
ident of the company, over which he 
has had the active control for a number 
of years. 

One of the principal changes is in 
the promotion of Frank Cassell, who 
has been assistant secretary, but who 
will now succeed Mr. Price as vice- 
president and general sales director. 
: Scales, now treasurer, and 
Charles W. Allen, now secretary, will 
become vice-presidents. Wiley 
Bryan becomes treasurer, and D. E. 
Cross becomes secretary. L. R. Stein 
will be assistant treasurer, and W. C. 
Gibson, assistant secretary. 

T. E. Hereford, salesman and sales 
supervisor, who has been with the com- 
pany for 20 years, will be made a 
director, and will be sales. director for 
Virginia, North Carolina, South Caro- 
lina, Georgia and Florida. 

The board of directors includes D. 
E. Cross, Arthur Allen, Luther R. 
Stein, William Heyburn, W. C. Gibson, 
Robert E. Hinman, Charles B. Price, 
nga R. Bottorff and Henry B. Hey- 
urn. 


Winchester-Simmons Co. 
Discontinues Kansas City 
Warehouse 


The Winchester-Simmons Co. has re- 
cently announced the discontinuance of 
its warehouse in Kansas City, Mo. In 
the future shipments to customers in 
that territory will be made from St. 
Louis. 


Can Lessen Tube Shortage 


In response to an article appearing 
in HARDWARE AGE for May 29, under 
the head “What is the Cause of This 
Radio Tube Shortage?” the following 
telegram has been’ received from 
Chandler & Farquhar Co., wholesale 
hardware, 36 Federal Street, Boston 
Mass. ° 

“Note with interest article on page 
twenty-six of today’s issue giving ac- 
count of grave shortage in radio tubes, 
and are pleased to advise that we are 
still able to undertake a few more speci- 
fications on genuine Cunningham tubes 
for immediate delivery from our Bos- 
ton stock. We shall be glad to thus aid 
some trade friends with you. 

“Chandler & Farquhar Co.” 
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Burgess-Norton Mfg. Co. 
Opens Atlanta Branch 


The Burgess-Norton Mfg. Co., man- 
ufacturers of screw machine products, 
steel stampings, piston rings, etc., 
Geneva, Ill., and Brooklyn, N. Y., has 
recently opened an additional branch 
office at 21 West Peachtree Street, 
Atlanta, Ga. 

The company has completed arrange- 
ments for taking over the exclusive 
sale and manufacture of the Trusko 
Brace for Ford passenger cars and 
trucks in territory east of Denver and 
in the entire foreign field. This prod- 
uct, which heretofore has been avail- 
able only in the Pacific Coast States, 
will now be distributed nationally. 

The regular sales organization of 
the company is now being increased 
to provide tor the additional business 
expected to result from the sale of this 
product. 

H. F. Libby, formerly connected 
with the company as sales representa- 
tive in the Missouri Valley States, has 
recently rejoined the organization and 
will cover the States of Missouri, Ar- 
kansas, Kansas, Oklahoma and Texas. 





Hine with New Process 
Twist Drill Co. 


George R. Hine, who has been gen- 
eral superintendent of the Whitman & 
Barnes Mfg. Co., Akron, Ohio, for the 
past fifteen years and associated with 
that company for over twenty-three 
years, has taken over the factory man- 
agement of the New Process Twist 
Drill Co., Taunton, Mass. 





R. G. Farrell Returning 
from Europe 


Ralph G. Farrell, president and gen- 
eral manager of the Bridgeport Screw 
Co., Bridgeport, Conn., will return June 
13 from Europe, where he has been 
for the past three months on business. 





L. H. Page Sales Manager 
Mattatuck Mfg. Co. 


L. H. Page, formerly purchasing 
agent of the Mattatuck Mfg. Co., 
Waterbury, Conn., is now sales man- 
ager, succeeding E. A. Bass. 





“Lionel Standard” Trademark 


The U. S. Patent Office has recently 
issued a certificate of registration to 
the Lionel Corporation, manufacturer 
of toy trains, etc., 48 East Twenty-first 
Street, New York City, recognizing the 
use of the words, “Lionel Standard” 
as a trademark. 

“Lionel Standard” has for many 
years identified their line of trains for 
the large gage track which measures 
2% in. between the center of the rails. 





This 2%-in. gage track was originated 
by Lionel twenty-four years ago. 

At the time this track was developed 
it was a distinct departure from the 
then accepted type. It was a favorite 
from the start and is universally popu- 
lar today. 


Death of Mrs. E. G. Soule 


Mrs. E. G. Soule, mother of Llew S. 
Soule, editor of HARDWARE AGE, and 
Roy Soule, editor of Hardware Deal- 
ers’ Magazine, passed away at her 
home in Princeton, Minn., Saturday, 
May 24. Mrs. Soule’s death was due 
to heart failure of long standing. 





American Radio Ass’n 
Formed 


For the purpose of furthering the in- 
terests of the radio industry, the Amer- 
ican Radio Association, an organization 
composed of some of the leading figures 

n the radio field, has recently been 
formed with national headquarters at 
50 Union Square, New York City. 





Economy Fuse & Mfg. Co. Moves 
Chicago Office 


The Economy Fuse & Mfg. Co., man- 
ufacturer of renewable fuses, on June 
1 removed its Chicago district sales 
office from 536 Transportation Build- 
ing to larger quarters at 513 West 
Jackson Boulevard. 





E. E. Fenner Sells Out 


E. E. Fenner & Son, auto accessories, 
tires, tubes, etc., Alfred, N. Y., have re- 
cently sold their business to Armstrong 
& Hayt. E.R. Armstrong, one of the 
new purchasers, has been connected 
with the company for nearly ten years, 
while E. J. Hayt of Brooklyn was 
formerly connected with Swift & Co. 
for twenty years. 





Main Hardware Co. Succeeds 
Rhodes Hardware Co. 


The Main Hardware & Supply Co. 
has recently succeeded to the Rhodes 
Hardware Co., Plainville, Ohio, and 
will continue the business under that 
same name. The company is desirous 
of receiving catalogs from manufac- 
turers and wholesalers pertaining to 
general hardware lines. 





Moyer with Mt. Pleasant Hdwe. 
& Furniture Co. 


Ward Moyer, for the past fifteen 
years with the Breidenstein & Kane 
hardware store, Mount Pleasant, Mich., 
has associated himself with the Mount 
Pleasant Hardware & Furniture Co. 








Maycumber Resigns 
from Winchester- 


Simmons Co. 


F. A. Maycumber, president and a 
director of the Winchester-Simmons 
Co. of the Pacific, 148-164 Townsend 





F. A. Maycumber 


Street, San Francisco, Cal., withdrew 
from that organization May 31. 

Mr. Maycumber, who previously had 
resigned as vice-president and director 
of the Simmons Hardware Co., has 
made np statement regarding his fu- 
ture plans. His temporary address is 
38 Port Watson Street, Cortland, N. Y. 





Chandler & Barber Leases 
Additional Space 


Chandler & Barber Co., Boston, 
hardware, has leased the basement at 
128 Summer Street as an addition to 
its sales and -warerooms. 





A. M. Bingen Opens Store 


A. M. Bingen, formerly with the 
Alten Foundry & Machine Co., Lan- 
caster, Ohio, has opened a hardware 
— implement store at West Lancaster, 

Sio, 


ooo 


An Omission 


In describing a_ booklet recently 
issued by the Union Hardware Co., 
Torrington, Conn., in commemoration of 
its sixtieth anniversary, the name of H. 
F. Burgess, assistant treasurer, was 
unintentionally omitted from the list of 
officers. 
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Pipe and Supply Men 
Meet in Cleveland 
May 22, 23 


The fifteenth annual convention of 
the National Pipe & Supplies Asso- 
ciation was held at the Hotel Cleveiand, 
Cleveland, Ohio, May 22 and 23. It 
started with an open session attended 
by jobbers and manufacturers which 
was followed by morning and after- 
noon executive sessions for members 
and visiting jobbers. 


Addresses by Executives 


’ At the first session several executives 
of companies that manufacture lines 
distributed by the members’ spoke 
briefly about the business situation and 
outlook. John J. Kennedy, Nationa! 
Tube Co., said that the volume of steel 
pipe business for the year compared 
favorably with the best previous year, 
and, although admitting that talk is 
now pessimistic, he took an optimistic 
view of the future. Business men should 
get behind business and give it some 
momentum, he said. 

Walter E. Watson, Youngstown 
Sheet & Tube Co., Youngstown, Ohio, 
also spoke on steel pipe and said that 
stocks are large, new. enterprises not 
up to expectation and keen competition 
is getting in its work. He had heard 
of ridiculously low prices quoted by 
jobbers in many cities. What is needed 
now more than anything else is grit 
and nerve. 

F. C. Foster, Stockham Pipe & 
Fittings Co., Birmingham, Ala., speak- 
ing on the situation with respect to 
cast iron pipe and malleable fittings 
said that jobbers are cautious and re- 
ducing stocks. 

J. W. Oliver, first vice-president, 
Standard Sanitary Mfg. Co., stated that 
building permits and contracts during 
the first four months of this year in 
twenty-seven northeastern States doing 
75 per cent of the contstruction work 
in the country amounted to $700,000,- 
000 or an increase of 30 per cent over 
last year. In his opinion the only cloud 
on the horizon is Congress which will 
soon adjourn. 

Charles K. Foster, American Radiator 
Co., said that while the building situa- 
tion is spotty the amount of construc- 
tion is about the same as last year and 
the cost of building is about 5 to 6 per 
cent lower. He urged manufacturers 
and jobbers to devote more attention to 
the subject of broadening their markets 
by finding out ways to cause an in- 
crease in the consumption of their mer- 
chandise. 

An approach to some of the problems 
of distribution was the subject of an 
address by Irving S. Paull, formerly 
chief of the Domestic Commerce Divis- 
ion, Department of Commerce. He 
urged manufacturers and distributors 
to study closer the problems of distribu- 
tion and pointed out the need of eco- 
nomic efficiency in each section of the 
country. 

Among the speakers were Walter 
Gordon Merritt who delivered an 
address on “The New Era of Industrial 
Relations.” He spoke of the new in- 
dustrial relations that he said are 
developing between employers and labor 
and attributed the improved relation- 
ship to cooperation between shop or- 
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ganizations and employees, the taking 
of employees into the business as stock- 
holders under favored terms and of the 
better understanding on the part of 
employers of their duties toward 
employees. 

Officers Elected 


Officers for the ensuing year were 
elected as follows: President, W. E. 
Clow, Jr., J. B. Clow & Sons, Chicago; 
first vice-president, M. W. Dennison, 
Braman, Dow Co., Boston, reelected; 
second vice-president, W. C. Hanson, 
E. G. Schaeffer & Co., Washington; 
secretary and treasurer, George D. 
McIlvaine; executive committee, Isidor 
Weil, Weil-McLain Co., Chicago, A. L. 
Taylor, McMann & Taylor Co., New 
York, and H. W. Strong, Strong, 
Carlisle & Hammond Co., Cleveland. 





Axle Bearing Corp. 
Organized 


The Axle Bearing Corporation of 
New York has recently been organized 
for the manufacture of an axle-roller 
bearing for horse-drawn vehicles, and 
which is designed to minimize main- 
tenance expenses and the necessity of 
greasing. 

The Teetsow-Drysdale eopennesing 
Corporation, 116 West Thirty-nint 
Street, New York City, is engineering 
the development of this bearing and 
will supervise the production and pro- 
mote the sales campaign for its com- 
mercial exploitation. The management 
contemplates the installation of com- 
plete equipment and machinery for the 
production of about 100,000 sets of 
these axle-bearings per year. The plant 
is scheduled to operate by October 1. 


H. L. H. Hardware Co. 
Incorporates 


The H. L. H. Hardware Co., Inc., 
Hamden, Conn., with a capitalization 
of $45,000, has incorporated. It will 
begin business with $9,000. The incor- 
porators are: Frank J. Higgins, Jr., 
West Haven; Daniel C. Hogarty, West 
Haven; and W. H. Larsen, Whitney- 
ville, Conn. 





/ 


Winchester Store Closed in 
New Haven, Conn. 





Pursuing its new policy of closing 
its branch stores, the Winchester Co., 
New Haven, Conn., will discontinue its 
retail store on Church Street, that city, 
on July 1. 





Bosley Speaks to Agents 


W. L. Bosley, Peck, Stow & Wilcox 
Co., Cleveland, was one of the two prin- 
cipal speaker at the annual dinner of 
the Cleveland Purchasing Agents’ Asso- 
ciation, held April 16 at the Hotel Win- 
ton, Cleveland. 


O. B. Weber & Son 
to Build 


O. B. Weber & Son, Mattoon, IIl., 
has let the contract for the erection 
of a new two-story brick and concrete 
building, where the business will be 
conducted after the construction is 
completed. The estimated cost of the 
building is $20,000. 
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Use Your Phone—lIt 
Helps Boost 7 
Sales 


IM GLAD THT SHIPMENTS 
FEAL Se & co 
D 
CUSTOMERS ON THE PHONE AND 
Mm SEE IFI 
CANT START 
SOMETHING! 







HELLO, MRS BROWN -THIS IS BUMPS 

HARDWARE STORE WE HAVE JUST 
RECEWED A FEW HIGH GRADE VACUUM 
CLEANERS AND T THOUGHT I'D CALL 
YOU UP AND 


WE WOULD BE GLAD TO DEMONSTRATE 
ONE OF THESE MACHINES IN ‘YOUR 
HOME ~ OH- YOU SAY ‘You NEED A 
VACUUM CLEANER- AND WILL DROP 
INTO THE STORE THIS MORNING - 
THANK YOU! 


LATER 


OH BOY! J PRACTICALLY 
SOLD FOUR VACUUM CLEANERS 
THIS AM~ MAYBE THE TELEPHONE 
ISNT A WONDERFUL hh 


“witHERIPOON 
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The Decline of the Franc 


By “The Sales Manager”’ 


HE great subject of discussion when I was in 
. Paris was the declining value of the franc. The 

Freneh seemed to be surprised at the way the 
franc was going down. Their surprise surprised me. 
On the ship going over, I met some international and 
American bankers. They all seemed to know exactly 
what was going to happen and advised me to work 
my letter of credit just as little as possible until 
francs were down to 4 cents, or 25 to the dollar. 
Therefore, I must repeat, it did seem curious for the 
French themselves to be so much surprised at what 
was happening to their own franc. 


The Bankers Knew 


Then when the franc struck bottom—about 28 to 
the dollar—our Mr. Morgan loaned the bank of 
France $100,000,000 and the franc immediately 
started up again. This loan was a very generous 
one. Mr. Morgan said to France, financially speak- 
ing, “Lafayette, we are here’—but, incidentally, the 
bankers in Paris told me that the French Govern- 
ment had arranged with the Bank of France to give 
Mr. Morgan a first lien on $100,000,000 worth of 
French gold that belonged to the French people. 
You must remember that the Bank of France and the 
French Government are not.the same institution. In 
other words, the Bank of France is a separate cor- 
poration and is not the French Government, so when 
I met my banker friends at Ciro’s Restaurant for 
lunch, I said: “You boys certainly did have the dope 
right on the declining francs coming over on the 
ship. What is going to happen now?” These finan- 
ciers just laughed and answered: “You know, Pre- 
mier Poincare is not too sure of his job. The 
declining franc made his job pretty uncertain. Now 
an election comes off in May. If he could steady 
the franc, he may hold his job, but you just watch 
the franc and see it decline again as soon as that 
election is over.” This is actually what happened, 
and as a good sales manager I wrote all of this to my 
house. Now just the other day the French held their 
election and things went against Premier Poincare, 
No doubt you have noticed how the franc has again 
declined. 

You know, if I could be as sure of things as my 
banker friends, I do not believe I would ever work 
again. I did fairly well with the franc as it was, 
but there is no reason why I should not have made 
a small fortune. Being, however, of a Scotch and 
doubtful nature, I was not quite sure how straight 
these bankers had the dope. Gentlemen, I salute you! 
I wish I were back on that ship and had to make the 
entire trip over again with what I know now. I 
would do differently. 


The Reasons for the Decline 


Now why did France have trouble with her franc? 
Up to the end of 1923, France had spent 118,000,- 
000,000 francs for reconstruction in the devastated 


regions and for pensions. This was carried in the 
account of “Recoverable Expenditures” in each 
year’s budget and no effort was made to cover it by 
receipts from taxes or otherwise. France naturally 
expected to recover this amount from Germany under 
the terms of the Versailles Treaty. Germany, how- 
ever, did not pay up. The French debt and interest 
charges grew steadily. Notwithstanding the fact that 
the French people had a lot of money, the French 
Government was every month spending more than it 
was taking in. Then Premier Poincare proposed a 
20 per cent increase in taxes and suggested a budget 
that would include recoverable expenditures as well 
as all other expenses. As the General Secretary of 
Finance of the Chamber*of Deputies stated: “In 
order to get rid of the high cost of living, we must 
overcome the crisis of the franc, and in order to 
overcome that crisis, we must get rid of our deficit.” 
The Chamber of Deputies passed the Government 
measures and then the attack upon the franc began. 
It was reported in France that German and English 
banks were heavily short of francs. All over France, 
when I was taken for an Englishman (because of 
my new gray spats) I was not treated cordially, as 
the French thought I was monkeying with their 
franc. Somehow they did not blame “us Americans,” 
and even in an hotel in Algiers, when I explained I 
was not English, I was given my rooms at a lower 
price. 
Morgan Saved the Day 


Well, I was in Paris when the franc made its 
spectacular slide to the bottom of the well, and some 
of my friends among French merchants were cer- 
tainly walking the floor, I assured them the franc 
would come back. Wasn’t France a rich country? 
Didn’t the people have a lot of money?—but some- 
how my French friends seemed to have lost faith 
in even the stability of France. There was almost 
a panic, and it was then that our J. P. stepped in, 
gave the credit of $100,000,000 of American gold, and 
again France was saved. 

Later, when I was in Germany and was discussing 
the situation with some of my German friends, they 
said: “We cannot see why Mr. Morgan loaned France 
all that money. Why doesn’t he loan it to Germany? 
We need it more than France does.” Now I see from 
the papers that our J. P. has just landed and some 
bankers do say that just in order to prevent any 
hard feelings or jealousy between Germany and 
France he has arranged to let Germany have 
$100,000,000, too. I hope he has, because I wish to 
say to him personally and privately that there was 
a great deal of real bitter feeling in Germany about 
that loan when I went there! Mr. Morgan on land- 
ing and being asked questions, replied that he could 
not answer—that he had to be discreet. I agree with 
him. Who wouldn’t be discreet about $100,000,000? 

If you are going over to Europe this summer I 
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suggest that you fortify yourself with some facts 
in regard to the money that the United States has 
loaned to foreign governments, because, unless you 
are posted, they will back you up against the Hotel 
Chatham bar and make you feel that all during the 
war and since we Americans have been a nation of 
profiteers and pikers, while over there they were all 
starving. Some of the English and French tried this 
game on me, but I was loaded. I inquired: “What’s 
the matter with the $100,000,000 we loaned to Bel- 
gium since the war, and the $276,000,000 to France 
and French cities, and the $250,000,000 to Great 
Britain, and the $25,000,000 to Italy, and the $14,- 
000,000 to Czecho-Slovakia, and the $10,000,000 to 
Finland, and the $25,000,000 to Austria? Now, gen- 
tlemen, every dollar of these loans was given, not 
during the war, but since the armistice, and then you 
have the nerve to spread propaganda around this 
barroom to the effect that we Americans are nothing 
but dollar chasers! I guess some of these days we 
will have to chase dollars, and the hardest chase we 
will have will be some of these dollars we have 
loaned to you fellows over here.” Then I reminded 
them not to forget that in 1915 the Americans began 
their part by investing $500,000,000 in Anglo-French 
bonds. Well, you should have seen the change in 
the conversation when I passed out these statistics! 

For this reason I suggest that every American 
going to Europe should at least learn the above sta- 
tistics. If you wish more authoritative information 
on this subject, refer to the May, 1924, issue of The 
World’s Work. 


The French System of Taxation 


I talked to some Americans living in France. They 
own property there. They told me that according 
to the French system of taxation one never knew 
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when taxes were fully paid. The French would col- 
lect taxes for, say, 1917, give a receipt, then think 
it over and come back with another bill for more 
taxes. They would give another receipt, and then 
after thinking things over, they would call again 
with another bill for taxes for the same year. One 
of my friends said she had almost lost her mind try- 
ing to get straightened out on her French taxes! 

Then I heard tell that the French themselves are 
notorious tax dodgers, and because the French Gov- 
ernment has not the system and the organization to 
collect taxes as they do in England and America, 
thousands of Frenchmen have dodged taxation, and 
as a result the poor French Government has been 
falling deeper and deeper into debt. 

I was also told that in France politics mixes up 
in everything. Just imagine a consomme made of 
French politics and French taxation! It must be an 
indigestible mess. 

Then I heard that in France one had to be very 
careful what one wrote, as the Government has not 
the slightést scruple about opening the mail and 
reading all your private and confidential communi- 
cations. 

One of the interesting phases of the decline in the 
value of the franc was that France was immediately 
filled with buyers from all the surrounding coun- 
tries—England, Belgium, Holland, and even Germany 
—who came to pick up bargains. When the franc 
reached its lowest point it was a common thing in 
some of the best restaurants and hotels in Paris to 
see stout, round-headed gentlemen with their hair 
closely shaved, speaking openly in German. I in- 
quired about them from a French banker and he 
replied: “Yes. Paris is crowded with German-look- 
ing gentlemen, but ‘they are all Swiss.’ ”’ 
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CONSOLIDATING THE ADVANCE 


HE commandant of the United States Marine Corps, Major-General John 

A. Lejeune, has expressed it as his opinion that the World War might easily 
have been brought to a conclusion as early as 1916 if the surprise attack upon 
the Turks at Gallipoli, which was successful, could have been followed up 
with sufficiently large marine landing force to hold the strategic positions 
which the Turks deserted in their temporary panic. 

The incident and the situation, as he describes it, are similar to that which 
is very often met with in the world of selling, particularly of retailing. It is a 
fine enough thing to advance one’s position by winning an opening skirmish in 
the war of merchandising, but it really is of little or no practical value unless 
one has the ability and resources to consolidate that advance and make it really 
and permanently his own. Otherwise it is largely wasted effort. 

Of what advantage may it be, for instance, to add a new department or 
a new line of merchandise and to make a reputation for carrying the latter, 
unless, indeed, one may be sure that the quality of that merchandise may be 
counted on to remain consistently high? And where may a better or more 
dependable guarantee of that quality be sought or found than in the fact that 
those goods are advertised by their makers, since the advertiser must of 
necessity always be building for permanency and for continuous repeat sales? 
Advertising can seldom be made to pay on the basis of single orders only. 
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‘MEKINNEY 











When you say 
you are furnishing 
McKinney Hinges 
on a job, you have 
said all there 1s to : 
say about quality 

in hinges. 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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Arkansas Dealers Hold Record Convention 


at Little Rock, May 20-22 


Twenty-fifth 
Meeting 


a Success 


~ 
* 


‘ : 





E. Whitfield, 


Jonesboro, 


New President 


E. Whitfield, Jonesboro, president ; L. P. Biggs, Little Rock, 
secretary, and Marvin Graham, Fordyce, vice-president 


Yr PVHE twenty-fifth convention and ex- 
hibition of the Arkansas Retail 
Hardware Association held at 

Little Rock, May 20, 21, 22, at the 
Marion Hotel, was voted the best meet- 
ing ever held by the retailers. Seven 
of the charter members were present 
at one time or another during the meet- 
ing. The attendance of dealers was 
the largest yet recorded by the asso- 
ciation and interest was very high 
throughout every session. 


Augusta; W. L. Matthews, Pine Bluff; 


John Hamilton, Piggott; and Harry 
Hankins, Jr. 

In his address, President T. T. 
Rudolph touched on the fact that we 
may not think that political and big 
issues of the country affect the average 
retailer, but all of these things do have 
a decided influence upon the buying 
public. High taxes were condemned, 
as well as the wide spread between 
expense and income. 





BE. H. Rankin, Walnut Ridge; J. H. Haralson, Augusta; T. W. 
Johnson, Newport, and William Mitchell, Morrilton 


Outside of the fact that this was the 
twenty-fifth celebration and that deal- 
ers were more interested than even in 
learning better merchandising methods, 
they could not lose sight of the fact 
that one of their charter members, 
Hamp Williams, Hot Springs, Ark., a 
past president of the association, and 
the present president of the National 
Retail Hardware Association had an- 
nounced his candidacy for governor of 
the State of Arkansas on a unique plat- 
form which is forecasted by many to 
have the necessary planks for election. 


New Officers Elected 


The association officers elected were: 
E. Whitfield, Jonesboro, president; 
Marvin Graham, Fordyce, vice-presi- 
dent; S. M. Beattie, Newport, treas- 
urer; and L. P. Biggs, Little Rock, 
secretary. 

The retiring president, T. T. Rudolph, 
Arkadelphia succeeds D. H. Miller, Fort 
Smith, on the Advisory Board. Two 
new directors are elected: Herbert 
Hznna, Eldorado, and Charles E. 
Matthews, Ozark. The other directors 
reelected are: C. W. Maxfield, Jr., 
Batesville; William Mitchell, Morril- 
ton; Ray Meriwether, Paragould; Ear] 
Young, Stuttgart; J. H. Haralson, 


Mr. Rudolph reported that agri- 
cultural conditions for the State were 
somewhat spotted. Seven of the coun- 
ties raising cotton showed an increase 
in 1923 over 1922. Feed crops, how- 
ever, were not large enough for the 
needs. He went on to advocate diversi- 
fied farming and deplored its slow 
growth. He then went on to say that 
there was still too much duplication not- 
withstanding all that has been said and 
done about simplification. He com- 
mented upon the fact that lower prices 
were evidently in sight because present 
levels were not being maintaind. 


Biggs Tells of Association Growth 


Secretary Biggs, in speaking of the 
growth of the association said that last 


year there were 260 members at con- 
vention time. This year, however, the 
number has been increased to 320 all 
in good standing. He outlined the 
various services which are available 
and commended the dealers upon the 
increased correspondence with his and 
the national offices. 


S. R. Miles Discusses Margin 


S. R. Miles of the National Office 
spoke at the first session on “Margin— 
Its Relation to Success and Failure.” 
He pointed out the difference between 
conditions which existed at the time 
of the formation of the association 
twenty-five years ago and those of to- 
day. The entire period up to about 
1920, with one exception, marked ad- 
vancing prices, but the tide turned after 
the war and according to Mr. Miles, 
who quoted economists, the American 
business man was face to face with a 
declining market for a period of years. 
Mr. Miles brought out the fact that it 
was easy to make money on a rising 
market but decidely difficult to make it 
on a declining market unless the mer- 
chant was very careful. He also pointed 
out that hardware merchants operated 
on a lower margin than others. 

Four ways to insure necessary mar- 
gin were pointed out. First—mark up 
goods to give adequate margin. Sec- 
ond—Buy at lowest prices. Third— 
Increase sales on lines that bear better 
markup. Fourth—Increase stock turn 
without cutting prices or increasing ex- 
penses. Mr. Miles said that the owner 
of every store should determine the 
prices at which the merchandise should 
be sold. He also called attention to the 
fact that a 1 per cent saving in buying 
is equivalent to 5 per cent profit on 
15 per cent increased sales. Dealers 
were urged to study markets and to 
watch prices very closely from now on. 





R. W. Meriwether and “Bill” Meriwether, Paragould; J. M. Rhea, Corning; 
R. P. Graham, Fordyce 


Reading matter continued on page 66 
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This illustration pictures an eight-window AiR-Way installation with only half of 
the windows open. The remaining four windows slide and fold to the opposite side. 

















People who live in homes equipped with old-fashioned double-hung windows are 
doomed to swelter and suffer when the thermometer begins to climb. For such 
windows can never be opened more than half their full size. That’s why so many 
home owners are now insisting on A:R-Way—the modern sliding-folding window 
hardware which provides an opening the full width and depth of the frame. 


M ltife ld AiR-Way equipped windows slide and fold inside, completely out of the way. 
ULILTO They are wonderfully easy to operate—no interference with screens and drapes, and 


Window Hardware are absolutely weather-tight and rattle-proof when closed. A:R-Way windows 


may be only partially opened, for ventilation, at any point desired. 


A:R-Way is the most perfect of all enclosures for sun rooms and sleeping porches. 
It also is ideal for bedrooms, living rooms, dining rooms and kitchens. Double- 
hung windows may easily and inexpensively be replaced with AiR-Way. 


You can easily develop a nice demand for AiR-Way Multifold Window 
Hardware by recommending it to prospective home builders in your locahty. 
Send today for Catalog A-4, which fully describes its supertorities. If you 
are not already handling this profitable item of builders’ hardware, our 
nearest branch can quickly supply you. 
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Howard J. Weishaupt, American 
Business Lyceum, Cleveland, Ohio, 
made a decided personal hit with the 
dealers in his address Wednesday morn- 
ing on the “Human Element in the 
Hardware Business.” Mr. Weishaupt 
is new to hardware dealers, but his ap- 
pearance in Little Rock caused the same 
favorable comment as was expressed at 
the Wisconsin and Indiana conventions, 
where he spoke last winter. 

Mr. Miles followed this address with 
a discussion upon “Reducing Expenses 
as a Means of Increasing Profits.” He 
said that the only way a merchant could 
make any profit out of goods selling at 
list and giving the dealer a 25 per cent 
discount was in the reduction of over- 
head, because of the high overhead rate 
which hardware dealers were reporting 
at this time. Various problems and 
methods were discussed and the session 
was really turned by Mr. Miles into a 
question box. 

The Wednesday afternoon session, 
May 21, listened to Henry Tucker, 
secretary of Fones Bros. Hardware Co., 
who as a loyal citizen of Little Rock has 
been actively engaged in helping the 
city to go over the top in a campaign 
for funds for a State fair. Mr. Tucker’s 
division led all thruugh the race. Mr. 
Tucker introduced C. F. Handy of the 
Organization Co., Chicago, who had 
been in charge of the campaign, and he 
asked the dealers to do their part in 
securing the quotas from their districts 


Taylor Talks on Small Town Dealer 


H. L. Taylor, vice-president, B. F. 
Avery & Sons, Louisville, Ky., gave a 
very instructive address at the Wednes- 
day afternoon session on “How the 
Small Town Dealer May Become a Good 
Merchant.” 

He summed up his address by saying 
that the merchant must get a price for 
his merchandise which will render an 
adequate return on his capital invested 
and his individual efforts. He must 
maintain adequate records as to the 
personnel and the requirements of his 
business market and he must follow 
out such advertising and display meth- 
ods as will maintain and constantly in- 
crease and stimulate his markets. 


Banquet a Success 


The banquet was a decided success. 
The crowd was all that could be 
accommodated and in a receptive mood 
for the jubilee of the twenty-fifth cele- 


bration of the association. Three 
former secretaries were present. J. B. 
Webster acted as toastmaster. Grover 
C. Owens made an address dealing 


with some of the early days of the asso- 
ciation, and Charles E. Taylor, one time 
secretary, later mayor of Little Rock 
and now head of the Chamber of Com- 
merce of Pine Bluff, also added con- 
siderably to the occasion with his ac- 
counts of the pioneers and his refer- 
ences to Arkansas. 


W. B. Burruss, Washington, D. C., 
gave the principal address of the eve- 
ning, on “Shakespeare the Salesman.” 
Capt. J. W. Gorby, vice-president of 
the National Transportation Institute, 
closed the evening with a whirlwind 
humorous talk. 7 

The final session of the convention 
was opened by the address of Captain 
Gorby. This was not his first appear- 
ance and the dealers welcomed him 
back gladly. The address was opened 
with praise for Hamp Williams and 
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his decision to run for governor of the 
State on a business man’s ticket. He 
pointed out that business men were 
learning a deep lesson and finding it 
necessary to take a more active in- 
terest in politics. 

In taking up the subject of his 
address, “Stockturn and Its Advan- 
tages,” Captain Gorby outlined the 
three prime requisites necessary for 
the success of every dealer. First— 
capital is most essential because the 
largest number of failures are due to 
the lack of proper capital. 
salesmanship is very vital, as is adver- 
tising. The third essential is turn- 
over. 


Resolutions Adopted 


Resolutions were adopted commend- 
ing Mr. Williams for his step in plac- 
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ing business men into politics and all 
members were urged to support him in 
the campaign. Resolutions were also 
passed thanking the exhibitors, manu- 
facturers and jobbers for their interest 
and help in the convention. The ethical 
code of hardware merchants was in- 
dorsed as was the simplification pro- 
gram. This convention also went on 
record as favoring a simplification of 
paint colors in outside tints to twenty- 
four with black and white. They like- 
wise resolved to have all orders written 
in duplicate on their own order blanks, 
prices, etc. The State fair movement 
was also indorsed and dealers were 
urged to give their support in raising 
the remaining quotas. Little Rock was 
decided upon as the meeting place for 
next year. 





Hamp Williams Announces His Platform 
and Candidacy for Governor of Arkansas 


Hamp Williams, Hot Springs, Ark., 
candidate for governor of the State, 
charter member of the Arkansas Retail 
Hardware Association, president of the 





T. T. Rudolph, Arkadelphia, retiring 
president; Hamp Williams, Hot 
Springs, and Marvin Graham, Fordyce 


National Retail Hardware Association 
and for many years the leading mer- 
chant and citizen of his city, announced 
his platform to Arkansas hardware 
dealers assembled in their twenty-fifth 
annual convention at Little Rock on 
May 22. 

In opening his address to the hard- 
ware dealers, he stated that sixty days 
ago no one could have convinced him 
that he would actually enter the race. 
He stated that after the war he had 
been asked to be a candidate and had 
refused, but recently his frignds had 
urged him so strongly that he had 
finally decided to run. Mr. Williams 
said that now was the time for his 
friends to help him because he is going 
to be his own campaign manager and 
not run a cent over his pledge. He 
explained that he had consulted with 
various people to find out how much a 
campaign would cost him personally 
and was told that he would have to 
foot bills all the way from $15,000 to 
$35,000 depending upon his popularity, 
conditions to be met, etc.” Mr. Williams 
had pledged himself to $5,000 and 
immediately decided that he would not 
spend one penny more. For this reason 
he finds it necessary to be his own cam- 
paign manager and will depend upon 
the support of his friends throughout 
the State. 

During the war, Mr. Williams was 
food administrator for the State of 
Arkansas and developed an efficient 
organization of about 2400 people in 
various sections. He was urged at that 
time to make the gubernatorial race be- 
cause he could secure the backing of 
the organization, but he refused flatly 
because he did not think it right to 
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use a war organization to further his 
personal ambitions. Likewise, he made 
it plain, that he would not spend more 
in getting his office now than he had 
pledged because if he did, as a business 
man, he would expect to make a profit 
on the cost and as governor of the 
State, he would absolutely refuse to fill 
the office in that fashion. 
ffis slogan is “More business in 
politics and less politics in business.” 
He stands for the enforcement of the 
law first of all. Secondly he refuses 
to make promises for appointments to 
various offices and positions in order to 
swing votes from certain districts. 

In speaking of politicians, Mr. Wil- 
liams recognized that there were many 
good ones who do constructive work, 
but he wants to eliminate the bad ones. 
He desires to have himself surrounded 
by some of the good politicians, many 
business men, plenty of farmers, labor- 
ers, doctors, lawyers and representation 
from the clergy. : 


Favors Tax Reduction 


Mr. Williams proposes to gather 
around him, if he is elected, the best 
brains to be found in Arkansas. He 
proposes first to look after the interests 
of the farmer and do everything in his 
power to improve his condition. He 
says the farms and schools are nearest 
his heart. He proposes to work in 
closest harmony with the legislature 
and State officials for the common good 
of the people and will urge and work 
for the repeal of unnecessary laws 
rather than the creation of new ones. 
Every effort will be made to lower taxes 
at the beginning of the administration 
through a carefully planned and co- 
operative movement on the part of all 
State officials, departments and _ in- 
stitutions. 

Mr. Williams made a plea for the 
help of business men throughout the 
State in the organization of local clubs 
and associations to further the cause if 
he appealed to them as a choice for the 
office. He emphatically refused to 
criticize or malign his opponents in the 
race. 

After the rousing reception given 
Mr. Williams and the many shouts 
wishing him victory, he was presented 
with a silver loving cup by Tom John- 
son of Newport as a token of esteem 
from the association. 
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Panhandle Dealers Discuss Sumplification 


and Turnover at Amarillo, Texas, Meeting 





Left to right: President J. T. Crawford, Pampa; Secretary C. L. Thompson, Canyon, and Vice- 


were in attendance and not a 

pessimist was to be seen at the 
fifteenth annual convention of the Pan- 
handle Hardware and Implement As- 
sociation, held at Amarillo, Tex., May 
12, 13 and 14. In short, it was termed 
the most successful and worth-while 
gathering that the organization has 
ever held. 


J. T. Crawford President 


At the last session J. T. Crawford of 
Pampa, Tex., was elected president. 
The other officers were named as fol- 
lows: Vice-President, O. C. Watson of 
Clarendon, Tex.; Secretary-Treasurecr, 
C. L. Thompson, Canyon, Tex.; Direc- 
tors, H. B. Thompson, Dalhart, Tex.; 
E. W. Pipkin, Amarillo; Mrs. W. A. 
Johnson, Roswell, N. M.; L. E. Thomp- 
son, Hadley, Tex.; J. L. Cantrell, 
Tulia, Tex., and D. K. Hickman, Miami, 
Tex. 

H. B. Thompson, retiring president, 
called the convention to order Monday 
morning, May 12, with a good attend- 
ance on hand. The Panhandle Hard- 
ware and Implement Travelers took it 
upon themselves to see that the visiting 
dealers and their ladies were well en- 
tertained. 


Prosperity in the Panhandle 


The keynote of the convention was 
expressed in the short talk by the 
president and by the secretary, C. L. 
Thompson’s report. The fact that the 
Panhandle has seen no depression wag 
brought out with such force that the 
already enthused dealers gathered 
more of the same enthusiasm. 

The first part of the afternoon ses- 
sion Monday was devoted to the ques- 
tion box, in charge of W. F. Witt, 
Roswell, N. M., and devoted to the 
question of simplification and of stock 
turnover. From the opinions voiced 
during this discussion the consensus of 
opinion was that a small stock turned 
four or five times a year, or even three, 
was more to be desired than a large 
and unwieldy stock turned but once a 
year. 


Nepemryge 150 optimists 


President O. C. Watson, Clarendon 


Several dealers declared that there 
was a great danger in keeping a stock 
too low, as a customer might not care 
to continue taking a chance on being 
disappointed for what he wanted. 
Other questions discussed included 
whether or not departmentizing a store 
would get the desired simplification, 
what is to be taken as a basis in figur- 
ing stock turnover. 


Diversified Farming Discussed 


J. D. Tinsley, general agricultural 
agent for the Santa Fe Lines, with 
headquarters at Amarillo, followed on 
the program with an address on “The 
Development of the Dairying and Poul- 
try Industries in Relation to the Hard- 
ware Dealer.” In a short discussion 
following this, J. T. Crawford of 
Pampa touched further on a number of 
points brought out by Mr. Tinsley to 
show the close relation which the profit 
of the hardware and implement dealer 
has to the introduction of diversified 
farming into his territory. 

“The National Federation of Imple- 
ment Dealers’ Association and Its Rela- 
tions to Its Affiliated Associations” was 
the subject of a short address by Sec- 
retary H. J. Hodge of the National 
Association, in which he _ discussed 
the benefits which have accrued to 
the State and sectional associations 
through their affiliation with the Fed- 
eration. The Panhandle Association, 
as brought out by Secretary Thomp- 
son, has just recently become affiliated 
with this association and with the Na- 
tional Retail Hardware Association. 

Hamp Williams, president of the 
National Retail Hardware Association, 
and Tom N. Witten, Trenton, Mo., pres- 
ident of the N. F. I. D. A., were in 
charge of a meeting Monday night, 
which was followed by a dance and 
theater party given by the P. H. I. T. 
Club. 

Following a question box Tuesday 
morning, May 13, on the cotton indus- 
try and into growth into new territory, 
with H. E. Williams of Lamesa, Tex., 
as leader, H. B. Mize, hardware jobber 
of Atchison, told how he has tried to 


turn his “bunch of order takers into a 
sales force.” Mr. Mize also told of a 
series of meetings being held by the 
merchants of his town in an effort to 
get on a better footing with the farm- 
ers. 


Hamp Williams on Service 


Hamp Williams followed with a dis- 
cussion based on the plan of giving 
service in business. Mr. Williams, who 
is a candidate for Governor of the State 
of Arkansas, also told those present 
that there is need for more business 
men and fewer politicians in politics 
Mr. Williams also discussed various 
phases of the work of the National Re- 
tail Hardware Association. 

The afternoon session opened with a 
question box, followed by an address 
on insurance by D. D. Fox, Southern 
agent for the Federal Hardware and 
Implement Underwriters. Tom N. 
Witten then delivered a stirring talk 
on the application of the Trenton idea 
to business of every description. 


P. H. I. T. Club Banquet 
Tuesday evening the P. H. I. T. Club 


tendered the visitors a banquet at the 
Hotel Amarillo, which was convention 
headquarters. The banquet was fol- 
lowed by a musical program arranged 
by the leader of the high school orches- 
tra. 

The question box Wednesday morn- 
ing, May 14, was in charge of Mrs. 
W. A. Johnson, Roswell, N. M., and 
dealt with methods of organizing. 

A short discussion of the value of the 
trade paper and necessity of advertis- 
ing to show the customer just where 
the dealer stands was given by Arthur 
M. Sedgwick, associate editor of The 
Implement and Tractor Trade Journal, 
Kansas City, Mo. 

Then followed the reports of the 
committees and the election of the offi- 
cers. The resolutions adopted included 
the code of ethics of N. R. H. A. Other 
resolutions voted thanks to the P. H. 
I. T. Club and the people of Amarillo, 
to Hamp Williams, D. D. Fox, H. J. 
Hodge, and Tom N. Witten. 


Reading matter continued on page 70 
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GRISWOLD Reversible Steel Spindle 
Dampers lock at either end— 


Griswo_p Cast IRoN Dampers are reversible. No matter which end 
of‘the plate you insert the spindle, it will lock securely. 

The spindle is one piece of solid steel. Its sharp point will pierce any 
stovepipe. A positive lock is insured by the hump on the spindle, which 
drops into a notch in the plate by turning handle either way. 

Griswold Dampers are made in all sizes from 3 to 18 inches, inclusive ; 
also oval pattern. Send for latest prices. 

Have you received the new Griswold trade mark window and counter 
display card in four beautiful colors to identify your store as headquarters 





Trade Mark 
Reg. U. S. Pat. Of. for Griswold cooking utensils? Free for your asking. 


THE GRISWOLD MFG. CO., Erie, Penrfa., U.S. A. 
Makers of the Bolo Oven, Extra Finished Iron Kitchen Ware, Waffle Irons, Cast 
Aluminum Cooking Utensils, Food Choppers, Reversible Dampers and Gas Hot Plates. 


THE LINE THAT’S FINE AT COOKING TIME 


RISWOLD 


The GRISWOLD DAMPER 
CLIP and Tail Piece provide 
dampers for any size pipe in the 
easiest, most economical way. 
Made of heavy steel, non-break- 
able, with non-breakable steel 
spindle. To be used with or 
without rivets. Also two sizes 
made in cast iron. 
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Supply anil Machinery Associations 
Meet in Cleveland 


the Southern Supply and Machinery Dealers’ Association and the Amer- 


JY [ene Sou of the National Supply and Machinery Dealers’ Association, 


ican Supply and Machinery Manufacturers’ Association attended a — 
convention of the organizations at Cleveland, Ohio, May 19, 20 and 21. The 
joint sessions of these organizations have already been reported in the May 29 


issue of HARDWARE AGE. 
associations: 


Following is a report of the further activities of the 


National Supply and Machinery Dealers’ Association 


[RE first session of the National 
Supply and Machinery Dealers As- 
sociation was opened Tuesday morning, 
May 20, with the annual address of 
association president W. J. Radcliffe, 
E. A. Kinsey Co., Cincinnati, Ohio, who 
in discussing business conditions said, 
“Building and _ construction work 
should be continued for some time, even 
though the building shortage is gradu- 
ally decreasing; railroad purchases 
should be of large proportion if the 
railroads are assured a fair return; 
the automobile industry seems to have 
reached a capacity in excess of current 
requirements.” 

Mr. Radcliffe referred to a recent 
overhead expense and turnover investi- 
gation conducted by the association and 
said he felt the report of this research 
would be extremely valuable. Increased 
living costs necessitating higher wages, 
higher freight rates, higher taxes and 
extravagant service demands by cus- 
tomers were offered as factors which 
he thought created the present high 
overhead, which made it exceedingly 
difficult to operate at a profit. As 
remedies for this situation he sug- 
gested the conduct of business in a 
manner which will cover overhead and 
leave proper remuneration for services 
rendered and the reduction of expenses. 

Simplification as effected in other 
lines with the aid of Secretary Hoover, 
were mentioned by the president who 
expressed the hope that the present 
convention would take steps toward 
similar action in mill supply lines. Mr. 
Radcliffe suggested the term “dealer” 
be discontinued in favor of the term 
“distributor” stating that the latter 
title described more accurately the 
character of the jobbers’ business 
which was a useful, economical service 
to the manufacturer. 

Advisory  secretary-treasurer,  T. 
James Fernley, reviewed the associ- 
ation’s work during the past year. In 
his report he stated; investigation 
showed that more than 3 per cent of 
goods shipped members were returned, 
a practice which increased the cost of 
distribution and which should receive 
careful attention. 

Simplification of lines, a 2 per cent 
ash discount and a reinstatement of 
freight allowances by manufacturers 
were given as practices desired to place 
jobbers generally on a more favorable 
business basis. Members were also 


urged to induce manufacturers who 
used low list prices and small discounts 
to change their system of quoting. 

B. H. Ackles of T. B. Rayl Co., De- 
troit, Mich., told the Tuesday meeting 
that salesmen showing adaptability in 


selling certain items should be urged 
to specialize and take charge of the 
sale of those lines. In this way, he 
said, they would have a personal inter- 
est in increasing sales on those num- 
bers. Such practice was calculated to 
improve business throughout the lines 
handled. 

The suggestion that the organization 
name be changed to the National Sup- 
ply and Machinery Distributors’ As- 
sociation met with the general ap- 
proval of the Wednesday session. It 
was further suggested that should the 
name be changed the Southern Supply 
and Machinery Dealers’ Association be 
invited to make a similar change of 
name, it being a similar organization. 
It was finally decided that the issue 
should be presented to all members in 
the form of a questionnaire and action 
governed accordingly. 

W. J. Radcliffe mentioned the recent 
adoption of a code of ethics by the 
National Chamber of Commerce and 
urged the association to adopt a suit- 
able code. 

W. D. Taylor, president, the George 
Worthington Co., Cleveland, Ohio, em- 
phasized the importance of training 
salesmen. He further stated that there 
would be less labor turnover if the 
executive took more personal interest 
in the individuals under him. George 
Puchta, Queen City Supply Co., Cin- 
cinnati, said his firm conducted sales- 
men’s meetings where pertinent talks 
were given and _ personal interest 
shown. F. Alexander Chandler, 
Chandler & Farquhar, Boston, sug- 
gested part time employment of young 
men going to school and said that his 


firm has conducted successful classes 
under the Sheldon -Course. 
Recognition by purchasing depart- 
ments, that service is more important 
than price was declared necessary by 
W. A. Griffin, Ward Supply Co., South 
Brownsville, Pa., who complained that 
when additional commissions were 
secured from manufacturers weak- 
kneed distributors immediately made 
the same allowance to the consumer. 


G, Cheston Carey, Carey Machinery 
& Supply Co., Baltimore, Md., aroused 
considerable interest when he advised 
specializing on certain lines each 
month as a practice which would lessen 
the natural tendency of salesmen 
carrying many lines to develop into 
mere order takers. He further sug- 
gested special salesmen to push large 
items in the mill supply business and 
declared that specialty salesmen were 
an asset to a distributor which defied 
competition. 

W. D. Taylor said this discussion 
again pointed to the necessity of good 
salesmen. He believed that in many 
cases specialty salesmen are not suc- 
cessful; temporarily they may be all 
right but in the long run he did not 
think this were a profitable method. 

A silver punch bowl was presented 
to retiring President W. J. Radcliffe 
by the members as a token of their 
esteem. 


B. H. Ackles New President’ « 


Officers for the ensuing year are: 
President, B. H. Ackles of T. B. Ray] 
Co., Detroit, Mich.; first vice-presi- 
dent, also chairman of the machine tool 
section, Tyler W. Carlisle of Strong, 
Carlisle & Hammond Co., Cleveland, 
Ohio; second vice-president, E. P. 
Welles. Charles H. Besley & Co., Chi- 
cago, Ill.; secretary-treasurer, George 
H. Fernley; advisory secretary-treas- 
urer, T. James Fernley; executive com- 
mittee, W. A. Somers, Somers, Fitler 
& Todd Co., Pittsburgh, Pa., and J. C. 
Richardson, Queen City Supply Co., 
Cincinnati, Ohio. 





Southern Supply and Machinery Dealers’ Association 


AS Settohg voll was expressed against 
h the Federal bonus bill and against 
the pending Howel!-Barkley railroad 
bill by the first session of the Southern 
Supply and Machinery Dealers’ Asso- 
ciation. Both measures were judged as 
being contrary to the best interests of 
the public. Chairman James Biggs, 
Hardwick-Etter Co., Sherman, Tex., 
outlined his work during the past 
year as association president, follow- 
ing which Secretary-Treasurer Alvin 
Smith, Smith-Courtenay Co., Rich- 
mond, Va., read his annual report, 
which showed the organization to be 
operating on a sound basis. 

J. H. McKinnon, Cameron & Barclay 
Co., Jacksonville, Fla., started a gen- 
eral discussion when he recommended 
that manufacturers who furnished 
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catalog and price sheets for salesmen’s 
books be requested to furnish these 
sheets unpunched and of such a size 
that they fit the largest book used, yet 
have sufficient margin to permit trim- 
ming to fit the smallest book in use. 
The subject was finally delegated to a 
committee for further investigation 
and conference with catalog printers 
and others competent to advise. 

The second session of this association 
was held Tuesday morning, May 20, at 
which time members discussed various 
pertinent topics as arranged on the 
program. On the subject of mill sup- 
ply jobbers’ advertising mediums, it 
was decided that unless a jobber were 
prepared to sell on a national basis, he 
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The gravest dangers to business health are on the 
inside—tiny business cancers which, unnoticed and un- 
checked, irresistibly and destructively eat into your busi- 
ness profits. Only a business X-ray can point them out 
—a view of your business with each vital activity sepa- 
rated from the others and laid bare for your irispection. 


The McCaskey Cash Register System gives you just 
this X-ray view, day by day, month by month and year 
by year. It shows you the profits and losses of every 
clerk and every department. 


Special total, paid out, charge and symbol keys reg- 
ister items and separate them by departments and by 
clerks and indicate whether cash sales, charge sales, or 
paid out or received on account items. 


It provides you with a cash register, adding machine 
and business recorder, all combined in a complete, yet 
simple, system at surprisingly low cost and appealingly 
attractive terms. 


These are reasons no dealer can afford to ignore the 
information the return of that coupon will bring without 
cost or obligation. 


















THE McCASKEY REGISTER CO. . 


ALLIANCE, OHIO 


f en Galt, Canada Watford, England 


‘<> 















COUPON 


The McCaskey Register Co. 
Alliance, Ohio 





Please send me information 
on the McCaskey System. 


for credit business [] (check) 


sce€ AS Heys for cash business [J (which) 
SPEED“eACCURACY Ce, San eee Biaces 


Sp STE) Ay A ddress 
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General Market News 





Trade Optimistic for Future— 
Staples Selling Well— 


Prices Firm 


bpm past week has witnessed but little change in the various hard- 
4. ware centers of the country. The weather still remains cold and 
damp and this continues to curtail the sale of spring merchandise. 
This condition is not peculiar to any one section for the same reports 
have been received from all centers. Sales of-staple merchandise have 
been uniformly good. Paints, builders’ hardware and auto accessories 
have been selling well in practically all sections of the country and 
reports from some manufacturing cities state that mill supplies have 
also been in considerable demand. 


Prices in general have developed a firmer tendency and very few 
changes of any kind have been noted. In such changes as have been 
made it would seem that there were more reductions than advances. 
The trade is not expecting any marked change in conditions for 
some time to come with respect to the price situation. 


Such predictions as have been made regarding the future are of 
an optimistic nature. The hardware trade expects to see June regis- 
ter sales considerably in advance of May and it is the belief in some 
quarters that the latter half of 1924 will witness business that will 
be considerably better than that experienced during the first few 





months of the year. 





Prices Firm in New York 
Wholesale Market 


Except for minor readjustments, no 
price changes were reported in the New 
York wholesale market during the past 
week. Business on the whole was quiet, 
but the fact that prices are maintained 
on practically all lines indicates unde- 
niably a generally healthy condition, 
and should weather conditions become 
more favoravle a marked improvement 
would immediately follow. 

Another favorable indication is the 
fact that manufacturers are not curtail- 
ing production, wages are high and will 
continue so, and wherever slight sur- 
pluses in production exist they are be- 
ing absorbed in exports. During the 
past week there was an excellent de- 
mand for mowers and other grass cut- 
ting tools. Supplies on most lines are 
adequate, except in the case of saws and 
a few other standard lines. 





Weather Still Retards Twin 
Cities Sales 


Market conditions continue quiet. 
and while the general price situation 
is not very firm, there have been very 
few changes. Weather conditions con- 
tinue to be decidedly unfavorable to 
any good volume of business. 








Seasonal merchandise is selling bet- 
ter as the season advances, despite the 
bad weather, and the demand for auto- 
mobile accessories and supplies is also 
on the increase. 


-_--—-_-- ~—-—- — 


New England Business 
Shows Improvement 


An improvement has been noted in 
the New England section during the 
past week. This, it is said, is attributed 
to two things—the lateness of the sea- 
son and a better sentiment which is be- 
ing felt in business circles. General 
opinion in this section is to the effect 
that people will have more money to 
spend during the latter half of the year 
than during the first six months, and 
that business should consequently show 
a marked improvement. 

All of the most important price 
changes reported in this market the 
past week were on the downside, which, 
in the opinion of the largest wholesale 
houses, may be the forerunner of a gen- 
eral reduction in prices. Wire nails, 


factory shipments, are 10 cents a keg; 
barbed wire, factory shipments, 10 
cents per 100 lb.; drop shot, 10 cents a 
bag; sheet lead, % cent per lb.; gal- 
vanized fence staples, 10 cents per 100 
lb., and electric grinding wheels, 10 per 
cent cheaper. 





Few Price Changes 
in Chicago 


Seasonal sales in the Chicago district 
are still being hampered by the excep- 
tionally unseasonal weather which has 
prevailed throughout the month of May. 
The trade, however, is of the opinion 
that a few days of warm weather will 
go a long way toward moving goods 
from dealers’ shelves. The tone of the 
market is not very firm, although there 
have been very few price changes made 
by the local jobbers during the current 
week. 

Prices on wire nails have been re- 
duced 15 cents per 100 lb. by the local 
jobbers, and common wire nails are 
now quoted at $3.65 per keg, base; 
cement coated at $3 per keg, base. No. 
8 black annealed wire is now being 
quoted at $3.55 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.22 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3.65 per spool; No. 9 
galvanized plain wire, $4 per 100 Ib.; 
polished fence staples, $3.89 per 100 lb.; 
catch weight spools painted barb wire, 
$3.92 per 100 lb. 


Staples Selling Well 
in Cincinnati 


Factors in the trade in Cincinnati are 
of the opinion that sales in June will be 
of a decidedly satisfying nature to all 
branches of the trade. Staple lines and 
mill supplies are selling remarkably 
well and the same may be said of build- 
ers’ hardware items. The weather, of 
course, has retarded sales of seasonal 
merchandise to a considerable degree. 

Price changes during the past two 
weeks were a decline of 20 per cent in 
hames, declines in hammers and 
hatchets, and a drop of 10 cents a bag 
in drop shot. Fenders also were re- 
duced 25 cents a set. Roofing paper 
has also been advanced 10 per cent by 
jobbers. 


~__ 


Pittsburgh Prices Firm— 
Paint Selling Well 


Sales of seasonal goods in the Pitts- 


burgh district are somewhat backward, 
owing to the lateness of the spring 


weather. Despite this fact prices are 
remarkably firm only one price change 
having been made in the past week. 
Hardware dealers report that paint is 
selling extremely well. Conditions in 
the steel industry are practically un- 
changed from those which obtained a 
week ago. Little change is expected 
for some time to come by those whvu 
are best informed on the various 





phases of the subject. 
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“Yes, We Have Them in Stock’ 


ANY profitable sales are made by the 
M. dealer who carries Truscon Copper Steel 
Standard Lintels in stock. 





When you are able to give quick service you 
have opened up a source of profit and a growing 
field for added sales. Builders who realize that 
you are prepared to save them both time and 
money because of a stock of Truscon Copper 
Steel Standard Lintels will send you their orders. 
The very fact that you can deliver Lintels with 
other material will be an effective appeal to cus- 
tomers to place their entire orders with you. 


Truscon Copper Steel Standard Lintels can be 
used in any type of building and are adapted to 
every style of masonry wall, door and window. 
They are pressed out of copper bearing strip steel 
with the edges turned up to give a pleasing ap- 
pearance and with cross ribs developing equal 
strength with the old style structural steel angle. 


Truscon Copper Steel Standard Lintels are light 
in weight, yet designed for maximunr load ca- 
pacity, easy to handle, rust resisting and econom- 
ical. Wherever you sell other building supplies 
you can sell these Lintels. 


If you are not carrying Truscon Lintels in stock 
Four Standard Lengths get our attractive dealer’s proposition. 


Truscon Copper Steel Lintels are made in four standard 


lensthe—? 6 inn 3 ft inn df oinands #6  TRUSCON STEEL COMPANY 


These answer the ” mswal requirements and permit 


dealer to carry an ample stock at all times with economy YOUNGSTOWN, OHIO 


i hi t d st " 
ee Warehouses and offices to serve dealers from Pacific to Atlantic. 


For addresses, see phone books of principal cities. 
Canada: Walkerville, Ont. Foreign Div.: New York 


USCON ___ 


COPPER STEEL 


DARD LINTELS 
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74 HARDWARE AGE 





June 5, 1924 


Chicago Expecting Better Business 
in Near Future—Few Price Changes 


(Chicago office of HARDWARE AGE) 
fe HE cold weather has retarded active buying, but the 
opinion prevails that the turning point for the 
better is not far distant. A survey of stocks shows 
that they are generally low, and were the demands to 
increase materially, it would be necessary for the manu- 
facturers to speed up, in order to meet requirements. 

Very few price changes are noted in this week’s mar- 
ket. Local jobbers, however, have reduced prices on wire 
nails and annealed and barb wire about 15 cents per 100 
lb. There has been a great improvement noted in the 
movement of wire products. 

Jobbers report that they are receiving a large number 
of orders, but that the aggregate continues to run behind 
the figures of a year ago. Shrinkage is noticeable in both 
house and road orders. 

There has been a further curtailment of manufacturing 
operations in the steel and iron industry. Production in 


AUTOMOBILE ACCESSORIES. 


this locality is now estimated between 60 and 65 per cent 
of capacity. 

Dealers report that this has been a good season for 
lawn mowers, and several of the manufacturers are work- 
ing overtime in order to fill their current orders. Re- 
buying is frequent. 

There continues to be a large volume of construction 
work under way, and building materials of all kinds are 
in good demand. Money for real estate developments, for 
the most part, is plentiful, but banks are assuming an 
attitude of caution, particularly toward speculative enter- 
prises. The labor situation in the building trades is be- 
coming more satisfactory. Builders’ hardware manufac- 
turers have plenty of orders on hand, but there is not 
now the tendency to anticipate requirements that there 
was a few months ago, with the result that the unfilled 
orders on the manufacturers’ books have been greatly re- 
duced, and they are now in a position to make fairly 
prompt deliveries. 


and heavier, 





—Sales continue to be slow; prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c each; 
Regular, 58c each; Champion X, 45c 
each; lots of 100, 41c each; Champion 
Blue Box line, 53c each; A. C. Titan, 
58c each; lots of 100, 56c each; A.C. 
Special Ford, 44c each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 


ach. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each: in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
90c each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose 1%4-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33%, per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30x3™% nonskid 
fabric, $8.65 each; cord, $11.60 each; 
eray inner tubes, 30x3%,. $1.30 each; 
red inner tubes, 30x3%, $1.80 each. 


e 


AXES.—Demand continues fair; prices 
the same as last reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes 3 to 4-Ib., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BASEBALL GOODS.—Baseball goods 
are moving out in large volume, and 
warmer weather will undoubtedly in- 
crease sales. 





BOLTS AND NUTS.—A slight im- 
provement is noted in the demand for 
bolts and nuts. There has been no 
change made in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount: small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount; 
small machine bolts, rolled thread, 
60-5 per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60-5 per cent discount. 


BUILDERS’ HARDWARE.—A very 
satisfactory business is reported. 
Prices firm; deliveries from manufac- 
turer have improved. 


We quote from at steal | stocks, 
f.e.b. Chicago: 3%x3% steel butts, old 


copper and dull brass finish, $3.66 per 
doz. pair; 4x4 steel butts, old copper 
and dull brass finish, $4.92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.; steel bit-keyed, 
front door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


CHAIN.—Sales on halters, tie-outs and 
other seasonable items are reported 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ib.; Tenso coil chain, 
50-10 per cent off list: No. 00 4% 
eee welded cow ties, $2.75 per 
0Z. 


COPPER RIVETS AND BURRS.—De- 
mand continues good; prices held firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


DOOR SPRINGS.—Sales show an im- 
provement over those of a year ago; 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c 
doz.; No. 3, 40¢ doz.; No. 4, 44c per 
doz.; No. 5, 52c per doz.; No. 6, 63c 
doz.;: No. 7, 70c doz.; Reliance, light, 
$1.80 doz.; medium, $2.50 doz.; heavy, 
$3.75 doz.: Torrey’s, $3.60 doz. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Prices remain unchanged; sales 
active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single Bead Lap Joint 
Gutter, 5-in., $4.75 per 100 ft.; Cor- 
rugated Conductor Pipe, 3-in., $5.10 
per 100 ft.; Plain Ridge Roll, 1%-in., 
$4 per 100 ft.; Corrugated Conductor 
Elbows, 3-in., $1.36 per doz. 


ELECTRICAL MERCHANDISE. — 
Sales continue to be good; no changes 
made in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 per 1000 ft.; in 1000-ft., 
lots, $7.35; No. 18 lamp cord, $15 per- 
100 ft.; in 1000-ft. lots, $13.75; %-in. 
brush brass key sockets, 20c each; 
two-way plugs, 60c each: in lots of 
10, 52c each; one-piece attachment 
plugs, 13c each; two-piece attach- 
ment plug, 12c each; dry _ cells. 
boxes of 50, 30%c each; less than 
case lots, 34c each. 


EYE HAMMERS AND SLEDGES.— 
Orders very satisfactory; prices held 


smiths’ sledges, 5-lb. 
10c per Ib. 


FIELD FENCE.—Decided improve- 
ment in the volume of business being 


booked. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 6% per 
cent discount from lists. 


FILES.—Sales about normal. No price 
changes reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED AND TIN WARE.— 
Prices are unchanged on tubs and pails. 
The big demand is for galvanized after 
made water pots in original crates. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Competition galvan- 
ized aftermade water pails, not made 
of galvanized sheets with seams 
cemented, 8-quart, $1.95 doz.; 10- 
quart, $2.20 doz.; 12-quart, $2.40 doz.; 
14-quart, $2.75 doz.; galvanized wash 
tubs, No. 1, $6.50 doz.; No. 2, $7.00 
doz.; No. 3, $8.00 doz.; 2-gal. gal- 
vanized kerosene cans (tin breast), 
$4.50 doz.: 5-gal. kerosene can (gal- 
vanized breast), 85 per doz. 
(crates %-doz.); 1-bu. galvanized 
baskets, $7.00 doz.; galvanized after- 
made water pots, in original crates, 
solid breast, 8-quart, $6.50 doz.; 10- 
quart, $7.50 doz.; 12-quart, $8.75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are slow as a result of 
the backward season. With the advent 
of warmer weather, hose sales will in- 


crease. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose—good 
quality, molded hose, %-in., 10%c 
per ft.; %-in., 13c per ft.; 3-ply, good 
quality, wrapped, %-in., 10c per ft.; 
%-in., 12c per ft.; 4-ply, good quality, 
wrapped, %-in., 12c per ft.; %-in., 
14c per ft.; 5-ply, good quality, wrap- 
ped, %-in., 9c per ft.; %-in., 1le per 
ft. Lawn Sprinklers—Rain King, $28 
doz.; Original Fountain Sprinkler, $8 
doz.; Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Window glass 
business somewhat backward. 
is a brisk demand for plate glass. 


We quote from _ jobbers’ stocks, 


There 


firm. 
We quote from jobbers’ 
f.o.b. Chicago: 


stocks, 
Striking or black- 


f.o.b. Chicago: Single strength A, 25- 
in. bracket, per cent discount; 
single strength A, 34 to 40-in. bracket, 
84 per cent discount; single strength 
A, all other brackets, 83 per cent 
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The live hardware 


dealer says: 


BOSTON 
WOVEN HOSE 
& RUBBER CO. 


Cambridge, Mass. 


Makers of BULL DOG, 
MILO and GOOD 
LUCK Brands of 
Standardized Garden 
Hose. 





“GOOD LUCK Rubbers Fit All Jars’ 


‘I say this so many times durnng the 
canning season that when I arrange to 
open up on canning supplies I find myself 
rehearsing the phrase as I work. 


‘‘By ‘all jars’ I mean all the standard 
makes known to home canners. 


‘“*‘T keep several different types of jars. 
I have to do this to please the customers, 
but I keep no rings but GOOD LUCK 
since this is the kind they all ask for.’ ’ 
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discount; double strength A, all sizes, 
84 per cent discount. 


HATCHETS.—Prices recently an- 
nounced are the lowest in several years 
and are stimulating the demand very 


satisfactorily. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.25 doz.; first qual- 
ity hatchets, No. 2 broad, $14.50 doz.; 
Medium quality hatchets, No. 2 shin- 
gling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 

the 


HANDLED HAMMERS.—Since 
new prices have been put into effect, 
there is an increase noted in the buy- 
ing of better grade goods. 


We quote fror jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
Nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. Machinist hammers, $7.80 
doz.; Medium quality, 16-oz. Nail 
hammers, $6 doz. 


HANDLES, TOOL.—Demand is fair; 
prices continue firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe Handiles.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 
_Hatchet and Hammer Handies.— 
No. 1, 90c doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—Cur- 


rent business very satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


4-left., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handies.—Bent chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.: 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 4%- 
ft., $5.75 doz.; XX bent, 4%-ft., $4.50 
doz.; 5-ft., $5.50 doz.; X bent, 4%- 
ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
ft $4 ry pent. ee a Ore 4% 

.» $4. 0Z.; ent, 4-ft., $2. >. 
4%-ft., $2.95 doz. oe 

Garden Hoe Handles.—XX 4%-ft., 
$3.45 doz.; XK 4%-ft., $2.40 doz. 
_Garden Rake Handles.—xXxX 5%-ft. 
$5.25 Sos; & bie ft., $3.26 doz. 

andies.—Regular pattern, 
F. est. ae — a. Pg $3.90 

OZ.: -handle, es ade, ; 
doz.; X grade, $6 doz. ™ oe 

Handles.—D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 
HINGES.—Good business recorded; no 
change in price. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74: 
6-in., $2.12; 8-in., $3.54; 10-in,, $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4 in., .90; 5-in., $2.01: 
6-in., $2.52; 8-in., $4.30; 10-in., $6.13 
per doz. pairs. 

ICE CREAM FREEZERS.—Sales are 
dragging; little improvement noted. 

We _ quote from jobbers’ stocks, 
fo.b. Chicago: White Mountain, 1-at.. 
$4.85 list; 2-qt., $5.65 list; 3-qt., $6.75 
list; 4-qt., $8.25 list; 6-qt., $10.45 list: 
8-qt., $13.50 list; 10-qt., $18 list; 
12-qt., $21.55 list; 15-qt., $25.60 list; 
20-qt., $33.20 list; 25-qt., $42.60 list; 
Arctic 1l-qt., $4 list; 2-qt., $4.60 list; 


8-qt., $11.10 

above less 50 per cent discount. 
LAWN MOWERS AND GRASS 
CATCHERS.—Sales on lawn mowers 
are heavier than usual, as grass has 
been growing very fast during the 
rainy season. Several of the manufac- 
turers are working overtime in order 
to fill their current orders, as dealers 
have been in the market several times 
with repeat orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $13.75 each; 


, 
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16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $9.50 
each; 16-in. ball bearing, 4-knife, 9- 
in. wheels, $9.50 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $8.10 
each: 16-in. ball bearing, 4-kKnife, 8- 


in. wheels, $8.60 each; 16-in. plain 
ae 3-knife, 8-in. wheels, $6.40 
eac 


Grass Catchers.—Galvanized bottom 
for 14 to 16-in. mowers, full pack- 
ages, $8.80 doz.; galvanized bottoms 
for 18 to 21-in. mowers, full pack- 
ages, $9.60 doz.; plain bottom, canvas, 
for 18 to 21-in. mowers, $7.60 doz.; 
plain bottom, canvas, for 12 to 16- 
in. mowers, $5.90 doz. 


NAILS.—Local jobbers have reduced 
the price of nails 15 cents per hundred. 
The demand shows an improvement, 
and this new price should start a buy- 


ing movement. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg, base; cement coated, 
$3.00 per keg, se. The extra for 
galvanized nails is now $2.25 for 1-in. 
— longer; $2.50 for shorter than 
- Nn. 

OIL STOVES.—Sales continue to be 
fairly active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Prices remain 
unchanged. Sales are improving. 


We a from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 
$1.08 per gal.; 5-barrel lots, $1.03 


per gal. 
Linseed Oi!l.—Boiled, barrel lots. 
$1.10 per gal.; 5-barrel lots, $1.05 per 


gal. 

ithe ence at es tam lots, $1.00 per 
gal. 

Denatured Alcoho!l.—Barrel lots, 55c 


per gal. 

White Lead.—100-lb. kegs, $15 per 
keg; 50-lb. kegs, $3.95 per keg; 12%- 
lb. kegs, $2.05 per keg. 

Dry Paste.—Barrel lots, 6c per Ib. 

.Shellac.—(4-lb. goods) white, $3.50 

r gal.; orange, $3.25 gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 


PYREX WARE.—Many dealers are 
getting splendid results from the 
“dollar sale.” For this purpose, there 
is a new assortment. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.: 


No. 214, $12 doz. 
Casseroles.—Round, No. 167, $12 
No. 183, $12 


doz.; No. 168, $14 doz.; 
doz.; No. 184, $14 doz. 
Casseroles.—Oval, No. 193, $12 doz.: 


Pie Plates.—No. 202, $6 doz.: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 


$24 doz.; 6-cup, $ ; 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


RADIO.—Tube shortage still very seri- 
ous; demand not so heavy this week. 


ROLLER SKATES.—Demand is good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago boys, ball 
$1.40 per pair; girls, ball 
bearing, $1.50 per pair. 


ROOFING AND PAPER.—Prices wel! 
maintained; demand fair. 


We quote from jobbers’ 
f.o.b. Chicago: Best grade slate sur- 
faced prepared es $2 per square: 
best talc surfaced, $2.35 per square: 
medium tale surfaced, $1.65 per 
square; light talc surfaced, $1.05 per. 
square; red rosin sheathing, $62 per 
on. 


ROPE.—The market continues strong; 
rope in good demand. 


stocks, 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, standard 
brands, 17% to 19%c per lb.; No. 2 
Manila, 16% to 18%c per lb.; No. 1 
sisal, standard brands, 14% to 16%c 
per lb.; No. 2 sisal, 13% to 15%c 
per Ib. 


SASH CORD.—It is thought prices 
have reached lowest point for some 
time to come. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.75 per doz. hanks; No. 8, $12.30 
per doz. hanks. 


SASH PULLEYS.—The market is 
firm; good sales reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c doz.; barrels, 54c doz.; Com- 
mon Sense, 2-in., 60c doz.; barrels, 
54c doz.; No. 105, 52c doz.; barrels, 


48c doz. 
SCREEN DOORS.—Weather  condi- 


tions are holding up sales, but the de- 
mand shows a slight improvement. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 
266, 2-8x6-8, .15 doz.; No. . 
2-8x6-8, $28.20 doz.; No. 311, 2-8x6-8, 
$33.20 doz.; No. 515G, 2-8x6-8, $40 
doz.; window screens, No. 1833, $5.30 
doz.: No. 2433, $6.50 doz. 


SCREWS.—Sales reported about nor- 
mal; no change in price has been made. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


STEEL SHEETS.—Concessions are of- 
fered for large orders. The demand is 
quiet and prices are still quoted for 
shipment up to July 1, without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ilb.; 28-gage 
black, $4.70 per 100 Ib. 


WHEELBARROWS. — Prices con- 
sidered favorable; sales have improved. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—New prices on an- 
nealed and galvanized wire have been 
issued by the jobber, showing a decline 
of approximately 15 cents per 100 bbs. 
Sales are improving. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.55 per 100 lbs.; catch weight 
spool galvanized cattle or hog wire, 
$4.22 per 100 lbs.; 80-rod spool gal- 
vanized hog wire, $3.65 per spool; No. 
9 galvanized plain wire, $4.00 per 100 
Ibs.; polished fence staples, $3.89 per 
100 lbs.; catchweight spools painted 
barb wire, $3.92 per 100 lbs.; 12-mesh 
black wire cloth, $2.10 per 100 sq. ft.; 
12-mesh galvanized wire cloth, $2.45 
per 100 sq. ft.; 14-mesh bronze wire 
cloth, $6. er 100 sq. ft.; in 50-ft. 
rolls, galvanized before poultry net- 
ting, 45-10 per cent discount; galvan- 
ized after poultry netting, 45 per cent 
discount. 


WRENCHES.—Good steady demand; 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 ae cent off list; Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 101 Mas- 
ter Service set, $15.25; No. 202, 
Heavy Duty set, $8; No. 404, Uni- 
versal Socket set, $7; No. 505B Screw 
Driver set, $3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 

Gellman Polly Wrenches.—No. 61, 
6-in., $10.20 list; No. 91, 9-in., $15; 
No. 121, 12-in., $21 list. Less 40 per 
cent discount f.o.b. Rock Island, Ill. 


Reading matter continued on page 78 
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A New Force 
In American 
Business 








The name of this new 5c national weekly 
is Liberty. 

It is published by the owners of The 
Chicago Tribune and The New York 


News. 


Over a million people submitted ideas in 
the $25,000 prize contest for a name, 
which reflects the wide public interest in 
this new publication. 


Behind it are vast resources—forests in 
Canada to control-the source of its pulp 
wood; mammoth paper mills; ink fac- 
tories; most modern printing presses and 
seventy-seven years of publishing experi- 
ence. 


Afhliated with it is an international or- 
ganization of news photographers, authors, 
artists and reporters. 


It embraces a highly trained organization 


for business analysis and research work; . 


Libert 


cA Weekly fer Everybody 


Fiction - Articles - Advertising - News-Pictures - Fashions - Patterns - Sports 





and the most efficient nation-wide circu- 
lation methods. It includes every essential, 
to an unexcelled degree, for leadership in 


the publishing field. 


Those are some of the reasons it is des- 
tined to be a tremendous new business 
force and help to jobbers and retailers. 


Another reason Liberty will directly ben- 
efit your business is the greater importance 
it attaches to advertisements. 


Look at a copy of Liberty and see how ad- 
vertisements are on a par with editorial 
content; how they start. at the front of the 
book and how every one is opposite a full 
page of reading. 


Another reason Liberty will mean more 
to jobbers and retailers is the altogether 
different character of the’ magazine and 
the fact that it appeals to every member 
of the family. 





SEND YOUR SUBSCRIPTION NOW, $2.00 A YEAR 


You will want to follow Liberty as a current index of what people want and 
what you can sell most profitably. Sold by boys and at all news stands, Sc 


THE COLOROTO CORPORATION, TRIBUNE SQUARE, CHICAGO 


MAKE SURE YOU SEE THIS NEW WEEKLY EVERY WEDNESDAY 
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Hardware Prices Firm in Pittsburgh 


Despite Weather—Steel Unchanged 


(Pittsburgh office of HARDWARE AGE) 


ESPITE the dullness occasioned by bad weather, 
1) prices in the various lines are holding very well. 

There has been a revision downward in baking 
ovens, based chiefly on the lower prices of sheet steel, 
but this is the only price change worthy of note that 
lately has been reported. The year promises to be a 
good one in paint and painting supplies, and such work 
with its attendant demands will go ahead if it ever stops 
raining long enough to permit. Early demands for ice 
cream freezers create the belief that the people of the 
country have not entirely given up hope that summer is 
coming. So far as the jobbers are concerned, the roller 
skate season is over and the checkup of business shows 
very favorable results. 

So far as it is a guide to future business conditions, 
the iron and steel situation indicates very little change 
for the next few months. After having passed through a 
period of more than two months of progressively decreas- 
ing demand, it would be most natural to expect that a turn 
for the better must be near at hand and a perusal of some 
bank business letters and the reports of the business econ- 
omists would lead to the same conclusion. The fact of 
the matter, however, is that while stocks of steel in second 
hands have been pretty well reduced as a result of the 
liquidation that has been in progress over this long period 
of decreasing new demand, there are still some rather big 
stocks in manufacturers’ hands that must pass into con- 
sumption before it will be timely to talk about a turn for 
the better. 

The iron and steel situation has suffered much less in a 
fundamental way from the political disturbances in Wash- 
ington than it has from the miscalculation as to this 
year’s probable requirements by the leading steel manu- 
facturers, which has resulted in sizable overproduction. 
The production of iron and steel over the first quarter of 
this year was not based entirely upon the orders received, 
but to a considerable degree upon the expectation that 


1924 was going to be as big and probably bigger in the 
matter of steel requirements than 1923. The industry saw 
the automobile industry taking steel at an unusually 
heavy rate in January and February than it was ever be- 
fore known to; the railroads were buying at a rate that 
threatened to make 1923 look like a small year and few 
doubted that new construction work would be on a heavy 
scale. 

The steel industry speeded up and met with unusual 
promptness all demands upon it, which of course did not 
encourage those who bought to buy more; rather, it helped 
to create conservatism, since prompt deliveries usually 
allay fears about supplies and it must be admitted that 
one of the best stimulants to trade is a fear about sup- 
plies and getting them when they are most wanted. There 
is nothing to indicate that the steel industry will not be 
able to continue to give good service for some time in the 
matter of shipments, notwithstanding the steep cut in 
production and the fact that present ingot production con- 
servatively is not more than 50 per cent of capacity. 

Many hold the idea of early betterment in business on 
the basis of exhaustion of supplies through curtailed pro- 
duction, but those who figure from the angle of where 
the demand is to come from do not have strong ideas of 
material improvement in the next few months. The auto- 
mobile industry is believed to have pretty well converted 
steel supplies into automobiles, but the automobiles are 


not selling with any considerable freedom and with plans 


under way for new models there are few who can see 
much buying from that industry in the near future. Rail- 
roads are suffering from the decline in business and the 
need of new equipment is not as pressing, while to men- 
tion another important outlet for steel, new construction, 
it is observed that the tendency is to defer such work on 
account of high labor charges. It is probable that such 
betterment as soon develops will be that based upon the 
belief that prices have struck bottom. 





chine bolts. 





BOLTS, NUTS AND RIVETS.—Manu- 
facturers are finding business slightly 
better in this territory, but still com- 
plain that the makers naming the low- 
est prices are making the market. They 
have encountered prices as low as 60 
and 20 per cent off list on large ma- 
Jobbers’ sales are mod- 
erate, and they are encouraged to pur- 
sue a hand-to-mouth buying policy be- 
cause prices are so uncertain. 


Bolts and Nuts. — Machine bolts, 
rolled threads, 60, 10 and 10 per 
cent off list. Machine bolts, all sizes, 
cut threads, 60, 10 and 10 per cent off 
list. Carriage bolts, % x 6 in., smaller 
and shorter, rolled threads, 60, 10 and 
10 per cent off list. Carriage bolts, 
cut threads, all sizes, 60 and 10 per 
cent off list. Lag bolts, 65, 10 and 10 
per cent off list. Plow bolts, Nos. 
1, 2 and 3 heads, 50, 10 and 10 per 
cent off list, other style heads, 20 per 
cent extra. Machine bolts, c.p.c. and 
t. nuts, *% x 4 in., 50, 10 and 10 
per cent off list; larger and longer 
sizes, 50, 10 and 10 per cent off list. 
Hot pressed squares or hex. nuts, 
blank, 4.75c to 5c. off list. Hot 
pressed nuts, tapped, 4.75c to 5c off 
list. C.p.c. and t. square or hex. nuts, 
blank, 4.25c. to 4.50c. off list. C.p.c. 
and t. square or hex. nuts, tapped, 
4.25¢c. to 4.50c. off list. Semi-finished 
hex. nuts, f,-in. and smaller, U. S. &., 
80, 10 and 5 per cent off list; %-in. 
and larger, U. S. S., 75 and 10 per 
cent off list; small sizes, S. A. E., 80, 
10, 10 and 5 per cent off list; S. A. E., 
‘-in. and larger, 75, 10 and 5 per 
cent off list. Stove bolts in packages, 
80, 10 and 5 per cent off list. Stove 


bolts in bulk, 80, 10, 5 and 2% per 
cent off list. Tire bolts, 60 and 10 
per cent off list. Bolt ends with hot 
pressed nuts, 60 and 5 per cent off 
list. Bolt ends with cold pressed 
nuts, 50 and 5 per cent off list. Turn- 
buckles, with ends, ™%-in. and small- 
er, 55 and 5 per cent off list. Turn- 
buckles, without ends, %%-in. and 
smaller, 70 and 10 per cent off list. 
Washers, 5.75c. to 6c. off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $2.65 to $2.75; 
yo rivets, 70 and 10 per cent off 
st. ° 


ICE CREAM FREEZERS.—Prices are 
holding well in this territory because 
of an excellent demand from retail 
dealers. 


LAWN MOWERS.—Demand is heavy 
and jobbers are expecting a very big 
year because there has been so much 
rain that lawns are growing very rap- 
idly. We quote: 


PR ee ee $5.50 to $10.00 
DL,  wetietdtesnbsoeoken 5.75 to 12.00 
Cs? tabs als hoe eaten 6 oe 6.00 to 14.00 
OS ae ee 9.00 to 15.00 
ae ere ee © 12.00 to 16.00 


OVENS.—New prices have been named 
on Security ovens, which now are quoted 
at $3.30 for No. 20, $4.40 for No. 26 and 
$3.00 for No. 30, these prices repre- 
senting a slight reduction. 


SPRINKLING CANS.—Jobbers are 


carrying very heavy stocks as a result 


Reading matter continued on page 80 


of small sales, due to rainy weather. 
We quote galvanized cans: 


GE, nc vecevasesecdeenes $6.00 per doz. 
i ci nawss obenseee eens 7.00 per doz 
DME, déekdaieusoaodeesrerse 8.00 per doz 
. -23 44449 b660Nanda nea 9.00 per doz. 
TS ae eer 10.80 per doz. 
DI. csecenedonduesunwes 14.00 per doz. 


WIRE PRODUCTS.—Jobbers are not 
finding business at all brisk in any of 
the various items under this heading. 
Building work is restricted by bad 
weather, and this tells on the demand 
for nails, and the recent cut in prices 
out of jobbers’ stocks is not conducive 
to activity when the actual demand 
does not exist. Farmer buying is mod- 
erate in all directions, presumably be- 
cause of financial considerations, but 
more so because the season has been 
so backward that there is doubt about 
about income from the crops and little 
disposition to place mortgages upon 
that income. 

Jobbers' quote retail trade from 
stocks as follows: 

Wire nails, $3.25 to $3.35 base, per 
keg; galvanizer, 2-point cattle wire, 
$3.29 per spool; galvanized, 2-point 
hog wire, $3.57 per spool; galvanized, 
4-point cattle wire, $3.52 per spool; 
galvanized, 4-point hog wire, $3.80 
per spool; No. 9 annealed fence wire. 
$3.15 per 100 Ib.; No. 9 galvanized 
fence wire, $3.60 per 100 Ilb.: woven 
wire fencing, 64 per cent off list. All 


the above prices on spools are for 
80-rod. 
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American Screw Co. 
PROVIDENCE , RJ]. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL, 
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Basic Conditions in New York 
Healthy—Activity Predicted 
for June and July 


HILE it is true that business in the New York wholesale market 

continues quiet, it is a significant fact that prices on practically 
all commodities are steady. This, as several jobbers point out, indi- 
cates a basically healthy situation. 
present time is the weather, as is shown by the fact that directly 
there is a bright sunshiny day, business picks up substantially, only 
to be curtailed later by the discouraging and intermittent rain. 


Should favorable weather conditions prevail 
future, many over-due reorders would be forthcoming, and the months 
of June and July unusually active. 
weather continues, the season may be so too far advanced as to 
hamper reordering materially, a contingency which is not, however, 


anticipated. 


During the past week buying was on a more or less hand-to-mouth 
The rain, which has operated to curtail sales generally has, 
nevertheless, served to stimulate the demand for lawn mowers, which 
are one of the most active items at present. 
demand for grass-cutting tools, scythe stones, etc. 


basis. 


HARDWARE AGE 


The principal deterrent at the 


in the immediate 


If, on the other hand, the rainy 





June 5, 1924 


Lawn Mowers Active 


Lawn mowers are one of the most 
active items at present. 
firm and stocks sufficient. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Lawn Mowers.—Plain none, = -in. 
ave wheels, * oa reel, 3 steel ives, 

crew adjusti g, 12- in., $5.60 each; 
i4-tn. $5.85 each 16-in., $6.25 each; 
18-in., $6.65 ea 

Ball- bearing _ mowers, self- 
adjusting 8-in. drive wheels, 544-in. 
diameter reel, screw adjusting cut- 
ter bar, 3 steel knives, 12-in., $7.25 
each; 14-in., $7.60 each; 16-in., $7.95 . 
each; 18-in., $8.30 eac ch. 

Bail- bearin lawn mowers, self- 
adjusting, 9-in. drive wheels, 5%-in. 
diam. reel, 4 self- sharpening knives, 
14-in., 9.15 each; 16-in., $9.50 each; 
18-in 9.85 each. 

Bal -bearing lawn mowers, oes 
ee hardened cones, 10%-i 
open drive wheel, 4 self-sharpening 
knives, 6-in. diameter reel, 14-in., 
$10.35 ‘each; 16-in., $10.90 each; 18- 
in., $11.45 each: 20-in., $12.10 eac 

Self- adjusting, ball-bearing lawn 
mower, 10%-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self-sharp- 
enin knives, 16-in., $14 each; 18- 
in., S14. 65 each: 20-in., $15.30 each. 





Prices are 





There is also a good 
Except on a few 


standard lines, particularly saws, supplies are sufficient for current 


requirements. 








Netting More Active 


More activity is apparent in the wire 
cloth and poultry netting market, 


Prices are firm and stocks in good 
supply. 
Jobbers’ quotations to _ retailers, 


f.o.b. New York: 

Poultry Netting.—From New York 
stocks, 40-42% per ~ a f.o.b. Pitts- 
burgh, 45-5 per cen 

Wire Cloth. = jobbers quotations, 
f.o.b. New Yo 


Black wire "cloth, 12-mesh, $2.30 
per 100 sq. ft. 
Galvanized wire cloth, 12-mesh, 


14-mesh, $3.25 
14-mesh, $7.25 


$2.75 per 100 sq. ft.; 
per 100 sq. ft. 

Copper wire cloth, 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sa. ‘ft.; bronze, 16-mesh, $8.95 
per 100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. ‘mesh, $5 per 100 sq. ft.; 
34 in. mesh, $5.25 per 100 sq. ft.: 
%4-in. mesh, $5.50 per 100 sq. ft. 


Linseed Oil Prices Holding 


As noted last week some improve- 
ment is noted in the linseed oil market. 
Prices are steady and stock adequate. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Linseed Ojl.—In lots of less than 
5 _. hg per gal.; in lots of 5 bbl. 
or 95c. pe r gal. Calcutta lin- 
seed oil. ‘in bbl., $1. 07 per gal. Boiled 
oil, 2c. extra; ‘double boiled oil, 3c. 
extra: oil in half bbl., 5c. per gal. 


Sprinkler Demand Improving 


Some jobbers report a fairly active 
demand for sprayers and sprinkler. 
Stocks are sufficient for current require- 
ments. Prices holding. 


Jobbers’ quotations to 
f.o.b. New York: 
Sprinklier.—Sheet brass, 8 in. in 
diameter, 59c. each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom galvanized steel, 
throws all water to the front and 


retailers, 


Reading matter continued on page 82 





demand for hose. 
and stocks ample. 





sides, 8%-in. base, 58c. each: sprink- 
ler, 11 in. high, mounted on heavy 
malleable iron sleds, 3 brass arms, 
other parts japanned, $1.38 each; 
sprinkler, 2014 in. high, 3 brass arms, 
$2.25 each. 

Sprayer.—Tin, will spray all kinds 
of liquid, capacity 1 pt., length 10 
in., 25c. each: same capacity, 1 qt., 
length 14 in., 3lc. each. 

Junior Sprayer. —Galvanized steel 
tank, 20 in. long, 7% in. in diameter, 
riveted and soldered, brass pump and 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic shut 
off nozzle, $5.25 each; bucket pump, 
working parts all brass, handle and 
foot rest malleable iron, equipped 
with 3 in. hose with spray 
nozzle, $3 each; continuous sprayers, 
galvanized, 90c. each; brass, $1.15 
eac 


Vacuum Bottles More Active 


in the demand for 
vacuum bottles is reported. The mar- 
ket, generally speaking, is firm. 


Improvement 


Jobbers’ quotations to 
f.o.b. New York: 

Vacuum Bottles.—(Universal) No. 
21, = 75 each; No. 22, $2.75 each; 
No $1.85 each: No. 71, $1.95 each; 
No. 3, $2.95 each. 
cent. 


retailers, 


Hose Quiet 


Little improvement is noted in the 
Prices are holding 


obbers’ quotations to retailers, 


J 
f.o.b. New York: 

Garden Hose‘—4-ply, 8c. per ft.: 
5-ply, 9%c. per ft.; 6-ply, lic. per 
ft. Good Luck brand, llc. per ft. 
Milo brand, 12%c. per ft. Bull Dog 
brand, 13%c. per ft. 

Nozzles.—53c. each: less 5 per cent 
for boxes. 

gare —Brass, %, % and %-in., 
10%c. each 

Hose Clamp s.—Galvanized, %, %™ 
and %-in., $2, M3. 05, $2. 1S respectively 
per 100; brass, same sizes, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each; (Perfect Clinch), %, 
5% and %,-in., Tike. each. 


No 


Change in Bolt Prices 


Interest in bolts continues active and 
jobbers are still quoting the prices 


which 
ago. 


went into effect several weeks 
The predicted advance has not 


yet materialized. 


Jobbers’ 


quotations to retailers, 


Less 25- 10 per 





f.o.b.. New Yor 


Bolts. — Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 


Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 75 to 75-5 per cent; 
both flat and round head. 
Sink bolts, 75 to 75-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 


Slight Improvement 
in Screws 


Some jobbers report an improvement 
in the demand for screws. 
firm and supplies adequate. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Screws at head, steel machine 
screws, 66% to 70-5 per cent. 

Round head, steel machine screws, 
662%, to 70-5 per cent. 

Flat head brass machine screws, 
60 to 60-10-5 per cen 

Round head my machine screws, 
60 to 60-10-5 per cent. 

Flat head, steel wood screws, 
— full packages, 75-20-5-5 per 
cent. 

Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 72%4-20-5-5 per 


cent. 

Round head, nickel plated, 6214-20- 

5-5 per cent. 

Round head brass, 67%4-20-5-5 per 
cent. 

Cap screws, 80 per cent. 

Prices vary in different sections of 
the city. 


Shovel Prices Steady 


Continued interest is apparent in the 
demand for shovels. 
for the most part. 


At present long and D handle 
round and square point shovels and 
spades are being quoted at various 
prices in different places, the most 
frequent quotations being about 
$12.91 a doz. 








Prices are 


Prices are steady, 
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21,000,000 printed salesmen each month 


are making it easier for you to sell 
AMERICAN RADIATOR COMPANY products 
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This advertisement is one of 
a series designed to emphasize 
the importance of fuel saving 
possible with a good heating 
plant as against the first cost 
of installation. 


HIRTY-SEVEN general andfarmmaga- This advertising is creating wide interest, 

Bp ipreens are carrying messages like these. interest that is being felt in your own 

And many newspapers throughout the 

country will carry other sales-building tomers are seeing it. This interest can 

messages during 1924 tohelp yousellIpzat __ readily be hooked up to your own business 
Boilers and American Radiators. and turned into profitable sales. 


community, where many prospective cus- 




















Hand, engineers’ and blacksmiths’, 
price per doz.: 1 1" 10 oz., size 0. 
$10.00; 2 Ib., size $10.75: 2 Ib. 10 
o. size 2, $11.50; 3 Ib., ylze 3, $12.30; 


Engineers’, Soukas ll price per 
doz.: 2 Ib. 6 0z., size 2, $11. 50. 

Machinists’ ball pein, price per 
doz.: 4 0z., size 5-0, $7.50; 6 0z., size 
4-0, $7.50: 8 oz., size 3- 0, $7.50: 12 
0z., size 2-0, $7.50: 1 Ib., size 0, $7.85: 
1% bag size 1 $8.45; 1% 1 b., size 2, 
$9.10; 1% Ib., inane 3, $9.70; 2 Ib., size 
4, $10.35: 2% Ib., size 6, $11.90. 

Machinists’ cross pein, etry aad 
doz.: Size 2, $10.60: size 4, P3120 

Machinists’ straight pein, a neg er 
doz.: Size 2, $10.60; size 4, $12. 

Brick, plain eye, price per doz.: 
Size 1, ‘$10. 70. 

Prospecting pick, price per doz.: 
Size 1, $16.00. 

Fancy Pattern Nail Hammers.—Oc- 
tagon neck, octagon face, price per 
doz.: Size i, $13.75; size 1%, $13.15; 
size 2, 2.50. 

Octagon neck, octagon face, nickel 
plated, price per doz.: Size i. $16.40; 
size 1%, $15.75; size 2, — 

Hatchets.—Shingling rice er 
doz.: Size 1, $10.50; size $11. 20° 

Half, price per doz.: Size 1, $11.20; 
size 2, $11.85; size 3, $12.50. 

Lathing, Price per doz.: Size 1, 
$10.50; size $11.20. 

Claw, wo dy ‘per doz.: size 1, $11.85; 
size 2, $12.50. 

Broad, price per doz.: Size 1, $12.50: 
size 2, $14.45; size 3, $16.45: size 4, 
$18.40; size 5, $20.40. 

Double bevel broad, price per doz.: 
Size 1, $12.50; size 2, $14.45; size 3, 
$16.45; size 4, $18.40. 

Flooring, we per doz.: Size 1, 
= 50; size $14.45, 

arrel, pr Le. per doz.: Size 90, 
$11 25; size 1, $11.9 

Produce, price eo doz., $11.25. 

Fancy Pattern WHatchets. — Box, 
price per doz.: 12 oz., $19.10; 16 oz., 
$19.70; 17 oz., $20.30. 

Shingling, adze eye, bell pole, price 
per doz.: Size 1, $17.75. 

Half adze eye, bell pole, price per 
doz.: size 1, $17.75; size 2, $18.40. 

Lathing, adze eye, bell pole, price 
per doz.: Size 1, $17.75. 

Lathing, Underhill pattern, price 
per doz., $19.70 and $20.30. 

Experts, shinglers, with gage, 
price per doz.: Size 1, $21.60. 

Expert Lathers, price per doz.: 
Size 1, $20.30. 

Rig Builders, price per doz.: Size 
2, $16.25; size 3, $17.40; size 3, $16.25. 

Car builders, plain head, price per 
doz.: Size 2, $13.75; size 3, $15.00. 

Car builders, scored head, price per 
doz.: Size 2, $14.70; size 3, $15.95. 

Half, octagon pattern, price per 
doz.: Size 2, $13.75. 

Half, Octagon pattern, nickel plat- 
ed, price per doz.: Size 2, $18.40. 
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9 a, wheel, $5.25 each. All steel tubular 
Car penters and Mechanics Tool Handles Steady wheelbarrows for coal, cement, sand, 
T ] ° ° : ; etc., width of tray 29 in., length of 
ools F airly Active With the prospect of improved — ee 32 = Pr P yea 
og: eac ew r . 
There is a fairly active demand for weather conditions, the out-of-town de- pomgtls oS ae oe te 26 2 
mand for tool handles continues to pick $8.75 each. Same with tray 33 
hammers and hatchets and also for an, Silieen ane teie-einel ¢ goo 41% in. length on top, 
carpenters’ and mechanics’ tools. A - Jobbers’ ns rasa i ee ~huahe week legs 
recently revised schedule on hammers ah ll ot sg Pp? Paar | and braces, tray measure at top 56 
and hatchets is as follows: Tool Handles (Agricultural).—Hay x 34 in., bottom 15 x 19 in., depth 
fork handles, bent, 5-ft., 33c. each; | wheel end 16x1 in., handle end 7% in.. 

Nail, nore eye plain face, price per 6-ft., 5le. each. tray edge rolled over steel rod, ca- 
doz.: Size 0, $15; size a $11.15; size Manure fork handles, bent, 4%-ft., pacity 3% cu. ft., 16-in. steel wheel, 
1%, $10.50; size 2, $9.90. 29c. each. hardwood handle, ie, $7.0 30 each. 

Nail, adze eye bell face, price per ading fork handle, 4%-ft., 36c. 
doz.: Size 11, $11. 15; size 11%, $10.50; B ° ° 
size 12, $9.90: size 13, $9.25; size 14, Hoe handle, shank or socket style, Tack and d Nail Prices 
$8.95. 4%-ft., 22c. each. Mortar style, 6-ft., 

Triple claw, adze eye, ay face, 15¢c. each. Unchanged 
—— ed = Size 11%, $1 -50. , _Long “‘eieg handle, bent, 4%-ft., 

ipping, adze eye, n — rice 27c. eac . . 
per doz.: Size 1, ‘sit 15; size tre Long spade handle, 4%-ft., 37c. As noted last week, an increase in the 
“eae if site i <— i> tealitlins Siameding: Gant diet price of tacks and nails is predicted. 
pping, adze eye, ace, price e +, Manure , . . . 
per Ey Size 11. $11.15: size T1%, 46c. each. Spading fork style, 46c. The demand at present is fairly active. 
$10.50. each. Shovel style, 50c. each. Spade Jobbers’ quotations to retailers, 

Farriers, adze eye, octagon pole, style, 50c. each. | f.o.b. New 
price per doz.: Size 3, $11.60. Malleable D fork handle, manure Nails. Wire PS $4 base per keg. 

Farriers, adze eye, round pole, price fork style, with strap ferrule and Cut nails, $4.35 base per keg. 
per doz.: Size 8, $10.35. cap, 58c. each. Spading fork style, Wire nails and brads in small lots, 

Paning, tinners’, price per doz.: 40c. each. 70-10 per cent off list, in 1-lb papers. 
Size 2, 45. Spading style, with strap ferrule Roofing nails, 1 x 12, plain, $5.20 
ae Riveting, tinners’, price per doz.: and cap, 63c. each. per 100 Ib.; galvanized, $8.20 per 100 
ize . Ye gunna . 

Riveting, ‘lai . ° . American felt roofing nails, % x 
Sise O. 489%: Size 1, "87-80" size 2 Consistent Interest in 10%, plain, $6.50 per case. Galva- 
$7. 65; size 3, $8.00; size 4, $8.30; size nized, $9.50 per keg. 

5, $8.85. Barrows 


Interest in wheelbarrows continues Rope Prices Unchanged 


consistent, with prices holding and The demand for rope and sash cord 


stock sufficient. : ce 
: i 
Jobbers’ quotations to retailers, continues quiet. Although declining 





f.o.b. New York: prices have been rumored, prices are 
Laborers’ Canal Sarrows. — Half i nt levels. 

bolted, handles and legs of 2-in. holding at present 

maple wood, tray 18 in. wide on bot- Jobbers’ quotations to retailers, 

tom, steel wheel, 16-in., $3.25 each. f.o.b. New Yor 

Same, full bolted, extra strong, larger Rope. — First grade Manila rope, 

tray. $3.65 each. 1814c. base per I1b.; hardware grade, 
Wheelbarrows.—Steel tray, 33 x 27 16%c. base per Ib.; first grade sisal. 

in., depth 11% x 7% in., holds 3 cu. | 1514c. base per Ib., second grade sisal, 

ft., strong bolted wood frame, steel 14%c. per Ib. 


Slight Improvement in Steel Goods Sales 





, ; } black finish, 4%4-ft. ash handle, solid 
With the improvement - weather shank, 36c. each; 7-in. blade, bronze 
condition, some jobbers report a revival finish, 7ic. each: 6-in. blade. bronze 
j j finish, 77c. each. Mortar hoe, forge 
of interest in steel goods. steel blade, bronze finish, solid shank, 
Jobbers’ quotations to _ retailers, 6-ft. ash handle, 9-in. blade, 95c. 
f.o.b. New York: each. (Lots of six, 5 per cent off.) 
Manure Forks.—Drop ferrule, oval Trowels.—Garden trowels,  6-in. 
drop-forged tines, selected D ash blued steel blades, black- yo 
handle, 4 12-in. tines, $1.58 each; handle, riveted tang, 7c. each: heav 
5 13-in. tines, $1.75 each; 6 13-in. solid steel 6-in. blade, half polished, 
tines, $2.05 each; 5 13-in. tines, 4-ft. riveted shank, hardwood handle, 10c. 
handle, $1. 50 each; 6 13-in. tines, 4-ft. each; i- piece socket, §-in. forged 
handle, $1.70 each. (Lots of six, 5 steel hlades, polished and enameled 
per cent off.) red, length over all, 13% in., 29c. 
Hay Forks.—3 oval 12-in. dfop- each. All steel trowel, 17c. each. 
forged tines, bronzed and polished, Socket pattern solid forged one-piece 
select ash handle, strapped ferrule, blade and socket, wood-grip handle, 
5-ft. bent handle, $1.12 each; 6-ft. 60c. each. 
bent handle, $1.35 each. (Lots of six, Hand Spadin Forks.—Three heavy 
5 per cent off.) flat tines, olished and japanned, 
Spading Forks.—Malleable D han- | black-enameled handle, 10 in. over 
dies, strapped ferrule, angular drop- | all, 10c. each; 4%-in., malleable tines, 
forged tines, 4 tines, 76c. each; spad- half polished, brass ferrule, polished 
ing forks, wood D handle, strapped handle, 10%c. each. 
ferrule, 4 heavy tines, $1.64 each; | Lawn Weeder.—3 steel spring tines, 
5 heavy tines, $2.08 each. tinned, black-enameled handle, 10c. 
Wooden Rakes.—Wooden hay rake, | each; 4 steel tines, 42-in. handle, 
12 teeth, ~— wet nn 40c. “go “er 44c. each. 
with three aluminum stee ws, call 
teeth, varnished head, 63c. each. | Pht ge ie 5 ell 


Lawn Rakes.—Three wood bows, three steel spring tines, tinned, 
24 teeth, 55c. each; same with 3 black-enameled handle, 10c. each. 
aluminum steel bows, 24 teeth, 72c. | Same with 42-in. handle, four steel 





each. — tinned, 44c. each. 

Ladies’ Lawn Rake.—Two wood | rass Hooks.— Tempered _ steel 
bows, 18 teeth, varnished head, 5- blade black-enameled handle, 25c. 
ft. handle, 50c. each. each; same. forged from bar tool 

Wire Lawn Rake.—24 wire teeth, steel, raised hardware handle, 43c. 
20-in. head, malleable socket, se- | each; same high quality steel, ribbed 
curely fastened to head, pinned teeth back, polished edge, 35c. each; same, 
and head, 55c. each. tempered steel blade, 46c. each; En- 

Genuine Yamada lawn rake, 95c. glish grass hooks, 54c. to 57c. each. 
each. | Hedge Shears.—Plain, 6%-in., 8-in. 

Stee! Rakes.—Medium steel garden | 9-in., $1.05, $1.80, y each respec- 
rakes, bronze finish, straight teeth; tively. Notched, 8, nd 10-in., $1.95, 
514-ft. ash handle, , —_ An —_: | $2.10 and $2.30 oe "Pampectively. 

14 teeth, 8le. each; 16 teet c. oat 3 
each. Malleable, 12 teeth, 32c. each; | acl = sales eienet aeeek tae ie 
14 teeth, 36¢c. each; 16 teeth, 40c. pair. Lawn shears, two wheels, 9-in., 


each. | $3.60 pair. Disston utility pruner, 
Garden Hoes.—7-in. steel blades, $1.55 pair. 


Reading matter continued on page 84 
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This year you'll sell more 
Nursery Rhyme Sets 


Our sales of Nursery Rhyme Toy Sets are growing 
steadily. Yours should be too, unless somebody else is 
getting more than his share. And now is high time to 
take steps to insure your getting the volume of 1924 
Nursery Rhyme toy business that you are entitled to. 
Get your order in. 


With over twenty different sets to choose from, you 
have wide variety and a fine price range to attract 
customers of every class. Your order certainly should 
include the set illustrated below. It is an immense 
favorite. The little percolator is a hit. You can make 
real coffee with it. 


Don’t forget the advantage that the copyrighted Nurs- 
ery Rhyme boxes will give you. People are delighted 
with their bright colors and amusing pictures; they 
know, too, that the toys that come in these boxes are 
the best aluminum sets they can buy. 


Several popular sets are pictured here—and there are 
many others. All of them are good sellers right through 
the year. You merely have to show them. Order today 
and you can. 
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Ask your jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 
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4°Piece Set 
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New England Sales Show Improvement 


—Better Sentiment in Business Circles 


(Boston office of HARDWARE AGE) 


SLIGHT improvement in the hardware business is 
A noted in New England notwithstanding the fact 
that weather conditions have been against the 

free movement of seasonable goods out of stock. The 
improvement is generally attributed to two things—first, 
the lateness of the season, and second, to better sentiment 


generally in business circles. 


The better sentiment is due to a recovery from the wave 
of pessimism that swept over this section of the country 
following the passing of the bonus law over the Presi- 
dent’s veto, and to the progress made by Congress on the 
With the national Democratic and Re- 


tax reduction bill. 


ABRASIVE. Elastic and rubber 
grinding wheels are now quoted at 55 
per cent discount in a jobbing way, 
contrasted with 50 per cent heretofore. 
The demand for abrasives is only fair 
at best. 


—_—— 


We quote from Boston jobbers’ 
stocks: 
Emery Wheels—Aluminox, 65 per 


cent discount; carbolite vitrified, 50 
per cent discount: elastic and alumi- 
nox carbolite, 50 per cent discount. 
Pike line, 40 per cent discount. 


BARBED WIRE.—In connection with 
recent adjustments in mill prices, lo- 
cal jobbers have cut the price of barbed 
wire for mill shipments 10 cents per 
100 lb. Prices from the store are un- 
changed. 


We quote 
stocks: 
Barbed Wire.—From store, galvan- 
ized, Waukegan, 80-rod reels, com- 
mon, $4.30 per reel; two-ply, $3.78 per 
reel; catch-weights, common, $5.10 
per 100-lb.; two-ply, $5. 
om the mill, f.o.b. Pittsburgh, 
galvanized catch-weight, in car lots, 
$3.80 per 100-lb.; in less than car lots, 
$4.05, two-ply is quoted the same; 80- 
rod reels, galvanized four-point in 
car lots, $3.22 per reel; in less than 
car lots, $3.47; Lyman, four-point, in 
car lots, $3.32: in less than car lots. 
$3.57; two-ply, twisted, in car lots, 
$2.76; in less than car lots, $3.01. 


BASEBALL GOODS.—Retail dealers, 
it is believed, carried fairly heavy stocks 
over from last season, consequently 
bought conservatively this year. 
Weather conditions so far this spring 
have not been conducive to the free 
movement of goods out of retail stocks. 
quote from Boston jobbers’ 


from Boston jobbers’ 


stocks: 
Fielders’ Gloves.—No. 500, $4.50 per 


doz., net; No. 507C, $8.40: No. 509C 
$10. 75: No. 511, $16; No. 514, $19; No 
522; $22: No. 525, $22; No. 534, $25: 
ay 542, $29; No. B52, $26.50; No. 144, 

Catchers’ Mits.—No. 560, $12 per 
doz., net; No. 574R, $16: No. wees 
$25.50: No. 577, $27; No. 588, $54: No 
592, 72. 

Baseman Mits.—No. 603, $16 r 
doz., net; No. 608, $27; No. 625 W, 40. 

Mask s.—Boys’ ‘No. 25M, $4.50 per 
doz., net: 31M, $19; 


Youths’, No. 

Men’s No. 41M, $42. 
Chest Protectors.—No. 903, boys’. 

$25.75 per doz.; No. 920, big league 


size, $46. 
Bats.—Crack-A-Jack, $2 per doz 
net; Junior Le $3. 60; Kin ot 


ague, 
Field, $7.20; burnt oll finish, $10.80: 
Professional League, $12: Bin -Go., 
$12; youth’s assorted sluggers, 7.20: 
Louisville Slugger, Jr., $5.40: Louis- 
ville Slugger (regular), $16.20. 
Basebalis.—Per dozen, net, Dandy 

75c.; Boys’ Favorite, $1. 65; Yours 
America, $2; Junior League Special 
$2; Junior’ League, $3.75: Boys’ 


League, $4: Dollar Lavely. $6; Pro- 


fessional League, : Hardwood 
League, $12.50; National League, 
$14.50. 


BICYCLES.—A slight improvement in 
bicycle sales is claimed by some of the 
jobbing houses. Sales, however, are 
behind those for the corresponding time 
last year. Boycycles, on the other hand, 
are comparatively active. 


We quote from Boston jobbers’ 
stocks: 

Bicycles.—Men’s, $30 to $32.50 each 
net; boys., women’s, $32.50; 
girls’, $29.50. 

Boycycles.— N 1, $9 net; No. 2, 


$10; No. 3, $13; No. 4, $15. 
BREAD MAKERS.—A normal business 
in bread makers and parts is reported 
by retail as well as wholesale dealers. 
Wholesale and retail stocks are much 
smaller than at this time last year. 
Prices are steady, with no indication of 
changing. 
We quote 
stocks: 
Bread Makers.—Landers, Frary & 
Clark line, No. 2, $30 per doz. list; No. 
4, $36; No. 8, $48: No. 44, $33. Dis- 


count 25 and 10 per cent. 
Part for No. 2 


from Boston jobbers’ 


Seer Ae $1.35 $1. 65 $2. 5 
Pn ‘<ceaubewe iene 4 .60 65 
PD . sevste aaleb< .75 90 1.00 
PE vores ad bakuees .40 .50 .60 
EE aé6 au Saw bao ‘= 7 = 
CO a ee 

Prices are for each, Tist. a 


25 per cent. 
CARDS.—Cattle cards are included in 
orders received by the jobbing trade 
each day. 
pes quote from Boston jobbers’ 


stoc 
Cards.—Cattle, No. 40, 12 doz. to 
No. 04, 2 doz. to 


case, $2.10 per doz.; 
case, $2.25; No. 4, 2 doz. to case, ws; 
No. 2, 8 doz. to case, $3.15; No. 2, 
doz. to case, $3.30. All prices net. 
File Cards. —$1.50 per doz. net. 


CROQUET SETS.—Weather conditions 
have been decidedly against a free 
movement of croquet sets out of hard- 
ware dealers’ stocks. In a general way 
the retail trade is lightly supplied with 
goods, and any protracted spell of sea- 
sonable weather unquestionably will see 
a decided increase in sales. 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets. — No. Gs four ball, 
$1. 4 = set net; No. O, five ball, 
$1.9 H, vent ball, $2.36; No. B. 
eight bail $2.75; No. N, eight ball, 
$3.75; No. here oy ball, $4.25; No. 
AA, eight ball, $5. 


CUTTING TOOLS._There appears to 
be a better demand for cutting tools, 
yet business is far from brisk. Ma- 


publican conventions out of the way this month, business 
men say they will feel the worst is over and that sales 
should gradually increase. 

Here in New England business has a long way to go to 
get back on a normal basis because of the condition of the 
textile, wool and leather industries. 
the backbone of New England and for months have op- 
erated on such a limited scale that the public buying power 
has been materially reduced. Any improvement that 
may be experienced unquestionably will come too late to 
be of much benefit to the retail merchant during the first 
half of 1924, but people should have more money to spend 
the last six months. 


These industries are 


chine shops in certain localities are, 
perhaps, little more active, which ac- 
counts for the improved cutting tool 
maret. The large consumers, however, 
are, if anything, less active. 


a quote from Boston 
stock 

Drills. —Carbon sizes up to 1%-in. 
tapered, and straight shank, 60 per 
cent discount to 60 and 10 per cent 
discount; fit stock drills, 60 per cent 


jobbers’ 


discount; center drills, 65 per cent 
discount; drills and  countersinks 
combined, 20 per cent discount; 


ratchet drills, 30 per cent discount; 
wood boring ‘brace bits, 50 per cent 
discount; high speed drills, 50 and 10 
per cent discount; rer ig letter and 

z number sizes, 50 and 10 per cent dis- 
count; electricians’ drills, 10 per cent 
discount. 

Reamers. — Bit stock, 20 per cent 
discount; bright square and T. 
standard makes, 65 per cent discount: 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount; es- 
cutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


DRIERS.—Sales of clothes driers are 
in order. Wholesale houses some time 
ago placed good business, consequently 
their stocks are comparatively small. 
Current buying largely represents re- 
orders and belated covering, and is of 
a conservative nature. 

We quote from Boston 

stocks: 


Clothes Driers. "ay line, 
each net; five line, $7.2 


FARMING mansions (os the move- 
ment of farming tools into consumers’ 
hands is gradually gathering momen- 
tum. 


We quote 
stocks: 

Forks. — Manure, four-tine, maile- 
able D-handle, $13.60 a doz. net: five- 
tine, malleable D-handle, $16.15: five- 
tine. strapped D-handle, $17.35: five- 
tine, wood D-handle strapped, $21.35; 
six-tine, malleable D-handle, $18.55: 
six- -tine, D-handle strapped, $19.75; 
six-tine, wood D-handle strapped, 
$23.75. Stable fork, malleable D-han- 
dle strepuet. * a? 90; wood D-handle, 
strapped, $19.90. 


FENCING cae styles and makes of 
fencing are in good request, say job- 
bers. May was a decidedly irregular 
month in the market for such mer- 
chandise. Business started off fairly 
dull; improved a little; slumped again, 
and now is on the mend. 


We quote from Boston jobbers‘ 
stocks: 

Fencing. — Keystone Steel & Wire 
Co., line, Blue Ribbon from street, 50 
ber cent discount; factory shipments. 

$6.10 per roll, net: No. 636, 
$37 80: _ 846, $4.90; No. 1047, 6-in. 


jobbers’ 
$6.50 


from Boston jobbers‘ 


Reading matter continued on page 86 
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Re 
F es You Sell with mT Ip 


go ene Engineering Service 


Profitable repeat furnace business depends on satisfactory 
installations. Sunbeam dealers have a reputation for expert 
installations because they have, working with them, a special 
Sunbeam engineering service. 





Under this service plan the dealer sends in a simple infor- 
mation blank, together with roughly sketched floor plans of 
the house where the installation is to be made. 


Expert heating engineers then take this material, study it 
carefully, and determine the size and type of furnace needed, 
the best positions for the registers, and the correct arrange- 
ment of piping. The dealer knows in advance that the home 
owner will be completely satisfied with the installation. 


This engineering service is only one part of the Sunbeam 
plan of co-operation with dealers—a plan that will help you 
sell and help you profit. Get all the facts—write today for 
the Sunbeam Proposition. 
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THE FOX FURNACE COMPANY, ELYRIA, OHIO 
Largest Makers of Heating Equipment 
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stays, $7.90; No. 1047, 12-in., stays, 
$5 


Staples, Blue Ribbon wire, $5.10 per 
100 Ib., in full packages. 


FLOWER BED GUARDS.—The move- 
ment of flower bed guards out of job- 
bers’ stocks has been quite consistent. 
As a result jobbers’ stocks generally 
are getting close to the vanishing point. 


hot ll quote from Boston jobbers‘ 
sto 
Flower Bed Guard.—16- in., $1.09 per 
rod; 22-in., $1.29 per rod. 
Trellis.—18-in., 80c. per rod. 


GARDEN TOOLS.—In a retail way 
garden tool sales are increasing, but 
the improvement in business is slow, 
due to weather conditions. Jobbers, 
finding themselves with larger stocks 
than desired at this time of the year, 
are making strenuous efforts to dimin- 
ish same. 
We quote from Boston jobbers‘ 


stocks: 

Shank, 7%-in., $8.70 a doz. 
socket, 7%%-in., $9.60; round top 
onion, $9.90; socket meadow, 9-in., 
$10.55: Rhode Island, shank, 9-in., 
$10.05; socket, $10. 

Rakes.—Light steel, 12 teeth, $4.80 
per doz. net; 14 teeth, $5.10; 16-teeth 
$5.60. teguldr garden, 12 teeth, $8; 
14 teeth, $8.55; 16 teeth, $9.35; steel 
gravel, 14 teeth, $10.95; 16 teeth, 
$11.90. 

Edgers.—Turf, 
per doz. net. 


GUNS AND AMMUNITION.—There 
has been a further reduction of 10 cents 
a bag in drop shot, making a total set- 
back of 20 cents within the past fort- 
night. The decline is based on the 
weakness of the pig lead market. 


We quote from Boston jobbers‘ 
stocks: 

Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.60 
per bag: B and larger, $2.85 per bag; 
Air Rifle, Boy Scout, shot, $4.65 per 
case. 

Guns.—Steven’s line, No. 11, single 
shot rifle, $3.40, net; No. 17, $17.50; 
No. 26, $4.95; No. 27, $8; No. 12, $6.50; 
No. 14%, $4.05; No. 44, $15.75. Double 
barrel hammerless shotgun. No. 330, 
12-16-20 gage, $21.85; No. 410, $23: 
No. 335, $24.30; No. 235; $20.75. Re- 
peating shotguns, No. 522, $55; No. 
520; $32.90. Savage line, model 99a, 
calibers 30-30, 303 and 300, $31; model 
99b, takedown, $35; model 99c, cali- 
bers 33-30 and 303 with 22-in. barrel, 
and caliber 300 with 24-in. barrel, $31. 


HAMMOCKS. — Weather conditions 
have been too cold for a normal retail 
business. The small retail dealer, who 
usually comes into the market at about 
this time, apparently is in no hurry to 
buy. 


We quote from Boston jobbers‘ 
stocks: 

Hammocks. — Standard makes of 
couch styles, No. 600, windshield, Na- 
tional spring, boxed mattress, deep 
valance, $11 each net; No. 640, $11.88: 
No. 700, with adjustable back, made 
in two colors, $15.65; No. 703, striped, 
two colors, $19. 

Canopies. —No. KT, green and gray, 
$6.50 each net 





net; 


long handle, $10.80 


Stands.—No. Al, angle iron, 5-ft. 
8-in. high, $4 net each. 

Chain.—3 ft., $2.50 per doz. pair, 
net; 6-ft., $4. 


HAYING TOOLS.—While sales of hay- 
ing tools are noted, business is not 
up to normal and is considerably behind 
that for the corresponding time last 
year. Jobbers are confident, however, 
stocks will clean up well within the 
next month or so. 


KEGS.—AIl things considered, the keg 


market is in fairly good condition. Job- 
bers’ stocks are far from excessive; cur- 
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rent sales are fairly good and prices 
apparently are very steady. 
hed quote from Boston jobbers‘ 


stock 

Cider Kegs.—5 gal, $1.45 each 
net; 10-gal., $2; 15-gal., $2.25; wef aT 
$2.50; 25-gal., $2.85; 30- gal., $3. 15, 


and 50-gal., $4.25. 





Your Paper 
Means a Lot 


“HARDWARE AGE. 


“Gentlemen—We are going to 
ask a favor of you, for we know 
that you will do it. You are send- 
ing HARDWARE AGE to Thomas R. 
Faull, of Long Beach, Cal. Won’t 
you see that he gets it sent to 
Gardena, Idaho? 

“He is our head salesman, and 
is taking a well earned two 
months’ vacation, not having had 
one in three years, and your pa- 
per means a lot to him, also to 
the rest of us. Thank you. 

“Very truly yours, 
“The E. & H. Hardware, 
“Long Beach, Cal.” 











LAWN MOWERS—It appears. the 
lawn mower market is spotty. Some 
jobbers are doing a very good business 
in them, while others say sales have 
dropped to limited proportion. Retail 
stocks, in a general way, are believed 
to be normal. The season to date has 


been highly favorable for grass grow- 


ing, and lawn mower sales unquestion- 
ably will increase a little later when 
it becomes warmer. 

We quote from Boston jobbers’ 


stocks: 

Lawn Mowers. a 14-in., $6 
each, net; 16-in., $6.25 net; Jewel, 
14-in., $13.75 list: 16-in., $14.50; Co- 
lonial, 8-in. Wheel, ot ee 7 16-in., 
$1 7.50 list; 18-in. : ewport, 
9-in., wheel, plain bearing, 16-in., 
$16.50 list; 18-in., $17.25; Lakewood, 
9-in. wheel ballbearing, 16-in., $19. 25 
ne 18- - $20; — al, lain ar- 

hig wheel, five bl: 14-in 
S28 50 tet: 16-in., $28. 50: 18- “te $30 50: 
Imperial, ballbear ng, 14- in., 29 list; 
16-in., ; 18-in., - 20-in., $ 
Caldwell lawn trim, 8- in. $16.50 list’ 
Discount, 50 per cent. 

Motor Lawn Mowers.—No. L, 
$292.50 net: No. H, $360 net. 


NAILS.—Jobbers have reduced prices 
on factory shipments of wire nails 10 
cents a keg to conform with new prices 
recently issued by the manufacturers. 
The from-the-store price remains as 
heretofore. Jobbers’ stocks are quite 
large and well assorted, therefore in- 
coming orders are promptly filled. The 
cut nail situation apparently is un- 
changed. 


ve quote from Boston jobbers’ 
stoc 

Nails. —Wire, $3.90 per keg, base, 
from store; from mill, in less than 
carload lots, $3.25 per keg, base, and 
in carload lots, $3 per keg, base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, l-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75; cut 
nails, from store, $4.55 per keg base; 
direct shipments, car lots, $3.60 per 
k base; in less than car lots, 
$3.75; Tremont, nails, from 
store, $4.35 per keg, except hard- 
ened steel, which are $8.10; from mill, 
$4.05 f.0.b. Wareham, Mass., except 
hardened _ steel, which are $7.60; 
Western cut nails, direct shipments 
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f.o.b. Pittsburgh; 
zoe ae and 
smaller, 6.30 factory base, 
larger, $7.05; ae store, four penny- 
weight and smaller, $6.80 base, larger 
7.55; cement coated nails from mill, 
n less than carloads $3.75 per keg, 
base; in carloads, $3.45; hard steel 
nails, from store, $8. ~ per Pie 2 
base; from factory, $7.60 
Tye 
$2 2.05 per k 
PICKS AND MATTOCKS.—It is re- 
ported manufacturers of picks and mat- 
tocks have adjusted their prices down- 
ward. Jobbers, however, have made no 
variation in their quotations. 


We quote from Boston jobbers’ 
stocks: 

Picks.—Railroad, 40 and 10 per cent 
discount; contractor’s, 40 and 5 per 
cent discount. Grub hoes, 40 and 10 
per cent discount, Mattocks, 40 and 
10 per cent discount. 


POSTS.—Bookings of posts are hold- 
ing up well and continue to maintain 
a lead over those for a year ago. In- 
dividual orders placed by the retail 
trade are small, but come to hand of- 
ten. The high cost of wood posts in 
a large measure explains the popular- 
ity of metal kinds. 


We quote from Boston jobbers 
stocks: 

Posts.—Line, steel, galvanized, 6% 
Ag 63c. each net; 7-ft., 69c.; 7%- 

c. 


only, $3.75 base, 


galvanized, 


blue 
light pet Mg lath, 


, 


End.—Steel, galvanized, 7\%4-ft., 
$3.94 each net. 
Corner.—Steel galvanized, 714-ft., 


$5.70 each net. 
ROOFING MATERIAL.—Although less 
active than a month ago, the working 
material market is doing as well as 
could be expected under weather con- 
ditions. Consumption this year will, 


beyond question, exceed all previous rec- 


ords. 


Bh quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.40 or roll; 
plain standard, . 40 and $2.65; Le 
er, light (35 1 $1.70; we RS (45 
Ibs.) $2.15; nl (55 Ilbs.), $2.65; 
Rockroid, light, $1.05; medium, $1.45; 
heavy, $1.60. 

Shingles.—Japroid line, lock to 
$5.25 per square; super giant, 12 
in., $9; individual, $6.25; super strip, 
$7.25; strip, 10- -in., $6.35. 

Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, re rolls, $64.50 a ton; ‘smaller 
$65.50 a ton. 

Roof A .—Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
l1-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list; 1-gal., 35c. Discount 
3314. per cent. 


ROPE.—Sales of rope are increasing, 
demand running to small as well as 
large sizes. Stocks in retail and whole- 
sale hands are believed to be only com- 
fortably large. 

We quote from Boston jobbers’ 
stocks: 

Rope.— Manila, 
sisal rope, 17%c.; 
ton rope, 52c. 

Lathe Yarn.—Sisal, 
D200, 16c. per Ib. 

RUBBISH BURNERS.—Due to the 
large number of forest fires in various 
parts of New England, many towns 
have prohibited fires except by per- 
mission or in rubbish burners. Natur- 
ally their action has stimulated the de- 
mand for rubbish burners. 

otis quote from Boston jobbers’ 

S Rubbish ~~ ‘ae maaan No. 2, 
$2.40 each net. 

SHEET LEAD.—In common with other 
lead products, sheet lead is lower. Con- 
trasted with a week ago, it is % cent 
per lb. cheaper. 


19c. per Ib., base; 
hay rope, l6c., cot- 


CI30, 165c.; 


Reading matter continued on page 88 
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“There is likewise a reward for faithful 
stlence.”—Horace. 


faithful ilence 
Gere HINGES faithfully per- 

form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 


on constant duty to give facility to 
hundreds of daily activities. 


Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 










“ 


Griffin Manufacturing Company 
Warehouse Erie, Pa., U. S. A. Warehouse 
45 Warren St.,.N. Y. 74 W. Lake St., Chicago, Hl. 








The Metal ot Perpetual Romance 


Romance isn’t confined to fiction! 


In offering “Ringco” Bath Room Fixtures to your customers 
it is within the range of possibility to visualize the Romance 
of the Nile, the glories of Egyptian Kings, the vanity of their 
Queens and the testimony of the development of the Brass 





Industry. 
The commonplace fixtures of Brass in the Resting for unknown centuries, buried deep 
modern home reflect the romantic relics of in the dampness of Mother Earth, objects of 
forgotten history. Time and the elements Brass have been brought to light disclosing 
have failed to destroy this enduring metal. to this Age the evidence of everlasting 


quality. 


The “Ringco” catalog contains nearly 300 different items. The 
construction of almost all is Solid Brass, Highly Polished and 
Heavily Nickel Plated. Made in individual pieces as well as 
a and Combinations. Write our nearest office for a copy of 
catalog. 





AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 FB. Madison St. 
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We quote from Boston jobbers’ 


stocks: 
Sheet Lead.—Per lIb., 14%c. base 


list 
SINKS. —Good sales of common iron 


and other kinds of sinks are reported 
by the jobbing trade. 


We quote from Boston jobbers’ 


stocks: 
Common tron Sinks,—2%-ft., $4 
each, net; 3-ft., $4.60; 31%-ft., $5. i‘ 


STAPLES.—With the adjustment in 
prices on factory shipments of barbed 
wire, galvanized fence staples have been 
cut about 10 cents per cwt. 


STOVES.—Oil stoves for summer use 
are going well, agree jobbers and re- 
tail dealers. Jobbers’ stocks are down 
to small proportions, and indications 
are retail dealers will clean up well. 
We quote from Boston jobbers’ 
stocks: 
Stoves.—Oil, one-burnner, 


Cook 
list; two-burner, $17.35; 


$9.50 each 
three-burner, $22; four-burner $28. 
Discounts: 30 per cent: in lots of 


ten, 30 and 5 per cent. Detroit Jewel 
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line, two-burner, without high 
shelves, $12.50 and $13.50 each net; 
three- burners, $15.50 and $16.50; four- 
burners, $19. 50 and $20.50. Shelves 
for three- nongie vy $4 and $4.50; for 
four-burners, $4.7 

Water TB mrey —$45 each iist. 
Discounts: 30 per cent; in lots of ten, 
30 and 5 per cent. 

Air Tight Stoves.—Conco line No. 
a x each, net; No. 421, $3.65; 

No. 424, $4.40; No. 427, $5. 


TREE TANGLEFOOT.—Tree tangle- 
foot is selling quite freely. Retail 
stocks carried over last year were 
small; the trade bought quite freely 
early in the present season, and re- 
peat orders are in vogue. 


We quote from Boston jobbers’ 
stocks: 

Tree Tanglefoot. —In 1-lb. cans, 
$4.80 per doz.; in 5-lb. cans, $22; in 
10-lb. cans, $42: in 25-lb. cans, $96. 


WALLBOARD. — Weather conditions 
have had little visible influence on the 
market for wallboard, presumably be- 
cause this material is used largely on 
inside jobs. 
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We quote from Boston jobbers’ 


stocks 
Wallboard. —Regular, +-in. thick, 
$32.25 per 1000 sq. ft. Super, ¥-in. 


thick, $36 per 1000 sq. ft. net. 


WINDOW WIRE.—Good sales of win- 
dow wire are being made by both re- 
tail and wholesale houses. Jobbers’ 
stocks are gradually working down to 
comfortable proportions. 


We quote from Boston jobbers’ 
stocks: 

Window Netting. — Galvanized 
square mesh, from stock, $5.555 per 
100 sq. ft. From _ factory, $5.15 per 
100 sq. ft., f.o.b. Pittsburgh. 


WIRE CLOTH.—Black, bronze and 
pearl wire cloth is in demand, yet sales 
are behind those for last year at this 
time. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—Black, 12-mesh, 24 to 
48-in., $2.40 per 100 sq. ft. net; 18 to 
22-in., $2.50; 14 mesh, 24 to 36-in., 
$2.90; pearl, $4.25 


Staple Lines Moving Well in Cincinnati 
—Seasonal Sales Held Up by Late Spring 


(Cincinnati office of HARDWARE AGE) 


UE to the backwardness of the weather, there has 
1) been little movement of strictly summer merchan- 
quite a_ satisfactory 
movement of staple lines of hardware, and in the mill 
supply line, specialties are moving well. 
a fair volume of business considering weather conditions, 
and altogether the trade is in good shape. Whether due 
to a change in the character of the buyers, or to some 
other reason, the month of June, years ago considered as 
the one in which business tapered off for the summer, is 
now one of the high pressure months for business, and 


dise. There is, however, 


AXES.—Sales have been fair. Prices 


are steady and stocks adequate. 
AUTOMOBILE ACCESSORIES. — Un- 


seasonable weather is retarding sales 
somewhat, but the volume is satisfac- 
tory nevertheless. Fender manufactur- 
ers have announced a reduction of 25 
cents per set on pleasure car fenders, 
this being in line with recent drop in 
steel prices. 


Spark Plugs.—Champion X, 45c. 
each: in lots of 100, 43c. each. 

Spotlights. —Delta, No. 20, $2.75 
each; in lots of 12, "$2. 60 each; Delta, 
No. 24, $2.10 each; in lots of 12, $2 
each; Delta, No. 25, $2.70 each: in 
lots of 12, $2.60 each. 

Fenders.—Ford complete set, one 
set to crate, $7.35 set; five sets to 
crate $7.10 set; commercial fenders, 


$0.95 pair. 

Shock Absorbers,—H. & D. shock 
absorbers $4 per set. 

Milwaukee Timers.—Less than 10, 
$1.38 each; in lots of 10 or over, $1.35 
each. Resale price, $2 each. 

BUILDERS’ HARDWARE.—Building 
activity, while not so heavy as last 
year at this time, still is heavy, and 
demand for builders’ hardware is good. 
Prices are steady and stocks in good 
shape. 


BOLTS AND NUTS.—A stiffening of 
prices on the part of makers is re- 
ported, and it would seem the day of 
the bargain hunter is gone by. Demand 
is fair and stocks in good shape, with 
prices unchanged. 


Dealers report 


time past. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; small, 
45 and 10 off: stove bolts, 70 and 10 
off; semi-finished nuts, *% and small- 
er, 75 off; large sizes, 65 off. 


BALE TIES.—Sales fair; stocks ample; 
prices steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Single loop bale ties 8% ‘ft. 
15-ga., $1.45 bundle; 9 ft. 15-ga., $1.54; 
9% ft. 15-ga., $1.60; 9 ft. 14-ga., $1.75; 
9% ft. 14-ga., $1.85; 10 ft. 14-ga., $1.97. 


CLIPPING AND SHEARING MA- 
CHINES.—Demand fair for machines 
and parts; no change in prices. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1, clipping ma- 
chine, $12.75 list; one-man power 
shearing oy $21 list; top plates, 
No. 90 and No. 0, $1. 25 each list; 
eg plates, No 99 and No. 361 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Rainy weather has retarded 
outside work somewhat, and demand 
has not been as heavy as before; prices 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in., eaves trough, 
$4.50 per 100 0 ft.: 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft.; 3-in., corrugated conductor el- 
bows, $1.51 per doz. 


GALVANIZED WARE.—Pails and tubs 


this fact is taken into consideration to some extent when 
forecasting the immediate future of business. 
Undoubtedly there is some curtailment of manufactur- 
ing lines, and the employment situation is somewhat un- 
satisfactory. However, the building situation continues 
active, and demand for hardware and furnishings is good 
from this source. 
credit, and as a result collections are slower than for some 


There has been some tightening up of 


Very few price changes are being made, although some 
of the buyers are expecting announcements within the 
next week or two. 


moving in satisfactory volume, and an 
improved demand for garbage cans. 
Prices unchanged; stocks good. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-qt, $3.60 per doz.; 
spraspes tubs, No. 1, $6.80 per doz.; 

, $7.60 per doz.; No. 3, $8.85 per 
ad 
GARDEN HOSE.—Demand backward, 
but fine weather will undoubtedly create 
much business. Prices steady; stocks 
in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Leader brand, coupled hose, 
1% in., 9c. ft.; % -in., 10%c. ft.; Silver 
King, Yy- in., 10c. ft.; 5-in., lie. _ ®: 


%-in., 12 ee, ft. Continuous length, 
single grade, %-in., 8%c. ft.; %-in., 
10c. ft.; %-in., Sg ar os —- 
grade, %-in., | Ae ; 5-in., ‘4. 
%-in., 12%c. ft. 


GLASS (WIN maieni iin business 
still coming out; sales on the whole 
satisfactory; prices unchanged. 
We quote from Cincinnati jobbers’ 
stocks: Single and double strength 


A, first three brackets, 86 per cent 
discount; over first three brackets, 
84 per cent discount; double strength 
A, 85 per cent discount; double 
strength B, 87 per cent discount. 


HAMMOCKS.—Demand picking up in 
anticipation of finer weather. No price 
changes; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Swing hammocks, $1.75 to 
$2.40 each, eae | to size; couch 
hammocks, $3.75 and $4.50 each. 


Reading matter continued on page 90 
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‘Profit ? Yes; and Mop Wringers 
saipasthhhe, hel | Sree 


WITH 
YEAR-’ROUND 
PROFITS 

FOR JOBBER 
AND DEALER 


“Derby Pulthru”’ Every demand for 














are what you get when selling the 
“SIMPLEX” and “GEM” Tapes 





high grade Mo 
No. 14 with 14 Quart Pail. Wiotnaens ‘oii ade wi 
No. 16 with 22 Quart Pail. 5 a 

Allows full water capacity. | from our complete 
Hard Rollers of maple over line of Twenty-seven 
top of Pail, with one piece patterns. These in- 
steel mop guard, to prevent 


clude Mopping 


mop ends from catching in = 





Roller Axles. -Trucks and House- 





hold and _ Janitors 
Mop Wringers. 





The “SIMPLEX” is sturdy and well made, with %-inch 

simplified-reading black finish steel ribbon divided 12ths 

of feet, and steel lined case covered with durable imita- 
tion leather, hand sewed. 

Length List Length List 

No. 5232A, 25 feet, $4.20 No. 5232E, 75 feet, $6.85 

"i FF ~*~ 32 “ 5232F, 100 “ 8.75 


There is a constant demand for these items. 
Every home, office, garage or factory throughout 
the land will, at some time, be in the market for 
a Mop Wringer. Unlike a great number of 
Hardware lines, mop wringers sell all year ‘round. 


We will be glad to offer suggestions for increas- 
ing your mop wringer sales. 


Consult us. Our twenty-four years’ experience 
is at your service. 


No. 18—12 Quart. 
No. 20—14 Quart. 


Furnished with Galvanized 
Pail. Note the Boller pat- 
ented Feature. 


The Frame carries the 
load and pressure. 





plified-reading black finish steel ribbon divided 12ths of 
feet, and steel case with brown leathery finish. As an 
economical substitute for metallic tapes it is unequaled. 





‘“‘Household Pulthru’’ 


The “GEM” is light, compact, durable, with %-inch sim- 





Length List Length iAVJist - 
No. 5282A, 25 feet, $2.60  No.5282E, 75 feet, $4.00 ale 
" Fae 3 * ase “* 5282F, 100 “ 5.00 
Net Prices and Circulars on Request PETERP) 
EUGENE DIETZGEN CO. jOLLER] JACHINE | 
Right goods at right prices 126-128 N. Curtis St. Chicago, Ill. 
continuously since Year 1885 SALES REPRESENTATIVES: 

Branches Philadelphia Washington SAN FRANCISCO LOS ANGELES DALLAS 
Chicago New York x Thayer & Bower Thayer & Bower F. L. Glover & Co. 
New Orleans Pittsburgh ee 845 Monadnock Bldg. 923 E. 3rd St. 1322% Commerce St. 
San Francisco Chicago, Illinots NEW YORK, N. Y. BOSTON DENVER 

Hardware Service Co. 4. Oppenheim Sales Co. J. H. Morrison 





132 Nassau St. 453 Washington St. 306 Sugar Bldg. 
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HAMES. — Manufacturers have an- 
nounced reduction of 20 per cent, ef- 
fective at once, and jobbers will change 
prices accordingly. 

HAMMERS AND HATCHETS.—Prices 
have declined sharply, and this is hailed 
with genuine satisfaction in the trade. 
Demand fair; stocks ample. 

We quote from Cincinnati jobbers’ 


stocks: Hatchets No. 2961, $11.20 doz.; 
hammers, No. 81, $10.50 doz.; Boy 
Scout axes, $11.50 doz. 


HANDLES (AGRICULTURAL). — De- 
mand fairly active; prices unchanged; 
stocks in good shape. 

We quote from Cincinnati cing 4 


stocks: Hay fork handles, 5% 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.; 7 ft. straight, $6.50 doz.; 5 


ft. bent, $3.35 doz.; 5% ft. bent, $3.95 
doz.; 6 ft. bent, $5 doz.; Long manure 
forks, $2.85 doz.; D- shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


ICE CREAM FREEZERS.—Demand 
picking up as summer approaches, and 
sales past week or two satisfactory; 
no price changes. 


We quote from Cincinnati jobbers’ 
stocks: White Mountain, 1-qt., $4.85 
list; 2-qt., $5.65 list; 3-at., $6. 15 list; 
4-qt., $8.25 list; 6-qt., $10.45 list; 8-qt., 
$13.50 list; 10-qt., $18 list; 12-at., 
21.55 list; 15-qt., $25.60 list; 20-qt., 
$33.20 list; 25-qt., $42.60 list; Arctic, 
l-qt., $4 list; 2-qt., $4.60 list; 3-qt., 
$5.55 list; 4-qt., $6.80 list; 6-qt., $8.60 
list; 8-qt., $11.10 list. All of the above 
less 50 per cent discount. 


LANTERNS.—Some demand for con- 
tractors’ lanterns, but little forward 
business coming in; prices. steady; 
stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.; 
Supreme, No. 240, $12.75 doz.; 130 
Midget vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $8 doz. 
Monarch, ruby glow, $10 doz. ; D-Lite, 
$13 doz.; Little Wizard $8.50 doz.; 
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Blizzard, No. 2, $13 doz.; Blizzard, 
brass fount and top, $18 doz.; Buck- 
eye Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 


LAWN MOWERS.—Jobbers reordering 
to take care of late buyers. Sales to 
date have been heavy; prices un- 
changed. 


We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 
$5.75 each; 14-in., $6 each; 16-in., 
$6.25 each: better grade, 12-in., $7; 
14-in., $7.25; 16-in., $7.50; cheap bali 
bearing, 14-in., $7.75; 16-in., $8; reg- 
ular ball bearing, 14-in., ; 16-in., 
$9.55; 18-in., $9.75; high- -heel ball 
bearing, 14-in., $10.25; 16-in., $10.65; 


18-in., $11; high grade, ball bearing, 
with 5 knives, 16-in., $12.75; 18-in., 
$13.50; 20-in., $14.25. 


NAILS.—Mills have reduced prices 10 
cents per keg, but no changes in jobbers 
quotations as this was anticipated; 
warehouse prices were cut several 
weeks ago; demand fair; stocks in fair 
shape. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.40 per 
keg base; cement coated nails, $3 per 
keg base. 


PAINTS AND OILS.—Spring business 
heavy; sales continuing good; prices 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single bar- 
rels, $1 per gal.; turpentine, single 
barrels, $1.05 per gal.; white and red 
lead, 15%c. per Ib. 

ROLLER SKATES.—Sales entirely sat- 
isfactory; prices unchanged; adequate 
stocks. 


We quote from Cincinnati jobbers’ 


stocks: Ball bearing, No. 4, 1.60 
pair; No. 5, $1.60 pair; No. 6, 1.70 
pair. 


ROOFING PAPER. — Local jobbers 
have advanced prices slightly, follow- 
ing advances made by manufacturers 
some weeks ago. Demand is fair; 
stocks adequate. 
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We quote from Cincinnati jobbers’ 
stocks: Standard, brand, light, $1.25; 
medium, $1.50; heavy, $1.80; Holdfast 


brand, light, $1.50; medium, $1.75; 
tye 2.10. Slate surface roofing, 


ROPE.—Demand fair; prices steady; 
stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Best grades Manila, 1%c. Ib.; 
sisal, 13%c. per Ib. 


SHOT.—Manufacturers have announced 
another cut of 10 cents per bag, and 
local jobbers have put it into effect. 


We quote from Cincinnati jobbers 
stocks: Regular grade, $2.15 per bag; 
air rifle shot, $2.70 per bag. 


SASH CORD AND SASH WEIGHTS. 
—Demand fair; prices steady; stocks 
ample. 


We quote from Cincinnati jobbers’ 
stocks: Best grades sash cord, 34c. 
lb.; medium grades, 48c. lb.; cast 
iron sash weights, $2.50 per 100 Ib. 


WIRECLOTH.—Current sales some- 
what improved; prices fairly steady; 
stocks fairly good. 


We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $2.10 per 100 sq. ft.; opal, $2.65 
per 100 sq. ft. 


WHEELBARROWS. — Heavy demand 
for wheelbarrows continues; prices 
steady; stocks badly broken. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, stee! 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 


WRENCHES.—Fair demand; prices un- 
changed; stocks in good shape. 


We quote from Cincinnati oor? 
stocks: Agricultural wrenches, 60 off 
Coes wrenches, 40 and 10 off; Still- 
son, 60 off; Trimo, 60 off; Snap-on 
wrenches, No. 101, Master “yg 
$15.25 each; 202, heavy du 
$8.80 each; No. 404 Piexipie 
socket sets, $8.75 each; No. 505B 
screwdriver sets, $3.40 each: less 40 
per cent on all Snap-on wrenches, 
f.o.b. Milwaukee. 











USE "EM YOURSELF TO SELL ’EM 


HE slogan “Use ’Em Yourself to Sell ’Em” seems to be spreading through- 
out the hardware business. As a sales idea it is practicable and as a sales 
argument it is convincing. : 


George Schuele, Jr., vice-president and secretary of the Bomar-Summers 
Hardware Co., Inc., Louisville, Ky., says in this connection: 


“T can safely say that it is a pleasure to recommend any tool or appliance that 
I have used personally, being, of course, in a better position to do so because 
of having used the article. 


“However, our entire line could not be sold in this manner, as there are 
many items which we naturally recommend with enthusiasm, but which we do 
not ourselves have occasion to use.” 


Mr. Schuele’s point is well taken, and it would be impracticable for a hard- 
ware merchant to use everything that he sells. 
sells household goods, and auto accessories, and sporting goods, to mention 
but three important lines, he is not doing himself nor his business justice if 
he neglects to use the articles that he sells, and to use that as one of his 
strongest talking points when selling. Try it and see if it isn’t so. 


But for the merchant who 

















Reading matter continued on page 92 
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PHILADELPHIA 


Verdict Sustained i 


ao 





| Over fifty-five years ago the Genuine 

“PHILADELPHIA ’? Lawn Mower 

: was given its first trial. The jury was the 

American public. The verdict was: “A thor- 
oughly successful lawn mower.” . 

The genuine “ PHILADELPHIA ’’ 

Lawn Mower has bcen on trial each year 

ever since and the public has always ren- 

dered the same verdict. That is why it is 

easy to sell. 
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Motor Mowers— 
30” Walking Type 
30” Riding Type 
40” Riding Type 
Combination Roller and Lawn Mower 














Made with Vanadium Crucible Steel Blades, the toughest 
steel known; bearings bored with rifle barrel accuracy and 
every part reflecting the long experience and pains- 
taking care that has always characterized Genuine 


“ PHILADELPHIA’? Lawn Mowers. Now made 


in styles for every requirement including— 


gl ‘Graham’”’ and 

All teel 
SR ME. Inde- 
structible 








3 Motor 
Send for Complete Catalog and Discount Sheet NOW. 
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THE PHILADELPHIA LAWN MOWER CO. 


31st and CHESTNUT STREETS, PHILADELPHIA, PA. 


“The original people in the Lawn Mower Business since 1869” 


\> 
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TREMONT NAILS 


Scientifically Designed 


Tremont Hardened Steel Cut Nails win the approval of 
carpenters and all who use them because the carefully, 
tempered high carbon steel from which they are made 
will not bend or twist while being driven. Tremont 
Hardened Steel Cut Nails are scientifically designed to 
shear their way into the wood with the grain in a manner 
that assures the strongest possible grip. 


The best you can buy and the best you can sell is the 
Tremont Brand. 





Tremont Nail Comp 
205 Lincoln Street 





Boston, Mass. 





TRADE MARK 
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Seasonal Goods and Auto Accessories 
Sales Improve in Twin Cities District 


(Minneapolis office of HARDWARE AGE) 
USINESS conditions in general remain about the 
B same as for the past few weeks, inclement weather 
continues to hamper sales of spring merchandise. 
While it is true that sales would not be brisk even with 
good weather, the combination of bad weather and general 


AXES.—Sales fair; stocks good; prices 
steady. 

We quote from 

f.o.b. Twin Cities: 


base weights, $14; 
base weights, 


BOLTS.—Demand for bolts continues 
fairly good; stocks ample; prices not 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts, 50-10 per cent; small 
and large machine bolts, 50-10-10 
per cent from lists; stove bolts, 70 
per cent; lag screws, 60 per cent 
from lists. 


BRADS.—Sales continue good; stocks 
ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire bards in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—Sales are 
good, taken as a whole, although made 
up of many small orders. There is not 
so much large construction work as 
last season. 


CHURNS.—Sales about average; 
stocks good; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40 per cent from list. 


COASTER WAGONS.—Retail sales re- 
main good; stocks good; prices show 
no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each: No. 
63, $7.22 each. Overland coaster wag- 
ons, 33% per cent from factory lists; 
all steel coaster wagons, 50 per cent 
from list. 


EAVES TROUGH, CONDUCTOR 

PIPE AND ELBOWS.—Sales good for 

replacement and repair work; stocks 

ample; prices show no change. 

We quote from jobbers’ 

f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100 
ft.; 3-in., 28- -gage conductor pipe, 
$5.40 per 100 ft.; 3- -in., conductor el- 
bows, $1.73 per ‘doz. 


FIELD FENCE.—Sales continue fair; 
stocks good; prices not firm. 


We quote from jobbers’ 
f.o.b. Twin Cities: Field fence, 
per cent from lists. 


FILES.— Demand continues fairly 
good; stocks good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent: second grades of 
files, 60 per cent from standard lists. 


FREEZERS.—Weather _ conditions 
hampering demand; stocks good; prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent from 
lists: Alaska freezers, 20-10 per cent 


from lists; Auto Vacuum freezers, 
33% per cent from lists. 


jobbers’ stocks, 
Single bit axes, 
double bit axes, 


stocks, 


stocks, 
56% 


the year. 
GALVANIZED WIRE.—Sales_ good, 


general conditions considered; prices 
stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 
galvanized tubs, $6.85; No. 2, $7.75; 


_ 3, 95; Heavy galvanized tubs, 
$12; No. 2, 13.25; No. 

sid 50: _ Standara galvanized ‘pails, 10- 

33.65 12-qt., $2.90; 14-qt., $3. 20; 


35 ‘at., ie pails, $5; 18-qt., $5.75 
per doz. 


HAMMERS AND HATCHETS.—Sales 
continue fairly good. Recent manufac- 
turers’ changes have not as yet been 
announced by the jobbers. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HF81, $12; Riverside No. 12; 
Plumb Broad Hatchet No. 2, $17. 15: 





My Ma She 
Takes No Tips 


My Pa looking at the paper 
says to my Ma what a feller 
he knows told him he gave his 
wife a good tip "bout how some 
stores lop off a few cents on 
the price like 97 cents ’stead 
of a dollar and if you know 
which you’re buying it runs up 
to quite a bit of saving. And 
my Ma she just laffs and says 
that feller ought to run a house 
a while and see how smart, he 
isn’t. And my Ma says she’s 
no hat check girl nor manicure 
what has to get a tip of maybe 
two three cents. She’s willing 
to pay a dollar for a dollar’s 
worth every time, and if stores 
that give real money’s worth do 
have a sale then she knows 
she’s getting a right down re- 
duction. She says she’s satisfied 
with what she buys at the hard- 
ware store for she can depend 
on it being what she’s expected 
and that she ain’t going to go 
gallivantin’ round to no_ store 
man what cuts prices a bit just 
to get her away from a good 
store and that’s why My Ma 
She Takes No Tips. 














conditions make sales slow. 

Sales of automobile accessories and supplies are good, 
considering general conditions. 
merchandise are showing a steady improvement, but are 
not selling as rapidly as they usually do at this time of 


Sales of strictly spring 


Plumb shingling No. Pe 1, ae Plumb 
claw No. 2, $14.40 Z. 


HOSE.—tThere is rl ‘Ginel for 
garden hose, but not as good as it 
should be; stocks ample; prices as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply garden hose, 10%c. per ft.; 
%4-in, molded hose, 12c. per ft.: 
5,-in. hose about lc. less. 


LANTERNS.—Demand continues fair; 
stocks good; prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
~ Pe meee 7 4 lanterns a 210, $7.75 

doz. ; 240, $12.75 per doz.; 
No. 130 Midget vehicle ae +, $17 
per doz. 


LAWN MOWERS.—Demand opening 
up slowly; stocks ample; prices steady. 


= quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mow- 
ers in ordinary grades, $9 to $10.50 
each, according to quality. 


MILK CANS.—Sales continue good; 
stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad milk 
cans, 5-gal., ¥, 60 each; 8-gal., $3.10 


each; 10-gal., $3.20 each. 
NAILS.—Good, steady demand; stocks 
good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg base; cement 
coated nails, $3.40 per keg base. 


PAINTS.—Weather conditions consid- 
ered, sales of paints are good; stocks 
ample; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.;. best 
white lead, $12.83 per cwt. 


POULTRY NETTING.—Demand good; 
stocks good; prices stationary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon Poultry 
ee 45-5 per cent from standard 
ists. 

ROPE.—Sales considered good; prices 
unchanged. 

We quote from jobbers’ 
f.o.b. Twin Cities: 


manila rope, 19% cents 
ae of sisal rope, 16 


stocks, 


cents per 


SANDPAPER.—Sales of fairly good 
volume; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
per ream, $5.85; second grade No. 1 
per ream, $5.25: Garnet paper No. 1 
per ream, $16.50. 


SCREWS.—Sales about average in a 
retail way; stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 


Reading matter continued on page 94 
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SCREW 
PRODUCTS 











There is a deep significance in the general dis- 
position to refer to the name “Warren” as a 
synonym for all that is desirable in Hardware 
Fixtures. It means far more than anything 
we can say of Warren Fixtures—more than 
any detailed description. 





Wood Screws—Macnine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 

This is a natural development, for the basic 

idea, general outline, measurements and de- 

signs of Warren Fixtures are not mere 
theories, but represent mature judgment and 
practical hardware experience — experience 


every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 





—Jack, Safety, Plumb- gained through co-operation with thousands 
ers, Register, Sash and of hardware merchants during the past twenty- 
Ladder Chains. seven years in working out their problems of 





store arrangement, 


Thus, every mercharit who owns Warren 
Fixtures is certain of not only having made 
the wisest possible investment, but he receives 
added satisfaction in the fact that his fixtures 
are recognized and known as the ultimate in 
fixture excellence. 


We shall be pleased to 


furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street, 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 


t : $= 
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Profit by this experience. Put your 
store planning problem up to us. 


J.D. WARREN MFG. CO. 


159 N. State Street Chicago, Ill. 
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blued screws, 72% per cent; flat 
head, japanned, 67% per cent; flat 
head, brass screws, 70 per cent; 
round head brass, 67% per cent. 


TRANSPARENT WARE.—Sales con- 
tinue good; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1.11 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.; 
No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.: No. 12 tea pots, 
2-cup, $1.67 each; No. 24 tea pots, 
4-cup, $2 each; No. 36 tea pots, 6- 
cup, $2.33. 


SASH CORD.—Fairly good demand; 
stocks ample; prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8 
86c. per Ib.; ordinary grades No. 8, 
56c. per Ib. 

SASH WEIGHTS.—Fairly good sales; 
stocks good; prices firm. 

We uote from jobbers’ stocks, 
f.o.b. win Cities: Sash weights, 
$2.50 per cwt. 

SOLDER. — Slower demand; market 
continues weak; prices show no change 
since decline in last issue. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 34c. per Ib. 

STEEL SHEETS.— Fair demand; 
stocks good; prices depend more or less 
on quantity. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 
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steel sheets, $5.95 per cwt.; 28-gage 
black steel sheets, $5.05 per cwt. 


TIN PLATE.—Sales good, conditions 
considered; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, fur- 
nace coke, ICL 20 x 28, $14.75 per 
box; roofing tin IC 20 x 28, 8-lb. coat- 
ing, $14.25 per box. 


WHEELBARROWS. — Demand fairly 
good, but not as active as had been 
anticipated; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Woodstave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel No. 1, $6.75 
wood garden barrows, $6.25 each. 


WINDOW SCREENS AND SCREEN 
DOORS.—Because of weather condi- 
tions, sales have been very slow in 
opening up; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extension, $6.50 
per doz.; common screen doors, 2-8 
x 6-8, $28.20 per doz.; fancy screen 
doors, 2-8 x 6-8, $32.30 per doz. 


WIRE.—Sales not opening up as well 
as expected because of financial condi- 
tions in the farming communities. 
Stocks good; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog wire, 
$4.25; smooth black annealed, No. 9 
$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 
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WIRE CLOTH.—Sales developing 
more slowly than customarily at this 
time of the year. Stocks good; prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth 
12 x 12 mesh, $2.20 per 100 sq. ft.; 
galvanized cloth 12 x 12 mesh, $2.70 
per 100 sq. ft 


WRENCHES.—Demand continues fair- 
ly good in all lines, but more especially 
automobile wrenches. Stocks good; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 65 per cent; Coes wrench- 
es, 40-10 per cent; engineers’ wrench- 
es, 6214 per cent from new lists; knife 
handle wrenches, 40-10 per cent; 
Stillson and Trimo wrenches, 60 per 
cent; Snap-on wrenches in _ sets, 
Master Service No. 101, $15.25; No. 
202, $8.80; No. 404, $8.75; No. 505B, 
$3.40 less 40 per cent f.o.b. Milwau- 
kee. 





Bayless Mfg. Co. Issues New 
Catalog Sheets 


In accordance with the tendency on 
the part of some hardware and mill 
supply wholesalers toward a standard- 
ized form of catalog, Bayless Mfg. Co., 
Memphis, Tenn., has recently issued 
sheets in the prescribed form, illustrat- 
ing its hickory tool handles, cant hook 
i.andles and boat hooks. 





Forty Years of Hardware 


(Continued from page 53) 








in a most dignified and proper manner. In leaving 
us they will in no sense weaken or impair the 
strong friendship and esteem that we hold for 
them. In their respective positions they have been 
eminently satisfactory to this company and have 
contributed their full share in its upbuilding, and 
now that they have decided to separate from the 
parent tree and become competitors instead of co- 
workers, we feel sure that they will be, not only 
honorable and generous competitors, but in every 
sense of the word, strong friends of this company 
as they have always been before. 

“While we shall, of course, actively compete with 
each other, yet we shall try to set an example to 
the world of most generous friendship in the daily 
competition of business life, and whenever for any 
reason we cannot sell a desirable party, we shall 
hope that they will be able to sell him. 

“When you speak of the new concern, we want 
you to do so in terms of respect, good-will and 
friendship, which are certainly the sentiments en- 
tertained for them by this company.” 


My Letter to the Simmons Salesmen 


Here are some extracts from my epistle: 

“This step has been taken only after the most 
careful consideration. It is with the deepest regret 
that I sever my relations with the officers, salesmen 
and employees of this company. I have nothing 
but good words to say for the Simmons Hardware 
Company. I believe in the new business 
there is for me a broader field of opportunity than 
in my present position.” 


“T have always taken a great joy in doing things 
THAT COUNT. I always preferred working up a 
new territory to simply holding and gradually 
increasing the results from one well established.” 

“No man that I ever knew can approach E. C. 
Simmons in his grasp not only of the broad general 
principles of business, but also its minutest de- 
tails. He has a wonderful power of imparting 
enthusiasm and encouragement to others. He has 
been a constant inspiration to me for the twenty 
years I have been in this business, and I am sure 
that the close contact I have had with him will 
have great influence upon me for the rest of my 
life.” 

“IT take this opportunity to make to him my 
grateful acknowledgments for all he has done for 
me. I consider that Fate was very kind when, as 
a boy, she placed me under his direction. One of 
the things that somewhat softens the sorrow of 
parting from this company is that I will carry 
with me the good-will and friendship of E. C. 
Simmons,” 

As I read this letter today, and it is a rather long 
one, I am impressed with its rawness. On the other 
hand, what would I not give to be back today at the 
time and the age and under the conditions when |] 
wrote that letter! Alas, time plays no favorites! 

This letter of mine in spots is quite sentimental. 
At that time the world had not knocked me about 
quite as much as it has since. I guess it is rather 
hard to preserve one’s sentimentality for forty years 
in business. Probably we are more or less warped, 


Reading matter continued on page 96 
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The Customer Who Doesn’t Care 


He usually refers to everything as “that stuff.” 


Hardware Cloth is no exception. We can’t expect a man 
to be an expert in every line of endeavor. He knows just 
what he wants and what he wants to use it for, but he’s 
not particular. 


Be sure of that customer! He is a good prospect or a 
“sore loser’ —depending upon what is sold him. 


“Perfect” Hardware Cloth is the pivot of friendly rela- 
tions. 


Your Jobber Carries “Perfect.” 
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LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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> = sco Tackle Blocks stand the gaff of ready, 


profitable, retail sale requirements, because they have 
been built to stand the gaff of hard usage. The entire 
Mapesco line is a profit-making; sales producer. 

The many exclusive Mapesco features, such as the 
Countersunk Nut, which can’t unscrew, and the 
Countersunk Cotter, which can’t drop out, make 
the entire line favorably regarded by the consumer. 

It pays to buy tackle blocks that embody Mapesco 
exclusive superiorities. 

Send for your copy of our new 1924 catalogue, 
and prepare to put the Mapesco line to work build- 
ing profits for you. 


MARINE DECKING & SUPPLY COMPANY 
Tackle Block Department, Factory and Sales Office, EASTON, PA, 


SCC TackleBlocks |" 
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not by the hard things we are compelled to endure, 
but by the constant repetition of little disappoint- 
ments and, of course, when I say this, I mean that 
the greatest number of little disappointments are our 
disappointments with ourselves. We are constantly 
discouraged by our own performance. When we 
measure up what we have done with our ideals of 
what we should do, we realize our own weakness 
and shortcomings. This, I think, is really the worst 
thing that the passing years do to one. The years 
bring us face to face with ourselves—that is the 
tragedy! 
The Conclusion 


However, here is the end of my letter to the Sim- 
mons salesmen. This is the finish of twenty years’ 
hard work. I do at least take credit for having 
worked hard. I worked like a galley-slave for the 
Simmons Hardware Company: 

“Now I must say good-bye. Again I repeat that 
you have my heartfelt best wishes for your pros- 
perity and happiness. There is a new era opening 
for me, and I will say to you frankly that while 
I go forward with a stout heart and with good 
courage, nevertheless I see clearly before me many 
hours of darkness and discouragement, but in a 
great country such as this and in great times such 
as these is it unreasonable for a body of men who 
know their business, who are simple, straightfor- 
ward and honest in their purpose, to look forward 
to attaining at least a fair measure of success?” 


Yes, even after twenty-three years of hard knocks, 

I must admit to myself that that is a pretty good 
closing paragraph. Now, of course, all of you 
knockers will say I am egotistical. Please note that 
I am just referring to this one paragraph. If I had 
to re-write all of this farewell letter there is very 
much in it that I would change. A good deal of 
it, as I said before, is raw. It indicated a very raw 
state of mind, but now that I review these years I 
am inclined to think that the man who was needed 
for the job that I was taking also should have been 
a man with just exactly the same raw state of mind 
I see in this letter. 

I wonder if you understand me. Let me explain 
in concluding this article just what I mean. The 
other night several of us had a long session with a 
certain man we wished to employ as a sales manager 
for a certain corporation. Now this sales manager 
was full of pep and energy. You could tell from his 
appearance and manner that he was a very hard 
worker. He never sat still in his chair for a minute. 
As he talked he carried on a regular acrobatic per- 
formance. Now one of my associates remarked that 
this sales manager was pretty raw. “Yes,” I re- 
plied, “I haven’t any doubt that is true, but you must 
remember we have a raw job for him. You cannot 
whitewash a fence with a camel’s hair brush.” 


What the Papers Said 


The following is an extract written at the time 
by a local newspaper in St. Louis: 


“New Blood for Old Concern 


“The report that the formation of the Norvell- 
Shapleigh Hardware Company was, in reality, an 
absorption of the Shapleigh concern by the Sim- 
mons company was denied by all parties interested. 
The Simmons Hardware Company will have no 
connection whatever with the Norvell-Shapleigh 
Hardware Company, which will be its competitor. 
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Not one share of stock in the new firm will be 
offered for sale, all of it having been subscribed 
in advance. The new firm is, more strictly, the 
old A. F. Shapleigh Hardware Company with a 
large influx of new blood. All the men interested 
in the concern are young, only one, Mr. Richard 
Shapleigh, being more than forty years old. 

“The reason for this enlargement of the hard- 
ware interests of St. Louis is found in the in- 
creased trade of this city with the South and West, 
and the increasing industrial activity of the section 
of which St. Louis is the metropolis. Experts in 
the hardware business saw an opportunity, which 
they were not slow to grasp. The increased capital 
of the new firm, with the great business experience 
of its promoters, they hope will do much toward 
bringing a great part of the business of the South- 
west to this city. 

“Mr. Norvell, president of the new firm, was not 
the originator of the scheme. The deal was en- 
gineered by Harry B. Gordon, who will be secretary 
of the new firm. After the preliminaries had 
been arranged, he called upon Mr. Norvell, asking 
him, in view of his great experience, to accept 
the presidency. This Mr. Norvell agreed to do. 


Tribute for Mr. Norvell 


“In speaking of the departure of employees of 
the Simmons Hardware Company Thursday, I. W. 
Morton, advisory director of the Simmons com- 
pany, said: 

““Mr. Norvell leaves our company for business 
reasons only. He feels that, as president of the 
new organization, he will individually have a wider 
field for business success. He has been associated 
with us for a great many years, and from a very 
minor position has gradually worked his way up 
to his present position of third vice-president. We 
regret to have him part company with us, not alone 
on account of a severance of business relations, 
but also for personal reasons, as our relations 
have been most cordial and friendly. The others 
who go with him are all valued employees and they 
carry with them our sincere wish for their suc- 
cess.’ 

Mr. Shapleigh on the Deal 


“Mr. Alfred Shapleigh said: ‘The business of 
the A. F. Shapleigh Hardware Company began in 
1843, when A. F. Shapleigh, Sr., came to St. Louis 
from Philadelphia to open a branch house for 
Rogers Bros. of Philadelphia. Within a few years 
he bought out the Rogers Bros.’ interests, and 
from that time until the present has held a con- 
trolling interest in the business, under the various 
names of Rogers Bros. & Co., Shapleigh, Day & 
Co., A. F. Shapleigh & Co., A. F. Shapleigh & 
Cantwell Hardware Company, and A. F. Shapleigh 
Hardware Company, which is capitalized for 
$500,000. 

“Since the recent death of Frank Shapleigh, 
former vice-president of our company, we have 
considered the advisability of making changes in 
the business which would add to its volume and 
also tend to its perpetuity. The opportunity of 
making a connection with the above-named gentle- 
men came through H. B. Gordon, and we were glad 
to enter into an association with them. We are 
warranted in believing that the new company will 
meet with success.’ ” 


(To be continued) 


Reading matter continued on page 98 
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DO YOU BUY 
IN A 1000 HANDLES? 


IRST—you buy a natural product, and 
surely none can be better than Kentucky 
and Tennessee Hickory. 


Second—you buy the personal element in grad- 
ing which, as always is the case, depends upon 
the integrity of the firm back of the grading. 


Thirdly—you buy manufacturing methods, de- 
pendable, improved, or new as the case may be. 


Fourthly—you buy service in stocking, and 
shipping, and general all-around handling of 
your varied requirements. 


Surely the above defines what Turner, Day & 
Woolworth has to offer. We are certain it 
does. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 


DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 


Turner, Day & Woolworth 
Handle Co. 


Incorporated 
Louisville Kentucky 


“Since 1855”’ 
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Selling the Wrench Sets with cold- 


drawn sockets comes natural 


enough to hardware men who ve 


handled the cold-drawn Set 


Screws. 


They've known from experience 
how “Allens” stop set screw com- 
plaints; they know their experi- 
ence will be repeated in the way 
“Allens” end wrench complaints. 


But if you never have handled 
Allen Set Screws—if the screws 
haven't sold you the wrenches— 
were just assure that the 
wrenches will sell you the set 
screws, given a trial. 


THE ALLEN MFG. Co. 


139 Sheldon St., Hartford, Conn. 


Hollow Screws and Socket Wrenches 
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Why Sit Waiting for the 
Ship to Come In?? 


The Hopes of Yesterday are 
the Opportunities of Today. 
Enterprise is the Harbor 
light that guides the Ship of 
Success. Modern, high class 
means are the secret of “put- 
ting it across.” Use them! 


HARDWARE ACE CLASSIFIED 
OPPORTUNITIES offer the me- 
dium through which Hard- 
ware Men meet each week. 
Its pages of personal contact 
deliver the message to those 
who look for you and your 
offer. It is an open door of 
over one million copies a 
year to an attentive audience 
of paid subscribers. 


When you “want” new 
sales representatives 


When you “want” to in- 
crease you sales force 
or expand territory— 


If you “want” experienced 


help or desire to locate 
a responsible business 
partner— 


If you are in the market 
for a new store or 
“want” to sell a store— 


Or are looking for a 
position— 


The columns of your Business 
Paper will best serve your end. 
It is a sure course when you want 
quick results. 


Don’t wait for the ship to come 
in. Get aboard with us and bring’ 
it in yourself. 


Refer to the back of this issue 
right now. Rates are there and 
examples for wording your ads. 


ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 


HARDWARE AGE 
239 W. 39th St., New York 
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Washington News 


(Continued from page 56) 





The Liberal Government of Canada, 
headed by McKenzie King, has been 
forced by the so-called farmers’ party, 
which hold a balance of power in the 
Canadian Parliament, to make tariff 
reductions upon agricultural machinery 
and various other products required 
by the farmers. 

Canadian manufacturers naturally 
are alarmed and frankly concede that 
they have been caught napping by the 
agricultural progressives. The strength 
of the farmers’ movement was evident- 
ly under-estimated in Canada, as it has 
been in this country, but now that an 
accurate measure of its influence has 
been obtained the producers have gone 
to work in earnest to prevent further 
tariff reductions and to secure the re- 
storation of certain rates recently cut. 

In England the McDonald govern. 
ment has been working for the reduc- 
tion of duties on automobiles, machin- 
ery and other products which will no 
doubt encourage the exportation of 
these articles from the United States 
to all the leading British ports. The 
labor party in Great Britain does not 
appear to rely upon the protective 
policy for continued employment to the 
extent that we do in America but the 
action thus far taken in bringing about 
lower duties must be regarded as large- 
ly experimental. 


Hoover Issues Important Bulletin 


In this connection the Department of 
Commerce announces the publication 
of Bulletin 228 of the trade informa- 
tion series entitled “European Tariff 
Policies Since the War.” This bulletin 
has been compiled by Henry Chalmers, 
chief of the Division of Foreign 
Tariffs, who went abroad last fall to 
make a first-hand study of the situ- 
ation in the principal countries of 
Western and Central Europe. Mr. 
Chalmers’ observations indicate, that a 
strong reaction has set in from the 
high point of extreme tariff measures 
and restrictions on foreign trade. 

Whether by direct governmental ac- 
tion, by means of the increasing num- 
ber of treaty negotiations, or by inter- 
national conferences, the tendency 
seems to be toward more moderate 
duties, the easing up of import and ex- 
port restrictions, and the general re- 
building of international trade _ re- 


lations on a somewhat more liberal’ 


basis than had marked the early years 
following the war. 

In addition to the analysis of present 
European tendencies in this field, this 
pamphlet presents a review of the out- 
standing tariff changes and other meas- 
ures of foreign-trade control adopted 
by the principal countries of Europe 
during the five years since the close 
of the war. There can, of course, be 
no attempt to quote specific regulations 
or precise duties as affecting individual 
products, but the Division of Foreigz. 
Tariffs is in a position to furnish, upon 
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definite request, information and advice 
on tariff problems affecting any com- 
modity in practically any country of 
the world. 


Pushing Postal Salaries Increase Bill 


A desperate effort will be made dur- 
ing the coming week to force through 
Congress the bill recently reported 
from the House Postoffice Committee 
making important increases in postal 
salaries, This bill, which differs some- 
what from a similar measure just 
passed by the Senate increases the 
compensation of about 70 per cent of 
the clerical force and most of the rail- 
way mail clerks approximately $300 
per annum and provides a $400 in- 
crease for railway mail clerks in 
charge. A differential of approximate- 
ly 16 per cent is also allowed night 
workers as compared with day 
workers. 

The postal salaries increase bill has 
a rocky road ahead of it. This is due 
not only to the urgency of other legis- 
lative demands but also because the 
Postmaster General regards the pro- 
posed increases as unreasonably large 
while the President is against any 
legislation increasing governmental ex- 
penses which does not provide addi- 
tional revenue for the purpose, 

The passage of the pending bill 
would produce an additional postal 
deficit ranging upwards of $70,000,000 
per annum, or approximately twice as 
much as would result from the enact- 
ment of Postmaster General New’s 
recommendations. 

It goes without saying that no 
changes in parcel post rates, second- 
class mail or any other feature of 
postal charges will be authorized at the 
present session. If the postal salary 
increase bill fails of enactment before 
the coming adjournment it is more 
than likely that Congress will take up 
the entire problem anew and at next 
winter’s session will present a bill em- 
bodying increased salaries and a pro- 
ject for meeting the prospective deficit 
by the authorization of higher postal 
charges. 

The House Committee on Interstate 
and Foreign Commerce has designated 
Representative Merritt of Connecticut, 
author of one of the price maintenance 
bills pending in the present House, as 
chairman of a special subcommittee in 
charge of misbranding and truth-in- 
fabric legislation. 

It is expected that this committee 
will evolve a compromise bill dealing 
with the entire misbranding question 
and the matter of correctly labeling 
merchandise in interstate commerce. 
The House committee has before it a 
number of measures that will be re- 
ferred to this subcommittee including 
the Barkley bill which has been pend- 
ing for the past six or eight years. 

If the subcommittee is able to evolve 
a satisfactory measure that will com- 
mand the unanimous support of its 
members it is more than likely that a 
comprehensive misbranding bill will be 
reported to the House by the full com. 
mittee early in the next session. 
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Supply and Machinery Ass’ns 
Meet in Cleveland 


(Continued from page 70) 


should restrict his advertising to direct 
mail and attractive catalogs. Those 
firms equipped to sell from coast to 
coast or desiring to develop such a ter- 
ritory should utilize national papers 
covering the field. 

The establishment of manufacturers’ 
branches in a jobber’s territory was 
considered a menace to dealer distribu- 
tion and was characterized as a factor 
which increased the manufacturer’s 
cost of operation without increasing 
his sales and at the same time limiting 
the sales possibilities of the stock car- 
rying jobber in that territory. 

New officers were elected at the 


Wednesday session. Officers for the 
coming year are: President, J. L. Pitts, 
Brown-Roberts Hardware and Supply 
Co., Alexandria, La.; first vice-presi- 
dent, George Winship, Fulton Supply 
Co., Atlanta, Ga.; second vice-presi- 
dent, L. J. Larzelere, Farquhar _Ma- 
chinery Co., Jacksonville, Fla.; secre- 
tary-treasurer, Alvin M. Smith, Smith- 
Courtenay Co., Richmond, Va. The ex- 
ecutive committee consists of James 
Biggs, Hardwick-Etter Co., Sherman, 
Tex., chairman; R. P, Lockett, E. M. 
Lockett Co., New Orleans, La.; W. E. 
Gilkerson, Bluefield Supply Co., Blue- 
field, W. Va., and J. B. Rice, Hyman 
Supply Co., Wilmington, N. C. 





American Supply and Machinery Manufacturers’ Association 


five industrial groups were formed 
within the American Supply and 
Machinery Manufacturers’ Associa- 
tion, chairmen were appointed and the 
sessions conducted under their direc- 
tion each afternoon. These were the 
combined meetings reported previous- 
ly. The groups were classified as Belt- 
ing and Transmission, General Sup- 
plies, Machinery and Equipment, Pipe 
Tools and Fittings, and Small Tools 
Group chairmen held an executive ses- 
sion Monday morning in company with 
the executive committee, 

The first general meeting for all 
American Association members was 
held Tuesday morning, May 20, at 
which time President Joseph M. Hottel, 
Delta File Works, Philadelphia, gave 
his annual address, paying tribute to 
the friendly convention spirit which he 
said prevailed. He said the group plan 
was proving itself a great success and 
expressed the hope that such a plan 
would be utilized at future conventions. 

Secretary-Treesurer Fred. Mit- 
chell read his report, which found the 
association’s affairs to be well ordered 
and in a healthy financial state. He 
urged that no discrimination be shown 
in the matter of cash discounts, saying 
it was unfair to grant concessions to 
one customer merely because he was a 
large buyer. Uniform discount con- 
tracts were advised in the interest of 
ethical business operation. On behalf 
of the organization, Mr. Mitchell ex- 
pressed 9 ag mages for the publicity 
accorded by the trade journals cover- 
ing the field. 


Robert B. Skinner of the Skinner 


Chuck Co., New Britain, Conn., report- 
ed as chairman of the membership com- 
mittee that there were thirty-five new 
members signed up, with the prospect 
of two more before the convention 
ended. 

Committee reports and the election 
of new officers took place at the 
Wednesday morning session. Officers 
elected to serve during the coming year 
are: President, John Ruf, I. B. Wil- 
liams & Sons, Dover, N. H.; first vice- 
president, H. D. North, Ferry Cap and 
Set Screw Co., Cleveland; second vice- 
president, W. R. Simpson, American 
Pulley Co., Philadelphia; third vice- 
president, Don S. Brisbin, Columbus- 
McKinnon Co., Columbus, Ohio; secre- 
tary-treasurer, Fred. D. Mitchell. 

Following the election of officers, re- 
tiring President Joseph M. Hottel was 
presented with a gold watch as a token 
of the members’ appreciation for his 
services to the association and their 
deep admiration of him as a business 
man. 

Dixon Williams, Chicago Nipple 
Mfg. Co., Chicago, paid a tribute to 
the retiring and incoming presidents 
and expressed the belief that the group 
plan started this year was a very effi- 
cient method. This opinion was also 
voiced by N. A. Gladding. E. C. 
Atkins & Co., Indianapolis, Ind. 
Charles Beaver, Yale & Towne Mfg. 
Co., Stamford, Conn., termed the con- 
vention a great success. 

The separate meetings of the Ameri- 
can Supply and Machinery Manufac- 
turers’ Association were executive ses- 
sions. 





New Galvanizing Process 


The development of a new process of 
galvanizing that is said to treble the 
life of woven wire fence is announced 
by the Page Steel & Wire Co. of Bridge- 
port, Conn. The new method is called 
“valvanizing after weaving.” The 
process applies a protecting coat of zinc 
to the fabricated wire that is five times 
heavier than that ordinarily obtainable. 

Formerly the wire of which fence 
was made was first galvanized and then 
woven into fence, and due to the fact 
that considerable mechanical operations 


were performed, the thickness of the 
zine coating was definitely limited. 

In. the “galvanizing after weaving” 
method the mechanical operations are 
all performed first and the fabric is 
then galvanized, thus permitting the 
application of a “super-heavy” coating 
of zinc. In service tests, wire bearing 
the thickness of coating that is applied 
by the new method has successfully 
withstood exposure in New England 
for more than seven years. It is point- 
ed out that, inasmuch as the “gal- 
vanized after weaving” method trebles 
the life of fence, it reduces service 
costs about two-thirds for the user. 
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Lemon 
Squeezer 


Here’s a Lemon Squeezer that is built for 
long and constant use. Glass cup is remov- 
able and non-corrosive—may be used alone as 
a juice extractor. There are real profits in 
Arcade’s complete line of seasonable hard- 
ware items. 

Write for Catalog No. 30-C showing complete 
line of hardware and toys. Your jobber will 
supply you. 

ARCADE MANUFACTURING CO. 
Freeport, Ulinois 


ARCADE 


HARDWARE 
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Reading matter continued on page 100 
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Monta Reel Protects Hose 


The MontaReel, made by the Monta- 
gue Mfg. Co., Grand Rapids, Mich., 
simplifies the care for and handling of 
garden hose, and its practical labor- 
saving features should make it a 


a ie 
Me ~. ‘ 2% 


popular item with householders. The 
reel, which has a capacity of more than 
one hundred feet of 34 in. hose, is made 
with either portable or wall mountirg. 
As may be seen from the accompanying 
illustration, a conecting hose couples 





the reel to the faucet, and permits the 
use of any length desired without un- 
reeling the whole hose. 

The portable MontaReel is on a steel 
carriage and fitted with two rubber 
tired wheels. It can be moved from 
place to place easily. It drains the hose 
as it coils it and keeps it off the damp 
ground. 

The bracket style MontaReel is exact- 
ly the same as the portable type except 
that the reel is supported on a steel 
bracket fastened to the wall of the 
house. It may be removed in winter by 
simply lifting the bracket and reel to- 
gether from the screws in the build- 
ing. Similar screws may be placed in 
the wall of the basement or the garage 
and the MontaReel set up for use dur- 
ing the winter. 





Scientific Preparation Removes 
Carbon from Auto Motors 


“Force-O,” made by the St. Louis 
Rubber Cement Co., 3951 Laclede Ave- 
nue, St. Louis, Mo., is designed to keep 
an automobile motor in good running 
condition through the elimination of 
carbon deposits, which are responsible 
for most motor troubles. When the 
motor does not function properly, due 
to carbon, the mechanical parts are 
strained and sometimes give away. 
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“Force-O” is a scientific preparation, 
which is claimed to remove all carbon 
from the motor, including the valves. 
Four ounces of “Force-O” is put in 
the gas tank with every ten gallons of 
gasoline. After going twenty-five miles 
it will, it is said, stop its knocking 
and a general improvement be noticed 
in its operation. It is said to be harm- 
less to any part of the engine and will 
not mix with oil used for lubrication. 


New Popular Priced Coil 
Gasoline Furnace 


Otto Bernz Co., Inc., of Newark, 
N. J., are now marketing two new coil 
gasoline furnaces which are known as 
the No. 13 Bulb and No. 14 Pump. 
These articles are marketed to meet the 
demand for more substantial furnaces. 

The brass fittings and malleable iron 
castings are extra heavy. The reser- 
voirs are made from extra heavy steel. 
The handle is fitted with a nickel-plated 








wire grip, which is indestructible. The 
coil is made of % in. extra heavy pipe 
and is so constructed that it uses the 
smallest amount of gasoline, yet pro- 
duces a perfect blue, hot flame. The 
shield is reinforced by wires in the bead 
at the top and has a malleable iron 
base. The top section of this shield 
tapers inward so as to throw the flame 
onto the pot of metal which is to be 
heated. 

The reservoir and bottom are made 
from 0.065 in. gage seamless drawn steel 
and are welded together by the oxygen- 
acetylene process. All bushings are ex- 
tra heavy and are also welded securely 
into place. The heavy upright bushings 
are so fastened on the inside that they 
cannot pull out, no matter how rough 
the use. To the bottom theréd are at- 
tached four steel lugs, which prevent 
the bottom weld from wearing off. The 
reservoir is fitted with a funnel to sim- 
plify the filling. The filler plug has the 
patented “dust-proof” cap attached, 
which prevents dust or dirt from falling 
or being washed into the reservoir, 
which in time would clog both the coil 
and burner. The reservoir has a capac- 
ity of one full gallon. 

The No. 13 bulb furnace is fitted with 
an air valve which has. 
a stuffing box nut to pre- 
vent leaks. To the air 
valve is attached a rub- 
ber bulb. 

The No. 14 furnace is 
fitted with the patented 
“Never Leak” pump, 
which has been used by 
these manufacturers for 
so many years’. with 
much success. 

The No. 13 bulb fur- 
nace is so constructed 
that it can be changed 
easily to the No. 14. The 
No. 14 can also be 
changed easily to the 
No. 13 bulb. 
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New Tent Stakes Boon 
to Campers 


The Sta-Down Tent Stakes, made by 
the Blakely Mfg. Co., Fullerton Avenue 
and Monnier Road, Detroit, Mich., are 
it is said, the result of many years of 
camping experience. They are made of 
steel and galvanized. There is nothing 
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to wear out, split or break, and in use 
they are pushed or driven down flush 
with the ground where there is no 
possibility of their being stumbled over. 
The stakes are very strongly made and 
will last indefinitely and their unique 
ability to hold even in loose earth may 
be attributed to the flanges with which 
they are equipped. These flanges are 
loose and will pack flat. 





Space-Saving Ice Box Dish 
for the Housewife 


The Space Saver Ice Box Dish, made 
by the Space Saver Dish Co., 60 East 
Lake Street, Chicago, Ill., is made of 
crystal glass and designed for use in 
the ice box, for cooking and for the 
serving of food on the table, where 
they may be used in handsome table 
stands. The space saving features of the 
dish will be appreciated by all house- 
wives in that one can be placed on top 
of the other, and when so used cannot 
slip or slide off. As will be noticed from 
the accompanying illustration, the 
Space Saver is provided with ventilat- 
ing cutouts. 

The Space Saver Ice Box Dish is 
transparent and made of Fry’s Oven 
glass and is guaranteed by the manu- 
facturer not to break from either heat 
or cold. The mountings used in con- 
nection with these dishes are made in 
various styles and finishes. They are 
handsome in appearance and The 
Space-Savers may be purchased with 
them or separately. 

The Space Saver Ice Box Dish is 
made in two sizes, 3% x 4% x 2% in. 
and 4% x 7% x 2% in. This article 
should prove a popular item to handle, 
especially as it lends itself admirably 
to display. 
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ROYAL 
Grinder No. 6 


CHENEY 
Grinder No. 4 


* Customers readily recognize Cheney 
Why Not Sell Guaranteed Grinders ? and Royal quality by the refined 
and clean-cut finish of the grinders. 


The sale is made as easily and quickly as with inferior type Sistine worms ‘tem Meteo derabiiey 


grinders—and any doubt in the minds of customers, as to the quality and substantial construction. Your 

of the purchase, is eliminated. Jobber can Supply You. Our Cata- 
log Upon Request. 

The popular priced Cheney and the superior quality Royal Grinders 

are guaranteed to give satisfaction—the results of mechanical per- S. CHENEY and SON 

fection and highest grade material used in manufacture. Manlius, New York 
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dealers everywhere are making good profits with 
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the Edwards Display Card Assortment of Pad- 
locks. These attractive enameled steel cards have a sell- 
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ing appeal that results in quick turnovers for you. They 
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cost no more than our old cardboard cards and are more 
practical and durable. 
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Illustration in lower right corner is No. 1090, a sturdy 
lock that sells fast because it offers ample security wher- 
ever used. 
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Card illustration is 4 
ne ~ gy po Carrie! by leading jobbers. If your dealer does 
a ow >. not carry them, write and we will give you the 


16% in. @ 10% in name of one in your locality who can supply you. 


THE O. M. EDWARDS CO., Nc. 


Main Office and Factory 
SYRACUSE - . 
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Allith -Prouty 


Stands for the best 
in Door Hangers and 
Sliding Door Hard- 


| \ ware. 












Reliable No. 2 
Door Hangers 
with No. 2 Round 
Track. 


is only one of the many A-P 
types. There is a suitable 
A-P hanger for every house, 
barn or garage—and in every 
respect—in such a vital fea- 
ture as the bearings, for in- 
stance, it’s the best hanger 
made. 


Investigate the A-P line. You 
are assured quality, work- 
manship, practical design— 
and—an attractive price. 


Allith-Prouty Company 


Danville, Illinois 

















Representative Jobbers Distribute 
A-P Products 
throughout the United States. 






“THE SIGN 
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Through unity of effort, 


large scale production, 
the elimination of waste 
through the use of ef- 
ficient machines, the 
hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for 
over 50 years manu- 
factured rivets that are 
the recognized standard 


in their field. 
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TUBULAR RIVET & STUD 
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When acustomer asks for a bit. 
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Show him how a set gives him 
a range of sizes and keeps the 
bits from being knocked about 
and mislaid. 















You have done him a service. 
Quality bits in a set will give 
him a lifetime of satisfaction. 












THE IRWIN AUGER BIT CoO., WILMINGTON, OHIO, U. S. A. 
The Largest Manufacturers of Wood Boring Tools in the World 
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Nine Out of Ten 
Glaziers Ask For 
““Red Devil’’ 


No. 
024 


The glaziers’ stand- 
ard tool of the 
world. More sold 
than all others 
combined. 


Zz 


‘Six extra cutting 


wheels in handle— 
a new one in place 
in an instant. Ball 
head for breaking 
glass. 


Nod on 
33 GLASSCUTTER. | 


















Glass Cutters 


UT of ten glass cutter 
sales nine of them are 
“Red Devils.” 


Every glass cutter user in- 
variably asks for them—no 
others will do. Ask any 
glazier to confirm this. 


The only cutters made with 
hand honed, hand made cut- 
ting wheels that cut clean 
and sharp, with the -least 
pressure, and stand the test 
of hard use. 


Over forty popular styles. 
Write for the “Red Devil’ 
Glaziers’ Tool Booklet show- 
ing the complete line. 


Smith & Hemenway Co., Inc. 


Manufacturers of “Red Devil” Tools 
98 Coit St. Irvington, N. J. 


**Red Devil’’ Pliers, Fence Tools, Snips, Auger 
Bits, Hack Saw Blades and Frames, Wrenches, 
Chain Drills, Screw Drivers, Nail Pullers, Line- 
men’s and Electricians’ Tools, etc. 








“Honesty Is the Best Policy” 


Boy Scouts are taught to live up to that 
motto. 


What a credit to the Scout Organiza- 
tion is the great army of boys who are 
doing it. In the manufacture of the 


COLLINS 


Official Boy Scout Axe 


we employ that same policy—honesty all 
through—each axe hand forged from 
high grade steel—fitted with best quality 
hickory handles stained Emerald Green. 


The Collins Boy Scout Axe has been 
rigidly tested by the U. S. Bureau of 
Standards and accepted and licensed by 
the National Boy Scout Organization of 
America. 


Best quality leather sheathes are sup- 
plied when ordered. 


Every axe bears the Official Boy Scout 
Insignia stamped in Gold, as well as 
stamped Official Boy Scout Axe. Our 
guarantee is back of every Axe. 


If your Jobber is not supplying you—vwrite us 
direct. Send for New Catalog “G.” It shows 
the complete line of Collins Axes and Edge Tools. 





The Collins Company 


Established 1826. Incorporated 1834 


Collinsville Connecticut 
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r - BRIDGEPORT,.CONN.. 


IRON—STEEL—BRASS—BRONZE 
AND MONEL 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 








Soon Thousands of Flags Will Be Hoisted Again 


On the morning of July 4th, all over 
America, thousands of flags will be flung to 
the breeze to remind us of that great historic 
event— ‘The Declaration of Independence.” 


There's another “Declaration of Inde- 
pendence’ that is constantly gaining in popu- 
larity—Independence from Rope Troubles. 


. In providing this freedom RAKCO Rope 

° ° has played an important part and won the 

Manila and Sisal confidence of every customer who has given 
ROPE it a fair trial. 

Our flag, the Trade-mark RAKCO is a re- 


minder to keep stocked on Rakco Rope and 
Rakco Cordage of all kinds. 


The R. A. Kelly Company 


Main Office STOCKS Branch Office 


enia. Ohi Schermerhorn Bros. Co. The Morey Mercantile Co. ew Or eans. | a 
X ° - Omaha, Neb. Denver, Colo. N l ? 
Ohio’s Model Town 
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for , : BABCOCK— MEANS 


AFETY 
PAINTERS 
DECERATERS 
MACHINISTS 
MILLWRIGHTS 
STEAM 
FITTERS 





SEND 
FOR CATALOG 
AND LATEST PRICE LISTS 


W. W. Babcock Co., 


HOUSEWIVES 
FARMERS 
WINDewWw- 

CLEANERS 
CARPENTERS 
ROEOFERS 


WE PAY THE 
FREIGHT 








BYGUMAGRAM 


200% PROFIT ON ONE! 
175% PROFIT ON MORE! 


Are YOU interested? 
Then send 25c in silver or postage stamps, and we will 


send you ONE— 


Post Paid. 
You will sell it for 75c. 


Then you will order by the dozen at $3.50 and sell 
them for $9.00, by Gum! | 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 









President and Sales Manager 
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LARGE ORDERS OR SMALL 


Beraoypy RE 





FILLS THEM ALL 


You may have a call for an 
odd grade or mesh of wire cloth 
for a special purpose. If so do 
not forget that “BUFFALO” 
Wire Cloth, “a better wire cloth,” 
is carried in our stock in such a 


‘large variety that the most intri- 


cate needs can be supplied imme- 
diately. 


The size of the order makes no 
difference—we can supply your 
needs whether they be large or 
small. 


For special grades or meshes, 
full rolls or pieces, tell your job- 
ber you want “BUFFALO” Wire 
Cloth. If he cannot supply you 
write us direct giving your job- 
ber’s name and address. 


Our catalog No. 8 AB gives 
complete information about 
“BUFFALO” Wire Products, 
and will be mailed free upon re- 
quest. 





Trade Mark Reg. U.S. Pat. Ofce 


Buffalo Wire Works Co., Inc. 


(formerly Scheeler’s Sons) 


518 Terrace Buffalo, N. Y. 
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AMERICAN BRAND 


Screen Wire Cloth 


“The Recognized 
Leader” 


Satisfactory service to the 
consumer, year in and year 
out, has won for GALVANOID 
the pre-eminent favor of the 
trade. 
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It is heavily zincked after i 
weaving by our modern elec- | 





tric process. Then a trans- 
parent coating of varnish is 
baked on. This protects the 
attractive finish, and adds to 


the firmness and durability of 
GALVANOID. 


Order now and take ship- 
ment early so as to assure your 
supply. If your jobber can- ? 
not furnish GALVANOID, ad- 
vise us and we will see that 
you are supplied. Your trade 
will appreciate the even mesh, 
uniform finish and the long 
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wearing quality of GAL- 
VANOID.: 


Do not accept substitutes. 
Look for the red-lettered tag. 






































We also manufacture 


“AMERICAN BRAND” 

















Painted—Bright Galvanized— 





















































Bronze — Copper — Special sone 
grades for particular require- ' 
ments. 5 
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American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Corporation 


General Offices: 41 East Forty-second Street, New York 


Worcester—Buffalo—Philadelphia—San Francisco—Los Angeles 
Western Sales Office: 208 So. LaSalle Street, Chicago 
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Self- hoe 
ELECTRIC 


HOUSE PUMPS 











MYERS 

Self-Oilin “iui 

ELECTRI 
HOUSE 
PUMPS 


MYERS 
DEEP WELL 
WATER SYSTEMS 











DIRECT WATER 
SYSTEMS 


mn —_s eon ot ioe 
———— } 
Jor SHALLOW WELLS or CISTERNS 
for DEEP WELLS 


OTHER IMPORTANT 
MYERS PRODUCTS 





We have yet 
to hear of a 


community 


where all of 
the water require- 
ments can be suc- 
cessfully filled with 
but one or two 
styles and sizes of 
water systems. 


We have yet to 
hear of a distrib- 
utor who is en- 
deavoring to sup- 
ply the trade in 
his neighborhood 
from a _ restricted 
line of water sys- 
tems who is not 
badly handicapped 
in his sales efforts. 

We have yet to 
hear of another 
line of water sys- 
tems so complete 
or so uniformly 
satisfactory as the 
MYERS, nor have 
we ever been noti- 
fied by a Myers 
dealer of it being 
necessary for him 
to pass up a water 
system sale 
through his not be- 
ing able to meet 
installation, depth 
and motive _re- 
quirements up to a 
capacity of ten 
thousand _ gallons 
per hour with a 
MYERS WATER 
SYSTEM. 


MYERS WATER 
SYSTEMS —there 
is a style and size 
for every service— 


nationally adver- . 


tised, economical, 
dependable, are 
“Honor-Bilt” and 
bring to those who 
distribute them a 
larger and more 
profitable field 
than a line which 
is composed of but 
one or two styles 
with but limited 
installation possi- 
bilities. 
Catalog and 
prices gladly sent 
to live dealers, 
plumbers and wa- 
ter system houses. 


Make Your Windows 
Your Best Salesmen 


Make them talk to the passersby and bring 
in new business. 


If you sell Pennsylvania Quality Lawn 
Mowers, use the window trim we provide and 
the other material in our 1924 Sales Help 
Outfit. It is all free and if you act at once 
we will have time to print your name and ad- 
dress on the cards and booklets. 


The new 1924 Sales Helps 


include— 


Handsomely lithographed window trim. 

Colored car cards and window signs. 

Counter folders, “How to Care for Your Lawn.” 
Advertising book of illustrations and copy for your 
local advertising. 

Instructions on window dressing. 


This outfit will help you tie up with our national 
advertising. In writing for it, give your wholesaler’s 
name and brand name of fhe Pennsylvania Quality 
mower you carry. Write your own name and address 
clearly for imprinting. 


Pennsylvania Lawn Mower Works 


1615 N. 23rd Street — 
Philadelphia, Pa. 














WATER SYSTEMS 
PUMPS for EVERY PURPOSE 


me F.E.MYERS & BRO.co. 
ASHLAND PUMP ae 
HAY TOOL. WORK 
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LAWN MOWERS 
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Te orf Egg Beater Philosophy 


For a long time we have been advertising LADD BEATERS direct to 
consumers through leading publications such as GOOD HOUSEKEEPING, 
LADIES’ HOME JOURNAL, DELINEATOR, McCALL’S, etc. This 
is very expensive ; made much more so by facts that many dealers allow their 
“AS stocks to run out. Did you ever figure out what it costs you to say to a 
((( )) f ( ) ) ( Hy) customer “WE ARE OUT OF IT TODAY?" PROFITS and PRESTIGE 

\v V/) are destroyed and particular customers anchor their trade with your neighbor 
who has ample stocks. RIGHT NOW, we think more than half of our customers are short of LADDS 
—the VERY EGG-BEATER THE WOMEN WANT AND ARE CALLING FOR. WOMEN 
KNOW. YOUR INTERESTS REQUIRE YOU KEEP AMPLE STOCKS OF ALL SIZES 
ALWAYS ON HAND. 


a JOBBERS the world 
over and US 


OLCOTT CORN CREAMER OLCOTT CORN SLICER 








Here are two little tools made by a man who knows all about corn and its handling. By all means get a 
few dozen of each; they sell like hot cakes for 25c each. NEW; MADE FOR THESE SPECIAL PUR- 
POSES. ORDER DIRECT IMMEDIATELY. 


UNITED ROYALTIES CORPORATION, 1133 Broadway, New York 
















Among those who love fine things, 


Heisey @) Glassware 


has long been established as the standard of 
quality. 

Asa Heisey dealer, these discriminating people will 
come to you for the glassware that bears the dis- 
tinguishing & mark. There is an endless variety ot 
original Heisey patterns and shapes from which 
they car select. 

The Heisey line will be a source of most gratifying 
profit to you. 
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Write for particulars . 
A.H. Heisey & Company 


Department H. A. Newark, Ohio 
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The Berries Are 
Ripening! 


So Are Sales Opportunities 
For This Preserving Outfit 











A PROFITABLE LINE 
TO TIE UP TO 


How about your stock of 
Every member of the Everedy 





Everedy Jelly Bags and family is a leader and a good 
Stands? Will it stand the profit maker. 
heavy demand for these out- *Everedy Bottle Capper 
fits that will soon begin?’ Handsomely finished in nickel. 
: : : Caps any size bottle. Made with 
Write or wl ™ your jobber for wood or padded base. Retails for $1.50. 
Everedy information about the Plain base $1.25. Order six in box. 
Jelly Bag and . M 
Stand Everedy line, or write us. 


Retail price 75c 
Extra bags 25c 


Everedy (No-Sed) Filter Bag and 
Stand 
Dealer Helps with Each Package Made of nickeled, flat spring steel. Re- 


; tails 50¢. Bags made of Everedy filter 
To make sales easier for Everedy dealers, we cloth. Retail *s0¢. z5¢, $1 pores. Egy 
have prepared some splendid display material. 


size. 








‘ ” . 
% Advertised in Good Housekeeping Magazine, “Old Bud Everedy 
Bottle Capper Fish Scaler 
Simple device for cap- For campers and 
HE V ERED y OMPAN y ping bottles. Un- sportsmen, especially. 
usual 10¢ value. Useful in any home, 





A winner at 10¢. 


1 East Street 
Frederick, Maryland Slight Increase in Prices in Canada and Far West 














2 K ANS that meet 75% of the demand 





They’re just the right size and 8-Inch 
just the right price to sell big. Northwind 
The Best 
The majority of buyers want an inexpensive fan. Give Little Fan 
them Northwind—the hard-working 8-inch breeze- Light mat brass finish: 
maker. Then there are crowds of folks who want two speed switch. Can 
an oscillator—a larger fan. For them, Northwind’s be used on wall, desk or 
big brother, the 10-inch oscillator. With these two table. Guaranteed for 


° one year, 
fans you can meet nearly anybody’s wishes. 


There are 100 Northwind Distributors. Write today 
for name of nearest. 





THE EMERSON ELECTRIC MFG. CO. 


2018 WASHINGTON AVENUE N em _ 
50 CHURCH ST. ortnwin 
ST. i IS, MO. 
NEW YORE CITY a a The Low-Priced 
Oscillator 


Dull brass blades; 
dull black base; three- 
speed switch; adjust- 
able oscillating 
mechanism. For desk, 
table or wall use. 





The Best Little Fan 
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NO ODD LENGTHS 
LEFT OVER 


It comes on reels 


On most kinds of weatherstrip a lot of your profit 
is lost in the left over ends. Wirfs’ HOME 
COMFORT WEATHERSTRIP comes in one 
continuous length of 500 or 1000 feet on a reel. 
It is insulated with a rubberized material that is 
moth and vermin proof. It will not deteriorate 
with age. 


Carpenters and home-owners endorse this strip 
as the most practical and economical strip on the 
market. The HOME COMFORT WEATHER- 
STRIP when applied to doors and windows 
forms a contact that is weathertight, waterproof, 
flexible, noiseless, and adjustable tO wavy sur- 
faces and alignment; it is also rustless, contains 
no metal and is therefore non-conductive of heat 
or cold. 


This is the time of vear that home owners are making 
repairs and improvements. Get a reel o1 this weather- 
strip and display it on your counter. it seils easily and 
pays you a good margin o1 pront. Send tor prices and 
samples. 


E. J. WIRFS 
128 S. 17th St. St. Louis, Mo. 


Sole manufacturer and patentee 
WIRFS’ 


HOME COMFORT 
WEATHERSTRIP 


Easy to apply—Simply tack on—Turn the corners. 


ie sya 


Lif — WOOF Rasy 








Patented Jan. 22, 1924. Accept neo infringement er imitation. 











HARTFORD 
TIRES and TUBES 











NYTHING less than a 
Hartford Tube is not 
fair to the Hartford Cord. 


Together they represent 
100 per cent tire service, a 
service that is the result of 
the Hartford art of fine tire 
building developed in 25 
years of tire making. 


In quality and low first cost 
the new H-Tread Clincher 
Cord sets a lively pace for 
competition, and Hartford 
dealers are finding it is a ready 
seller to light car owners. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York 
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Transfer Files 


Hts are qualities you'll find 
in Allsteel Transfer Cases: 


° Greatest possible inches of 
Capacity — sing space. 


Absolutely rigid. No dis- 
Strength— tortion regardless of height. 
Compact, neat and 


Appearance— joked enamel finish. 
° Keeps out dust and ver- 
Protection— min. Does not feed fire. 
ens Convenientiy grouped, verti- 
Utility — coy and horizontally. 


Shelving, Files, Deeks, Transfers, Safes, 
Counter-heightea, Sectional Cases, Accessories and Supplies 


THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 
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Real Air Service 
in This Curtis 


T= above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—tfree of complicated parts 
—built for hard usage and will be on the job 
all the time. 4% to3 H. P.—automatic. 


Single and Two-stage 
Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 
price. Write at once for 
full information and de- 
scriptive literature. Use 
the coupon below, or a 
postcard will do. 








oO 


Style “S” Single Stage 
Outfit. Belted only. Five 
sizes— 4 to 3 H. P. motor 
required. 





CURTIS PNEUMATIC MACHINERY CO. 
1581 Kienlen Ave. . . . 


Branch Office: 
530-W Hudson Terminal - New York City 


PCURTIS 


St. Louis, Mo. 


USE THIS AIR COMPRESSORS-HOUISTS-TROLLEYS-CRANES 
ON Tw we Arrrc 7 


MACHINERY Co, a St. 
Established 14 


54 
Gentlemen: Please send me full details on Curtis Air Compres- 
sors—your proposition and prices. - 
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INVESTIGATE “Sumore” TOOLS 


Knife and Screwdriver 
Change Blades Instantly 


Every customer of a hardware store is 
a prospect for this combination knife 
and screwdriver. Three blades in the 
handle, a knife blade and two screw- 
driver blades—and you can change 
blades instantly. 












Press the button in the head of the handle 
and the blade is released to change the angle 
instantly. 

At the new angle chosen the blade locks as rigidly 

as though riveted, and is always accurate. Your The blades cannot fall out to become 

: customers will sell themselves this square if you lost, they are always ready for use. 

will let them handle it and test its action. It is a The handle is blued to prevent rust, 

precision tool, beautifully finished in every way, built the blades are made from the best of 
to last indefinitely. steel. Every tool guaranteed. 


The Tools 
That Are 
Different and 
Better 





Dealers and others are invited to write for 
our prices and territory open on Simore Tools. 


The Simon & Skidmore Mfg. Co., Dept. 1-6, Santa Ana, Calif. 














The Dealer that 


stocks 

















GENUINE 
ARMSTRONG 











| see! try! buy! 


That’s the story! The at- size and a capacity up to 1” 





Stocks and Dies 
Holds the 


TRUMP CARD 


tractive display carton com- 
pels attention—the obvious 
usefulness of the tool itself 
(one should always be left 
standing by carton as shown) 
clinches the sale. 

With more gripping power 
than any pliers twice their 


on square and 1%” on round 
material, Carlsons will fit 
and loosen almost all nuts, 
bolts and connections on an 
automobile. Equally useful 
for farm and household use. 
Convenient length, 7 inches. 


Made of Finest Quality Drop Forged Steel 


Order your display carton 
containing six pairs of Super 


etc., needs a patr! Liberal 
Discounts—absolutely guaran- 





Pliers. Every motorist, me- teed—nicely finished—Price 
chanic, electrician, plumber, $1.25 list. 
THE NOBLE & WESTBROOK MFG. CO. 
Dept. B 
The Armstrong Mfg. Co. Hartford, Connecticut 


SUPER 
PLIERS 


New York Office 
248 Canal St. 


Factory and Main Office 
Bridgeport, Conn. 


CARLSON 
































“You always come 
back to W. ROSE” 








Wiebr aie said a delegate at the 1922 Bricklayers’, Masons’ and 
le _— Plasterers’ Convention. 
an 
Hilger Ltd. 
Agents Wm. Rose & Bros. 
106 to 110 Lafayette St. Sharon Hill, Pa. 
New York No. 113. 542” Wide. 
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Shelby Door Holders 


Have taken the place of the old style wooden wedge for holding 
a door open because they hold it securely, are always in place, 
their rubber tips will not mar your floor, and they are easily 
released with the foot. Made in two sizes for heavy and light 
doors and finished to match all Builders’ Hardware. Besure 
to specify “the Shelby.” 





MADE BY 
The Shelby Spring Hinge Co. Shelby, Ohio 





















“Old 


Fashioned”’ 





WELL DISPLAYED 
IS HALF SOLD— 


This is especially true of such a well-known, 
high quality line as 





K & E 
MEASURING TAPES 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 


lete and in good order. 
! ° ? Pp A 
Are You for Quality e It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 
White tools are bought by mechanics and those SEND for DETAILS 


wiio want the best. Are you catering to that class 


of trade? Have you our Catalog? KEUFFEL & ESSER Co. 


NEW YORK, 127 Fulton St. Gen. Off. and Facteries. HOBOKEN, N. J. 


° CHICAGO ST. LOUIS SAN FRANCISCO 
The L. & I. J. White Co. 516 S. Dearborn St. 817 Locust St. 30-34 Secend St. 
125 Columbia St Buffalo, N. Y. MONTREAL 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 

















G-W Ice Tools for Every Purpose 


| ete tvpe of tool used in the ice business is built 
by the Gifford-Wood Co. All G-W Ice Tools are 
ruggedly constructed and absolutely dependable in service. 
Over 100 years’ experience are built into every one. 


Catalog No. 8o, describing the complete line, will gladly 
be sent to you on request. 


Main Office: 7 HILL ST., HUDSON, NEW YORK 
New York Chicago Boston Pittsburgh 


—_ @) | BUILT!) 7 
Ae cad STRONCER DR AYEC 
.Y LASTS) WW 
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CVOgcoyre 
py » C ) et \ j = 
LONGER g-——\WA0 i _ 








} 
= 


ICE HANDLIN 


Ice Creeper, Style A 
G-W Boston Tongs 
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SUVER RON ARSE 


CORPQ) RA! JON nN 


BOLTS, NUTS, WASHERS, WAGON ‘ORS! SCREW RAILROAD SPIKES, © 
RIVETS, PICKS, MATTOCKS, AND TELEGRAPH POLE LINE TRACKBOLTS, STEEL BARS, 
GRUBHOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES,  CONCRETEREINFORCEMENT BARS. 


EASTERN OFFICE PACIFIC COAST OFFICE 


SO CHURCH ST, NEW YORKCITY. MONADNOCK BLDG.,SAN FRANCISCO,CAL. J 
















ACTURERS 
"Established 
1865 




















Athol Household Grindstones 


J.M.Carpenter 
Taps and Dies 


When you want a line of Taps 
and Dies, insist upon this 


REGISTERED 
<@ADE- \/ 














It means “‘Carpenter Quality "— 





This grindstone is especially adapted for grinding the Uniform a Precise ee Durable. 2a 
small tools used by jewelers, amateur mechanics, etc., Favorites for over Half a Cen- ee 
and for hotel and household purposes. The frame is . ° ail 
strong and well made; and the stone, 14 in. x 1% in., tury, they remain the Favorites see 
is carefully selected of the proper grit to do the work today = 
intended. / - 
Ask for Catalogue 36 C and Prices SEND FOR CATALOG 
Athol Machine and Foundry Co. J. M. Carpenter Tap and Die Company 
ie Makers in America 
Athol. Mass. U. S. A. Oldest Tap and Die 
: : PAWTUCKET RHODE ISLAND 


























Brightening the Day by Lightening the Labor 


3 Wendell Compress and ‘That is exactly the principle of The Genuine Wendell 
Vacuum Washer. It is an elimination of wash day 


drudgery and offers every Dealer an opportunity to 
lessen the housewife’s task and increase his sales with 
a practical labor-saver. 


Well made of heavy 135 lb. Tinplate with steel rod rein- 






ae Washer 









Washes Tub of Clothes in 


Three to Six Minutes forcement on bottom of body—where it is subject to 
greatest wear. Furnished with extra long, strong 
Order from your Jobber or write us. waxed handle. 


“A Quality Item.” 


STUBER & KUCK CO. Peoria, Ill. "" Menafedarere 
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SPECIAL SCREWS “ UPSET a? 


Iplomarlirl= 


(Reg. U. 8. Patent Office) 
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Continental (or Read Mase 














Fast Nickels Beat Slow Dimes— 

un un TA ee g7Ei And a Quick- 
— Hy Selling Article 
Like Zimmer- 
man Fasteners 
Is More Profit- 


able Than a A Quick Seller with a Good “ @,% 
Slow -Selling Profit-Margin—the 


Specialty. MONARCH 
Conlnot 





Write for information 


No G No Ratchets—No K No Rattl 
showing the profitable | © Veare—-S RSENS Ne Heyewe Natile 


This simple, sturdy device sells easily and with 


’ possibilities in these use- good profit to you. Permits out-swinging case- 
ful fasteners. ment windows to be opened or closed and securely 
locked at any angle without disturbing screens or 

drapes. 








ZIMMERMAN ees Spe Bae St” 


Write for illustrated descriptive Manual which 
Fasteners for Shutters and Casements gives details of installation and complete list of 
are selling more easily than ever before, due to the finishes—information that helps you make sales. 
numerous new homes now going up gnog with shut- Sent free. 
ters and casements. These new homes are live prospects ‘ 
for Zimmerman Fasteners and you can greatly increase Monarch Metal P roducts Co. 
your sales by mentioning them to those of your customers 4960 Penrose St. St. Louis, Mo. 


who are building or remodeling. 


Tue G. F. S. ZimMERMAN Co., INC. 
8 Broadway, Frederick, Maryland 


“YANKEE” RADIO TOOLS 


The handiest tools ever made for Radio Work 
“YANKEE” TOOL SET No. 105 


Contains Ratchet Holder (64%4” over all) for all attachments, comprising ene 
Countersink, three Blades, two Socket Wrenches, one Jack Wrench and one 
Reamer. (See illustration.) 

Packed one set in extra heavy cardboard box. Weight 1 Ib. 


“YANKEE” RADIO DRILL No. 1431 (with ome display box). 

A small, powerful drill especially designed for Radio Work. Has. special chuck 

with 9/32” capacity, to take largest drills usually furpighed with Radio sets. 

Length over all 91”. Wt. 1% lbs. 

DISPLAY STAND (See illustration) g 
For Tool Set No. 105 and Radio Drill No. 1431. 


Furnished free with each order for %% doz. No. 105 Tool Sets and 2 only 1431 _Drillg; 
but only when specified on order. 


Your Jobber. can supply you. 


NORTH BROS. MFG.CO., " Philadelphia, F Pa. 


























* 
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Noe. 125 


Good Weapons for the 
ea Tn War Against Insects 


When your customers are waging war against insect pests 








and vermin of all kinds, they need good Sprayers. The 
best poisons can’t penetrate into every small crevice unless 





Special Tin ‘aoa they are properly sprayed. Lowell Fountain 
Lowell Sprayers are good weapons, and there is a model Compressed Air 
for every particular spraying requirement. Every Sprayer sonidos 

Lowell is of uniform high quality, and every one is priced to sell owe ) 


° easily and yield you a good profit. Ask your Jobber or ° 
Specialty Co. write us for a catalog today. Mich. 
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Pr, 
SorHand Power Elevators 







No. 202 


Only the key can open it. It 
may be operated just like an 
ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 





This powerful little machine is easily installed on 





your hand power elevators. The motor and ma- 
chine are built together and contain the same good a ge ag =" te Fig pl By 
workmanship as the larger Kimball machines. forced back or the door opened from 
HARDWARE DEALERS: You can make a good either inside or outside without the proper 
profit installing these machines in your district. key. 
r< oi our line of Padlocks is complete 
Write for descriptive matter. in every respect. We also make Special 


yetraetcet 4 +3 eng Lee including 
Automobile Locks of a nds. 

K Mv BALL BR OS i a And don’t forget us when you need Key 

COUNCIL BLUFFS 1OWA ° a Blanks and Cut Switch Keys. We make 

over 1000 different patterns—all of best 
material. Write for Catalog 6. 


(UDINDEPENDENTIOCKCOMD 


LEOMINSTER, MASS. U..S. A. 
Mfrs. of cylinder locks, padlocks and key blanks 





























Tec cc cA AA MAMA Ae PM OAM Me 
= Brushes « that- name MILWAUKEE firmly in mind = 
= and ] and when you want quality Brushes and = 
= Br Brooms, etc., send to headquarters. = 
= ooms <# We cater to the Hardware Trade exclusively with a com- 

= ; 


plete line of Salable Wire, Bristle and Fibre Brushes 
and Brooms. 


Milwaukee-made Wire Brushes excel. Send for Catalog 
and Prices. 


Milwaukee Brush Mfg. Company 
Milwaukee 
HMMA rt UAT TT =| 
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“COLD HANDLE” FRY PANS AND SKILLETS 












Made in the “L, & G.” 
QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 
convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 

















For Your Summer 


Trade 


These are just a few features that 
will make the Summer Pulley 
Season« a big one—features that 
make every housewife recognize 
and buy the 


“Ezyrun”’ Pulley 


Rustless—Ball Bearing 
Noiseless 


Card 
Holders 





RS a eS 
Reduced Size, No. 731 


WHERE DO THEY ALL GO? 


We don’t know—but we do know that we sell 
millions of them and have an ever increasing 
demand. 


And Corners. 


We make all shapes and 





Protected from destruc- 
tive weather elements— 
it is fully enclosed. The 
line cannot slip off, out 
or tangle. 

Perfectly balanced Ball 
Bearings render the 
“Ezyrun” noiseless and so 
easily operated as to per- 
mit a child to pull a 
loaded line in or out. 








sizes—men making their 





own RADIO cabinets call plied" PE a gk oon 

for them—and for hinges, catches, locks, han- at nasa nn record demand. 
dles, brackets, etc. “For Gymnasium Work Specify the ‘Ezyrun’ ”’ 
Can be supplied to your frade at a reasonable selling 
HOW IS YOUR STOCK? | price and a liberal Dealer’s profit. Ask your jobber or 

write us. 

THE BRAINERD MFG. CO. The Brooklyn Pulley Co., Inc. 
EAST ROCHESTER, N. Y. 85 Fifth Ave. Brooklyn, New York 




















“ANCHOR BRAND” 
CLOTHES WRINGERS 


Have been true friends to housewives for over a ; 

generation. 3 
The satisfaction they give makes more sales and wins rag 
more friends. . 


Stock ANCHOR BRAND WRINGERS and profit by 
this friendship. 


Best on Earth. Every One Warranted. 


Lovell Manufacturing Co. 


ERIE, PA. 
Lergest Menufecturers of Clothes Wringers in the World. 
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the nails from slipping in driving. 
of strap do not cut the hands. 


He. 8002 New Britain, Conn. 
Japanned 
Oolls of New York Chicago San Francisce 
800 feet Seattle 





STANLEY 
BOX STRAPPING 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 
Round edges 


THE STANLEY WORKS 


Los Angeles 
Manufacturers of Wrought Hardware and Oarpenter’s Tools 


—_ 
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“UNITED” PRODUCTS 


Potato, Onion 
and Produce 


PICKING BASKETS 


Guaranteed to outlast sev- 
eral baskets constructed from 
wood or any other wire 
baskets now being built. Made 
from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 





No weak spots in the construction of any of 
our products. Every article is built to meet 
every requirement to which it will be put. This 
can be secured only by the Electric Welding 
process and scientific design. 


We also make Automobile Hose Clamps, 
Camp Grids and Stoves, Poultry Shipping 
Coops, Exhibition Coops, Feeding Batteries, 
Bottle Carriers, Baskets of all kinds, Paper 
Balers, Shelves, etc. 


Write today for catalogs 


United Steel and Wire Co. 


30 Fonda Ave., Battle Creek, Mich. 


Wire Fences 





in prices and freight rates. 


fences afford a wonderful selling proposition. 
Our products include also— 
Barbed Wire Plain Wire 
Gates Steel Posts 
Wire Nails Staples, etc. 


Write for our agency proposition. 


Pittsburgh Steel Company 
Pittsburgh, Pa. 


New York Chicago Memphis 
Dallas San Francisco 











You can buy from us all of your wire 
needs, including both ‘‘Columbia’’ 
Hinge-Joint and “Pittsburgh Perfect” 
Stiff-Stay Fences in whatever styles 
your trade desires. Mixed carloads at 
carload prices give you advantages both 


Our complete line of farm, poultry and garden 
fences in both hinge-joint and stiff-stay types, 
together with our attractive lawn and flower 























Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 





ae | 


Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory 
700 Wabash Ave. 
Montpelier, Ohio 


Eastern Display Rooms 
20 Ves St. 
New York City 


———— 
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Replenish 
Your 
Stock 
with 

BOMMER 


Hardware 


for 


STAR || “= 
HACK SAWS BOMME — 


SPRING HINGES 


“Mechanics who know, } 
use them’’ 7 | 


Your dealer handles them, get 
New Catalog 47,.you need it. 











CLEMSON BROTHERS, Inc. 


Middletown. N. Y. BOMMER SPRING HINGE COMPANY 
eetanamedl BROOKLYN, N. Y. 




























‘That display case - - - 
sure is boosting business’’ 


THE letter below is from the De Mott Drug Com- 
pany, 2441 Broadway, New York City. It is 
typical of what the La Cross display case and 
La Cross Manicure Implements are doing for 
thousands of dealers all over the country. 


Titi 
THT) 


Wood Screws, Machine Screws, | 
Cap Screws, Set Screws, Stove 
Bolts, Sink Bolts, Hanger Bolts, 
| Nuts, Rivets, Burrs, Specialties 








Gentlemen: 


That display case that came with my order 
for a No. 4 assortment sure is boosting busi- 
ness. One out of every five customers enter- 
ing my store buys one or more La Cross 
Manicure Implements. 


: 











Naturally I put it where poopie can see it 
—right up on the corner of the counter. Cus- 
tomers see the implements, the prices and 
select sizes without any clerk—all we do is 
wrap the purchase and make the change. I’m 
going to remodel the store and have a special 
place made for this case. 


Fee ta po you’d be interested to know that 
I find Cross sells so well, and the case 
makes so much business for me, that I have 
a standing order with my jobber to keep the 
case filled up. So I know the implements are 
always there, look attractive, and are ready 
to sell. Very truly yours, 
(Signed) N. MosKowiIrTz, 
President. 


mv Wb fs 


a 





, RUE economy in the selection of Screw or Bolt Products 
You, too, can benefit by the 
La OCross display case. It is 


consists in using those that are exactly suited for their 
a wonderful salesman. Ask 


particular service and that possess unexcelled quality and 
meat tee f a Gross accuracy. 
‘ | eR BBA ARNE PRD AN EAE 8 IRIE NSA NRE DEERE OE NOSES I IBEOR RIE PENI ES 8 
SCHNEFEL BROTHERS monn recon REED & PRINCE MFG.CO.  g406 
ewar ° e 


MANICURE 
IMPLEMENTS and SETS WORCESTER, MASS..U.S.A. 


._ WESTERN BRANCH arCHICAGO-I2] NORTH JEFFERSON ST. 
ee RRR ANN NR 
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The name Ney 
on farm equip- 
ment is a pledge of 

greater value. 








This pledge, an in- 
tegral part of our busi- 
ness policy, has been re- 
sponsible for our 40 years 
of successful manufacture 
of equipment for the farm. 


The Ney Manufacturing Co. 


Established 1879 


CANTON OHIO 
Minneapolis, Minn. Council Bluffs, Iowa 











Moe’s Poultry Supplies 


ee 


Se en : m1 
- ~= 4 s . 





Our new No. 140, as shown above, is a great feeder for 
young growing stock. Has a capacity of 10 quarts, and 
32 feeder openings. 





POULTRY FOUNTAIN STAR FOUNT 
FOR MASON JARS 


“MOE’S LINE” is a standard, complete line of poultry 
equipment. A fine line for you to handle. Write for 
Catalog and prices. 


Hoeft & Company, Inc. 


MANUFACTURERS 


405 N. Ashland Ave., Chicago, II. 











Taplin 
STAINLESS STEEL 
Can Openers 


of Stainless Steel may now be obtained. This 

very superior stainless and rustproof steel which 
has attained such wide popularity is the very best for 
the purpose that can be produced. In combination 
with our handsome white sanitary handle it provides 
a can opener that in point of quality and appearance 
is the finest that has so far been made. 


R the first time a can opener with cutting blade 


OTHER CAN OPENERS—A choice of six styles, each designed to 
meet a specific demand, 








No. 30 All Steel, Tool Steel Blade 


THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office, 71 W. Broadway 
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Sales 
Accounts 
Wanted 











Are you desirous of secur- 
ing good Sales Accounts to 
handle ona commission 
basis ? 


If so, look over the ads in 
the ‘‘Classified Opportunities 
Section’’ in this paper. 


It’s the place to find them. 
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FORSTNER | 
Labor Saving Ch alr 
Tips 












AUGER BIT 





No. 12, 1 inch 


For the Sharp Ends 


Bores Any Arc of Rocking Chairs 


o have quickly found favor with the 
of a Circle Many trade. A positive protection against 
New Uses the sharp ends of rocking chairs. 

Durable and easily 

The Forstner Auger Bit, un- fitted to the rocker. 


like other bits, is guided by its 
circular rim instead of | its center, Catalog prices and 
consequently it will bore any arc of ’ 

a circle, and can be guided in any terms on request. 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 


and delicate patterns, veneers, screen work, El ° Ti "ie 
scalloping, fancy scroll twist columns, newels, astic Ip O. 
ribbon molding and mortising. 
Send for Catalogue, 370 Atlantic Ave. 


The PROGRESSIVE MFG. CO. 38 om, 


TORRINGTON, CONN. 





No. 13, % inch | 
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HE TOY 
THAT DUuUPI CATES REAL BUILDINGS 


ee dt 
ie 
sidiaa it 
Caanee ie 
His 





abt 
“The BOY Builder™ 
Architectural Outfit 


Sells 
On 
Sight 
because it has a 
stronger appeal to 


the boy or girl 
than any other building toy on the market. 







=S 
iif Bs. 








Mechanics and Large 
Manufacturers Use 


NOKORODE 
Soldering Paste 


Because it is so depend- 
ably pure. Because it 
is so safe and rapid— 
because it is so easil 
applied. It solders all 
metals except aluminum. 


SAMPLE ON 
REQUEST 
Write for it. 

THE M. W. DUNTON CO. 

Providence, R. I., U. S. A. 






















It has made a “‘hit’’ with the dealer because it 
allows him a generous profit and because it is 
a ‘quality item,”’ made of the very finest ma- 
terials and packed in a sturdy and attrac- 
tive manner. Bilt-E-Z boxes are strong 
and do not break. This means no 
damaged goods and reduced prices. 


Look into this new item. Fill in 
the coupon to the right. 


Scott Mfg. Co. 
1701 Ww. 74th St. Cece eeereseeseseeee 

Chicago 
a... ST SRE aes 
130 W. 42nd St. 


CORROSION 


FUMES 
BURNS 
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Branded With the 
Stamp of Approval! 


Morrill products bear the trade mark, but the 
tools are stamped with the approval of their 
satished users. 








Length, 7”. 

. Weight, 11 oz. 

Depth of Throat, 
3%". 





No. 1 Punch for paper, leather or 
other pliable materials. Will cut 
round, clean holes. Used for 
punching holes for loose leaf 
rings, by surveyors to repair steel 
tapes, etc. 


Morrill Bench Stop 


A standard woodworking neces- 
sity. It is sunk 3% x 2 in. into 
the bench so as to be flush when 
not in use. Can be set at any 


height. 
Face—3'4 x 2 in. 


Stop—1%4 in. sq. 
Made of semi and wrought steel. 
Face polished. 










FOR HAND 
BAND, JIG 
Butcher 

and Fret 
Saws Not 
Over 16 
Gauge 


Made for 
the Expert 


No. 1 Saw Set with Adjustable Sliding 
Anvil. Morrill Saw Sets have given 
satisfaction for years. There is a style 
and size for every saw. We will be 
glad to send complete catalog and 
prices. 


Morrill Nail Puller No. 1 


Another item of merit. Will pull nails 
twice as fast and is twice as powerful 
as any other puller on the market. 
Elliptical ram prevents its rolling away 
from job. Scientifically designed to 
withstand hard use. Length, 18 in. 
Thrust, 5 in. Weight, 4 lbs. Order 
Morrill products from your Jobber. 


CHAS. MORRILL 


102 Lafayette St. 
New York City 
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FRICTION CATCHES are 
nearly always on Phonograph 
doors. 





THE SERVICEABILITY OF 
FRICTION CATCHES IS NOW 
SO WELL KNOWN THAT 
THEY ARE BEING PUT 
ONTO ALL SMALL DOORS 
THROUGHOUT THE HOUSE. 





Builders beautify their work with 
a clean design. Friction Catches 
are invisible. 


C. L. FROST & SON 
Grand Rapids, Michigan 























Low in Price—High in Efficiency 
F amily Cherry Stoner 


Stones Two at One 
Time 


Nothing to Get Out of 
Order 


Simple to Operate 





Au, Metal Will Last a Lifetime 
arts 
Tinned 
Made by 


GOODELL CO., Antrim, N. H. 


These Jobbers Carry the Goodell 


Pe a ee ee en ee ee ee ee ee ee ee ee 


Kansas City, Mo. 
Kansas City, Mo. 
Tone, \. 


Hdwe ; Ill. 
sew c bob 0s aes etineadeusesbecennies Peoria, a 
Diinc 0 dou 00's 08K 0 OO Se HOSEL OST WREST / Davenport, 
Grand Rapids, sich 


.F 
° 
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“FORCE-O” 


THE PEERLESS FUEL INGREDIENT 
Puts 









Known as Reliable for 
over Fifty Years 











in 
Pep! 


Takes Out the Carbon 


Carbon deposit is the cause of a great number of motor 
troubles. The automobilists’ loss of gas, mileage, power 
and money is more often caused by carbon than abuse 
or Wear. 

“FORCE-O” is a new scientific preparation—the result 
of 20 years’ careful chemical research. It will eliminate 
carbon trouble by removing it, freeing the motor and 
valves from its damaging effects. Simply pouring four 


The bobbed hair fad is at its peak ounces a Pe ep saene QO” into the og tank rey 
° ten gallons of gasoline improves the running of the car 
—take advantage of it. and stops the knocks, increasing mee economically. 

. ’ . The difference can be noticed immediately 
, Priest's Tiger and Shaver are “Force-O” has opened a tremendous field of sales for 
ideal for keeping the cropped hair the Jobber and Dealer among motor car owners. It is 


inti : acknowledged by them as the greatest product of modern 
short. The daintiness and light times. Don’t delay. Send in your order to insure tak- 


weight of these clippers always at- ing care of your trade and meet the demand for this 


wonder product. 
ee See CREED. Furnished in handy four ounce cans. Also in pints, 
quarts, half-gallons and gallons. Write us for prices 


and details. 


AMERICAN SHEARER Mfg. Co. St. Louis Rubber Cement Company 
NAGEEUA, N. E. 3951-53 Laclede Ave. St. Louis, Mo. 


Remember Priest quality and 
service are back of every clipper 


























Profit Pulling 


CARDED ASSORTMENTS 


Increase Sales 


Especially when America First Assortments 
featuring the well known Acme Shears are 
shown. 








| 





Adjusto Racks Meet 
An Universal Need 


| 

| The response elicited by our advertising in Good 
Housekeeping and Modern Priscilla shows clearly | 
| that housekeepers everywhere want this handy | 
| household hanger. | 
| 


Store and Window Displays of the Adjusto are 
bound to bring big returns. 


The Adjusto Household Rack 


is matey in — — six arm Reon Son peaeeer arms 
and substantial metal parts. Instantly adjustable to an specially attractive proposition 
—— - spread—quickly folded ome 4 against the an 3 dpa agp "idiers aa arias for 
when not in use. ; 

| Samples or LD 


| Endorsed by Good Housekeeping In- 
stitute and other testing bureaus. - 











TRADE “MARK | 








Order from your jobber or write us for prices. 


| FERNALD MFG. CO., ves North East, Pa. THEACME SHEAR COMPANY 23 


BRIDGEPORT, CONN..US.A. 
lt iM (iti =cERNAT DS il il Fp pereeeretsecictleog 5 


- 


HOUSEHOLD oe 72 ws 


Hf Tas 9651 
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CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insurin 
& rfect fastener that will not ben 
while driving. You will not find frao 
tures between the corrugations. Speci 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing strength. 

ese fasteners are the only fasteners 

manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in ~ “pee widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 

















Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because wy Poe have not been 
shown the sensible and better kin 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 




















CHRADE -)AFETY 
Push Button Knife 


_ No Breakingg 
Singer na 45 4 


Sure to sell on sight. 

Absolutety safe in pocket and in use 
or convenience you can’t beat it 

) ity operated with one hand. 

The safety slide locks the button. 


ou can't afford .o be without it. 


‘TRADE FVERLASTI NGLY SHARP MARK 
Schrade Cutlery Co. 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. ¥Y.. Middletown, N. Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 


cere 


























His Job Is Important to Him 


Increased efficiency on his part ~~ more money 
in his pocket. He gets this with the 


TuRwenporonc 


400° hotter flame. Perfect gasification with any 
grade of fuel. Instant compression pump. Free- 
dom from orifice troubles. Protection from all 
leaking or bursting hazards. Turner brings your 
trade 11 new big features that enable them to 
work better, faster, and SAFE. They'll want 
Turner. They'll buy Turner. Get an adequate 
supply of these super-torches now. Keep them 
out in front—they’ll sell themselves. Write or wire 
your jobber TODAY. 

* Quick Sales om Turner Plumbers’ Furnaces, too 


( JHE Tunes a Ave., Sycamore, IIL . 


DISTRICT REPRESENTATIVES 





San Francisco: Rice-Hitt Co., 623 Larkin St. The Werld’s Largest Er- 
Los Angeles: Rice-Hitt Co., 416 Hibernian Bldg. clusive Manufacturers of 
Seattle: Rice-Hitt Co., 1427 L. C., Smith Bldg. Blow Torches, Fire Pots 
New York: The Turner Brass Works, 36 ior St. and Brazers. 








all profes- 

roger treet tp sional barbers, as 

a well as many home users, 

find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 


listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 





eae 
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BALLOON TIRES 


Afford additional comfort 
—if car is equipped with a 


SPRINGFIELD 
JACK and PUMP 


No. 9 
No. 5 
Low Placement Big eS, 
. ° ow r 
High Lift oo 
Dimensions: Efficiency 
Height, closed, 7”. Ex- Dimensions: 


tends to 17”. oat tele- 


” 
scope extension handle. Length 32’, 


Dia. 114", 
Hose 20”, 
5-ply with 
“T h u m- 
Lox” Valve 
Chue k. 
Weight, 5 
Ibs. 


Ball Thrust Bearing 
Capacity of 1 Ton. 








Price $4.25 





Price $4.75 


The SHAWVER CO. 
SPRINGFIELD, OHIO 
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“QHIO” 


Shoe Lasts and Stands 


MADE ABSOLUTELY. 
OF “SD GuaRANTEED 
SEMI-STEEL AGAINST 
ee BREAKAGE 





-F 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 











N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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+ Sales of Navy Surplus 4 
by Public Auction 
as Follows 


20 2A 
Zzo™meaa 


Sale of 18 June, 1924—Catalog 561-A 


34 THE NAVAL OPERATING BASE, HAMPTON ROADS, 
A., Offering: 6,571 tons Class A Armor Plate; Dishes and 
Galizy Equipment; Tools; Binders and Flags; Plumbing Fix- 

tures, Fittings and Tubing; Valves: Blocks, Lizards and Pins; 

Electrical and Radio Equipment; Hardware; Packing; Engine 
Parts; Machinery and Parts; Instruments of Precision; Paint; 
Awnings, Covers and Hangars: 13,100 gallons Oil; Tires and 

Wheels and Freight Lighter No. 67, length &5 feet, breadth 35 

feet, capacity, 300 tons. 





Sale of 19 June, 1924—Catalog 562-A 


AT THE NAVY YARD, NORFOLK, VA., Offering: Boat 
and Ship Fittings; Electrical Material; Bathroom Fittings; 
Heat Insulating Material; Packing; Hardware; Small Tools; 
Pipe Fittings; Paint; Office Supplies; Glass; Machine Parts; 
Lumber; 16,000 Ibs. Brass; Engines and Parts; Machine Tools; 
Scrap Metals; 162,000 Ibs. Hull Steel: 100,000 Hinges; 50, 009 
Hooks; 120,000 gross Screws; 753,000 Ibs. Angles and Chan- 
nels; 200,000 Ibs. Structural Steel and large quantities of Steel 
and Steel Shapes. 





Sales will be held on the dates specified at 10:00 A. M, (East- 
ern Standard Time) unless otherwise stated in the Catalogue, 
under the auspices of M. FOX & SONS CO., AUCTIONEERS, 
114 So. HANOVER St., Baltimore, Md. Catalogue of sale 
cont ey | all details as to descriptions, Terms of Sale, etc., 
may be had upon application to the Auctioneer, the Supply 
Officers Naval Operating Base, Hampton Roads, Va., and Navy 
Yard, Norfolk, Va., or the 


CENTRAL SALES OFFICE 


Navy Yard, Washington, D. C. 














ne 


When Buying Sole Leather 


consider the 
protection afforded you by the 


ALLEN 
YELLOW LABEL 


It guarantées the Quality. 


ALLEN’S SOLE STRIPS 


Made from real bark-tanned selected hides. 





THE STANDARD OF COMPARISON FOR OVER 
30 YEARS 


MANUFACTURED BY 


N. R. ALLEN’S SONS CO. 
KENOSHA, WIS. 
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For Low Test Gas 
Use High Grade 
Double Needle 
Torches 


Modern low test fuel re- 
quires more powerful burners 
to burn it. No. 208 Double 
Needle Torch has the maxi- 
mum generating power pro- 
ducing over 300 degrees more 
heat. It is extra strong and 
durable. Over 60 per cent 
of all burner troubles are 
overcome. No. 208 will give 
better services and outlast 
two ordinary Torches, saving 
time, fuel and money. 


Clayton & Lambert Mfg. Co. 
10619 Knodell Ave. 
DETROIT, MICH., U. S. A. (4) 





No. 208 Torch 
Ask for latest price. 
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INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 
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G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 


Galvanized 


~ Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 

















| PAINE STOVE BOLTS 


As Good as the Best 


One hundred bolts and nuts 
in a strong, substantial box. 
In bulk if you wish, 
Prompt deliveries. 

Sold to jobbers only. 


Samples and discounts on request. 
o charge. 


THE PAINE COMPANY (|_HH_ 


2949 Carroll Avenue, Chicago, Il. 
33 Warren Street, New York, N. Y. 





























American Bessemer, American Open Hearth and 
KEYSTONE COPPER STEEL 
Black and Galvanized 






We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 
‘ poses— Black Sheets, Galvanized 

Sheets, Corrugated Sheets, Culvert 
and Flume Stock, Formed Roofing 
and Siding Products, Special Sheets 
for Stamping, Stove and® Range 
t . Sheets, Automobile Sheets in all 
LALLA grades, Electrical Sheets, Roofing 
SURYA Terne Plates, Bright Tin Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 


Sena for ect of revised weight cards and booklets, and watch for eur large ade 
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Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. | 
Both hands free to remove or replace stock without ; 
danger of falling. Cushioned Tired Trolley and 
ruck Wheels eliminate noise and prevent vibra- , 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 
Thousands in 


YE. 
ar MVE R 


























UTILITY 
SPRAYERS 


can be used for any 
job. For simplicity, 
durability and correct 
design they have no 
equal. We can assure 
you prompt shipments 
on rush orders. 


ALBERT LEA SPRAYER CO. 


Albert Lea, Minnesota 





PUMP 





GOULDS 





A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 
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| THE HAMMER 
HOLDS 
| THE TACK 








Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on _ request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 








OVER 12 MILLION CARS AND 
TRUCKS REQUIRE SERVICE 


(Good wrenches—the right wrenches—are es- 
sential to good service. 

This is where the Walden-Worcester design 
comes in—wrenches that fit the location as well 
as the nut. 


WALDEN- WORCESTER 


Incorporated 
General Offices and Factory 
475 Shrewsbury Street 
Worcester, Mass., U. S. A. 























QUICK SELLING; POPULAR PRICE; NICE PROFIT 
Ask Your Jobber for Marcy Drivers 
MARCY TOOL WORKS, Inc., Putnam, Conn., U. S. A. 


NEW YORK CHICAGO 
75 Barclay St. 180 N. Market St. 











Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 
Write for Catalog No. 22 “A” and the Supplement 
describing the new_ Starrett Tools. 


THE L. S. STARRETT CO. 
The World’s Greatest Toolmakers 


Manufacturers of Hacksaws Unesxcellied 


ATHOL, MASS. 

















MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 
Write for catalogue show- . 

ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 





Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 





Russell Jennings Mfg. Co. 


CHESTER, CONN. 














ADJUSTABLE 
PIPE WRENCHES 








“Keystone quality.” Made from Alloy Steel, heat treated 
our own process. The most durable Wrench on the 

market. ae x used with one hand on 

pipe, nuts or studs. ully Guaranteed. Packed 12 to a 
rton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duna & Co. 





. 












@ STERLING & 





High Speed Tungsten Steel 
27 Years of Progress 


EVERY BLADE GUARANTEED 
Buy from Your Jobber 





Diamonp Saw & Strampinc Works, Buffalo, N. Y. 


Please Send : 

SE «=| MN occ ccc cnccdcebaskduncegsessces 

MY NEAREST 
JOBBER. 
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can top and permits —_— while cans = very hot. 
itchen Furnishings, 


with the Hand Line of 
Handy Things Mfg. Co. 


The Wrench They Recommend 


as the more practical and serviceable for opening or 
sealing preserving jars. 
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That is why the 
Handy Can Wrench 


has proven a popular and profitable seller for Dealers everywhere. 
The “‘Handy” is made of heavy steel, riveted, nickel plated and polished. 

Length, 8 inches, 

Write for complete catalog. 


Ludington, Michigan 


Adjustable to any size 
There’s rapid sales and turnover 








i ie 








other useful purposes. 


RAPID SELLERS AT HOUSE-CLEANING TIME 


Moore White Enamel Household Thumbtacks 


for fastening oilcloth or splash cloths to kitchen walls and tables, on pantry shelves, covers on 
card tables, washable covers on baby carriages, netting to windows or over baby cribs and many 
Packed 36 to a 25¢ box, 2 dozen boxes to counter display carton. 


List $6.00 per carton; Dealers $4.00 per carton, a profit of $2.00 
Moore Push-Pin Co. (Wayne Junction), Philadelphia, Pa. 


a 
. , 














BARS 
BANDS 


STEEL — IRON — WIRE 


Of Every Description 


Beach St. and E. Columbia Ave. 


PHILADELPHIA 


Large Stock of Black and Galvanized 
HOOPS CHANNELS PLATES 
ANGLES TEES SHEETS 


THE HAROLD McCALLA CO. 


WIRE 


METAL LATH 

















Osborne High Grade Punches 


Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. 
and Upholsterers’ and Plumbers’ Tools of superior quality. 


The above tools will please your customers as well as our famous Round and Oval Punches. 
Remember we have had 94 years of successful manufacturing experience, employ only 


skilled workmen and use the finest quality of materials in making our products. 
We stand back of every tool we make, Try us. Write for Catalog and Prices. 


Also: Leather Workers’, Trimmers’ 





C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











MANUFACTURERS OF 









ative, Ornamental Lawn Fence : bj annAnAAnD 

x > = Walk, Drive and Farm Gates it ieee 

i Se “AS Rubbish Burners, Trellis pi feel 
CA.) a® Flower Border, Tree Guards agit 





THE H.L. BROWN FENCE AND MFG. CO., Cincinnati, Ohio 


All Pickets Made of No. 9 Heavily Galvanized Wire 


peapenanneaaaas 
Milli ti iii 
A ALAIA! FAPAPAPSE 





PROMPT SHIPMENT 
FROM STOCK 
WRITE FOR PRICES 


nineiin: neent 
SUGEEST Geet 
18 mAP pare 














Company 
Chicago, New York, Boston 
Portland, Seattle 
ag var ate _aaeee Glidden, Am. Glidden, Am. Special, 


a Pittsburgh 
Denver, Dallas 
Baker Perfect, Ellwood Junior, Lyman 

NAILS, s IKES, STAPLES, TAC 





x e 
American Steel & Wire 
U. 8. Steel Products Co. 
San Francisco, Los Angeles 
KS, Hot Galv’d Nails 
ZINC INSULATED FENCES: American, Royal, Anthony, 
RE ORCEMENT 
TIES: Old reliable brands 
TELEPHONE WIRE 


or every purpose 
Quick Delivery. Write us for selling plans. 





HIGH GRADE WINDOW AND DOOR 


7H. B. IvesCo. 


Y is Haven, Conn. 
U. S. A. 


Established 1876 
Incorporated 1900 


Manufacturers 


BUILDERS’ HARDWARE 


SPECIALTIES 
WRITE FOR ILLUSTRATED FOLDER 

















UN IVERSAL cramre 


Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose. t on in less than a 
Everlastingly leak-proof. Order Universal 
Hose Clamps, Trademark on every clamp and car- 
ton. Get them from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 


Hackensack, N. J. 























For quality trade—the quality ware. 


AGNE 
ARE 


For catalog and prices, write 


THE WAGNER MANUFACTURING COMPANY 
Sidney, Ohio 


Aluminum 
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tee ee 


Steel Drop Forged Horseshoes for Horseshoe Pitchers; standard 
regulations, size and weight; will stand the gaff. 


Trojan Box Strapping Guaranteed for one season. 


pon “Bart yard Golf” 


The Coming 
Game 


Used exclusively by 
Geo. W. May, World’s 
Champion; Frank Lun- 











On June Ist the American Railway Association will as. ie 
start a Nation wide advertising campaign to get people Champion. 


Write for catalog and 
trade price list. 
Sold through Jobbers 
and Dealers. 


NATIONAL STANDARD 
HORSESHOE CO. 


to use more Box Strapping. Stock up now and be ready. 
Write for Special Introductory Offer. 





Dre Haven MANUFACTURING COMPANY 


: . ‘ April 24th, 1923 AKRON OHIO 
50 Columbia Heights, Brooklyn, N. Y. Patented April 24th 


Largest Manufacturers of Horseshoe Pitchers’ Equipment in America. 

















OUR LARGEST SELLER Ask your Jobber for 


Capacity 1 Qt. Net weight 3%, lbs. Rocking Table 
» Every user has had more or less 
=e trouble with torches. The idea of the Apple Pp arers 
Detroit yes is nag toons: Ra and 
common detects and provide Detter . . 
and longer service. Little Star and D aisy 
‘. Apple Parers, Corers 
The Detroit Torch ont Site, 
is built especially strong and rein- Mfd. by 


forced at points that are usually weak 


in the ordinary torch. Wire handle HUDSON PARER CO. 


and valve wheel are always cool. 





Your Jobber will supply you. Leominster ’ Mass. 
+ . e Sole Agents 
Detroit Torch & Mfg. Co., Detroit, Mich. bir 
New York Office: 45 Warren St. Livingston-Cooper Corp. 
Atlanta, Ga.: A. H. Deveney & Co., 720 Fourth Nat. Bank Bldg. 131 East 23rd Street, New York City 


Cleveland, Ohio: Apple-Fried Sales Co., 10017 St. Clair Ave. 














oust eecressT™ Dust Pocket Radio & Electrical Supplies 


Dust Pans er Harr Alter’s “POCK te 

: BOOK” is a net price, monthly 
oa. nome fA catalog containing hundreds of 
Will Exclaim Over radio-electric bargains. Sent 

sashes free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. i 


One salesman writes, 
after selling four of 


the largest depart- oo 
ment stores in his 

city, ‘‘Every buyer 

likes it and it is 

going across big.”’ 
































No. 600 Since all prices in the 
. . ‘ r ro? 
Judged by 1924 Standards “czu2~ ww we ae Oe 
Feather steel edge Dust Pocket Dust Pans  b the dealer,s use your — a 
Dust retainer or “pocket Are Perfect LU letterhead when writing or 
Reinforced corn Ask your Jobber or send ke P quick action. The sooner you 
Superfine finish. in your sample order to- write, the sooner you save. 
De Luxe pattern has long day. You can make no 
“Seen as HARRY ALTER & CO 
» 
Fetent ovatty Co. - ms 
ton ° ° 
On the Mississipp! De Luxe Ne. 601 Ogden & Car roll Aves. Chicago 
-§ 
x > 


Why is it that Putnam 
makes and sells more 
Rolling Ladders than 
all other makers com- 
bined? 


CRr 


me 


VAUGHAN’S KITCHEN TOOLS 


Mean a Volume of Small Sales That Will Total 
More Than Large — 

You cannot always judge the amo of money in a 
line by the — of the individual] yn volume 
sales that cou 

Vaughan’s kitchen tools—cake turners, spoons, spatulas, 
milk cap lifters, etc., are strongly made—nickel plated— 
long lived. Displayed where the housewife can see them, 
they sell on sight. 

Vaughan’s Combination Can Opener and Cork Screw is 
rage ge _ eee in women’s magazines. Be sure it 
is in astoc 






F xanga ) 
Rcan Opener ae — LOING « Lomecon? Vv y Zz 












We carry all standard 
styles and sizes in stock 
for immediate delivery. 










Write for prices. 


Putnam & Co., Inc. 
132 Howard St. 
New York City 


0) 
0 
C 
y 
g 


sJUPDdD 9j}}OG PUP MAIISH40) NY 


Send for Complete Catalog 


VAUGHAN NOVELTY MFG. CO... Ine. 
8211-25 Carroll Ave Chi cago 
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INDEX TO ADVERTISERS 


THE ADVERTISERS’ INDEX is published as « convenience and not as & part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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STRATTON "2 ° gnameted in 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
STRATTON MFG. CO., Stratton, Maine 














>) COPING SAWS 


The best product. The best price. 
Send for samples of our 667C. 









Satisfaction 
667-C —_— 
Guaranteed. 


—, Bullock Mfg. Assoc. 
Springfield, Mass. 

















DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 















































1\ 7 00 0D 
} nT General Iron 
4 and Wire Work 
“ | CHAIN-LINK 
a LL WIRE FENCE 












































Ask for Catalog — 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, 0. 








Everything in Pocket Knives 
“Hammer Brand” 
Pocket Knives 


Made by 


New York Knife Co. 
Walden, N. Y. 




























UUM 


PADLOCKS 


bo FOR EVERY CONCEIVABLE PURPOSE 
‘i mm FRAIM-SLA YMAKER 
= - HDW. CO., INC. 







Lancaster 


WITT 
ates tay epee 





Waste for Cleaning, Wiping and Packin 
a Twine Mops, Thread Mops Set Mop 


Cloths for Cleaning, Wiping and Polishing. 
Wicking for Packing and Tufting. 

Caulking Cotton, Cotton Rope and Clothes Lines. 
Bleached Cotton for Nitrating. 


Send for samples and prices 


MASSASOIT ~ ~waeiieacatieaaaaes | tay 
Fall River, Mass S. A. 


New York Office - - - 350 ae 


MASCO 
PRODUCTS 


1AA08 Ma 620 C6 PAT OR 





















m i ed Ask your jobber for 


- DOVER-IMPERIAL STEEL 
AND COPPER EAVES 
trough hangers. Japanned or HOT 
DIPPED GALVA NIZED after fcrming. 
Rod and nut or strap styles—single and 
double bead Rods are electro galvanized. 
Also triple twist wire hangers furnished 

in COPPER or Galv. wire, 


OHIO WIRE PRODUCTS COMPANY, Dover, Ohio 











HACK ““LENOX”’ saws 
ES 





AMERICAN SAW & MFG. SPRINGFIELD, MASS., U. 8. A. 














PAP ra eTAL GOODS — 


COMPANY 


H, PARKER, Pres. and Treas, 
Bright Wire. Goods 
Special Wire Goods 
Metal Stampings 


28 Cherry St.. WORCESTER, MASS. 

















SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 
SEYMOUR SMITH & SON, Ine. 
Oakville, Conn. 
Sales Agents: John H. Graham & Co., 113 Chambers St., New York 










=) 











A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
rd The mop that wrings by a twist of the 
handle. Keeps hands out of water. Saves 
time and back-bending. 


aS Uf fh {)) SQUEEZ-EZY MOP CO., INC. 
Ae y) New Orleans, La. 














THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 
Plant at 


1000 MILITARY RD., BUFFALO, N. Y. 











WHITE BY 5 8 MM omme) 2748 Fd on ICE PACK 
OPALITE Bae S027 L ING oe ee OPALITE 


rere rey teed de th chins Hanks hed bash hae iasdaaene 
ital $4 be: 7 ; 


CLEAR MCR, wane DISC 
CRYSTAL Usd elite isc WOOD 
THE GENUINE 


HUNTER'S SIFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 












Imitated But 
Never Equalled 

















The Mark of Quality 
in Copper Utensils 


Sold through dealers for 30 years 


ROME MANUFACTURING CO. 
ROME, NEW YORK 
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: Set Solid, Minimum 50 WEBER. cc ccccccccccccccccccccececsenee 
Use the “Opportunity Section’’ Rach eGGitional wWerd..ccccccescs eeereseseces eeeoseeres x} 
Manufacturers, Manufacturers’ Agents, Jobbers, Job- EE Tilsen ae 


bers’ Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 


4ulow seven words for Keyed Box Number Address. 


1 inch WE 64606600666 
Bach additional inch.........ccceeces eecosocooesoocoos © 
4 insertions, 10% off; 8 insertions, 15% eff 
Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 








Business Opportunities 
A broadcasting ef offers in hardware 


stores, properties, second hand equipment 
amd general opportunities. 











ae 
Builders Hardware School | 


Teaching by Correspondence. 
Blue Print Reading. Specifica- 
tions. Builders’ Hardware. 
Salesmanship. Advertising. 


Builders Hardware School 


ADDRESS BOX G-108 
care Harpwarpe Aas, New York. 








Help Wanted 
Wholesale 


EXPERIENCED Salesmen for wholesale hard- 
ware house. Choice New York and New Jersey 
territories for right parties. Address Box G-152, 
care Harpware Ace, New York. 











FIVE SALESMEN WANTED to sell on com- 
mission for a Hardware Jobber, complete line. 
To work from the following cities: St. Louis, 
Jacksonville, Minneapolis, Atlanta and New 
Orleans. Will pay cemmission on all Mail Or- 
ders, as well as orders taken by salesman. We 
have customers in all territories. Give informa- 
tion as to experience and references, All infor- 
mation will be held strictly confidential. Address 
replies to Sales Manager, Post Office Box 1458, 
Hartford, Conn. 








FOR SALE—Old established hardware firm 
in eastern city of 600,000 population, average 
sales $140,000 yearly. Owner would consider 
forming corporation taking his interests in stock 
with the conection of one or two reliable men 
who have some capital and business ability. Do 
not answer unless you can furnish poe cre- 
dentials. Address Box G-166, care HARDWARE 
Ace, New York. 





MANUFACTURING: A _ reliable manufac- 
turer, with national distribution, desires corre- 
spendence with a manufacturer of an article sell- 
ing to the hardware, electrical and radio trade, 
Have facilities for manufacturing chemical com- 
pounds. Address Box G-163, care HarpWarRE 
Ace, New York. 





YOUNG MAN experienced in buying House 
Furnishings, to take charge of department— 
large wholesale hardware house in East. Perma- 
nent position with assurance of advancement to 
one who proves satisfactory in building up de- 
partment. State age, experience and qualifica- 
tions, also salary expected. Address Box G-168, 
care HarpWaRE AGE, New York. 


Retail 








Manufacturing 





Yi FOR RENT 

Housefurnishings Department 
! in a department store near New 
York City. Established 45 years. 
Doing almost $500,000 annually. 
Located in fast growing section. 
Desires to rent on commission }) 
basis. About $5,000 cash neces- 
sary to swing deal. 


Splendid Opportunity 
ADDRESS BOX G-171 


care of Harpware AcE, 239 W. 39th St., | 
New York City. 











HARDWARE AGE 
“DEPENDABLE WANT ADS” 
Let Us Help You Word 
Your “Want.” 


Sales Accounts Wanted 


A RELIABLE SALES AGENCY OPERAT- 
ANUFACT 





Y OR MANUFACTURERS 
AGENTS AS WE DO at mee A bab <3 


AMONG THE R 

THOROUGH CO-OPERATION WITH THE 
JOBBERS. ADDRESS BOX G-118, CARE 
HarpwarE AcE, NEW YORK. 





MANUFACTURERS’ REPRESENTATIVE: 
Calling on Hardware, Machinists Supply, Auto 
Supply, Jobbers and larger retailers. Missouri, 

ansas, Nebraska, Iowa, Minnesota and Dakota. 
Can use one more good line. ‘Commission basis. 
Well acquainted in territory. Not overburdened 
with lines, Cover territory regularly and often. 
Cut your selling cost to the minimum. Address 
Box G-150, care Harpware Acsr, New York. 





SALESMEN now calling on hardware trade, 
mills, factories, etc., wanted to sell liquid asbes- 
tos roof coating as side line or on full time. 
Our proposition offers excellent opportunity to 
increase your earnings. Please outline your ex- 
perience and connections in first letter. Atlas 
Asbestos Company, North Wales, Pa. 





_ WANTED—Line sold exclusive to hardware 
jobbers. Have eight years’ experience selling 
obbers in thirty states. Five years in retail 

rdware. Open only for established line of vol- 
ume. Prefer territory west of Chicago to the 
Coast. Would take position any where as Sales 
Manager with new factory. No fakes. No skin 
— If you don’t shoot straight don’t answer. 
tate first letter, salary, commission, full particu- 
lars. For interview address Bi usiness, care 
Harpware AGE, 239 W. 39th St., New York, 





WANTED—By a well established, thoroughly 
equipped selling organization hardware factory 
lines to sell exclusively in the State of Iowa. 
pedress Box G-162, care Harpwarze Acz, New 

ork, 





Positions Wanted 


/ 





A PRODUCER—Age 44. A practical, thor- 
oughly posted hardware man with experience in 
sales development, —"— sales force, o 
management, buying, with largest jobbers fully 
qualified to accept responsibilities of any position 
in the business. Want permanent place with job- 
ber, manufacturer or large retailer where ability 
is required and will be recognized. Address 
Box G-157, care Harpware Ace, New York. 








Business Services 








Irresistible—Convincing } 
SALES LETTERS | 


95.00 each, series three $12.50 | 
Bread experience has taught us the points that 
sell. Outline your proposition fully. Also render 
complete advertising service. 

LEBREOHT, WACO, TEXAS 











~~ 





RALPH COEN—HARDWARE AUCTION. 
EER—At our weekly trade sales we dispose of 
any and all surplus stocks, liquidation stocks, etc. 
Through us you turn such stocks into immediate 
CASH. The N. Y. Market is the quickest 
“turn over” market in the world. The R-C 
OUTLET, 303 Fourth Ave., New York, Ex. 
ecutive Offices. 





Retail 





A MARRIED MAN, 31 YEARS OF AGE, 
HAVING EXCEPTIONAL TRAINING FOR 
RETAIL BUSINESS, THOROUGHLY CAPA- 
BLE TO SYSTEMATIZE AND HANDLE A 
GOOD RETAIL HARDWARE BUSINESS, 5 
YEARS WITH PRESENT CONCERN, DE- 
SIRES TO MAKE CHANGE ABOUT SEPT. 
1st. SOUTH OR MIDDLE WEST PRE. 
FERRED. ADDRESS BOX G-170, CARE 
Harpware Ace, NEW YORK. 


Manufacturing 








WANTED—Position as Pacific Coast Repre- 
sentative for Hardware or Building Materials by 
a man well acquainted with contracting and job- 
bing trade. horoughly conversant with the 


lines mentioned. Of good appearance with high- 
est references. Address S-3717, South Van Ness, 
Los Angeles, California. 





Paint Your “Want” 






in clear 

language 
—place it. 
on these 
pages—and 
take advantage 
of a Bill Board 
Message placed throughout the 
trade to satisfy your ‘want’” 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. 
include replies that have gone direct to advertisers using their signature. 


This does not 








Sales Representatives Wanted 


Men of experience and ability in oillies 
the | papeai field know and follow this 
section. 














) We have openings for first-class 


COMMISSION SALESMEN 
on the highest class edge tools made. Ter- 
ritory—all states except the South and ( 
West. If interested, advise experience and 
territory covered and how often. Address | 
Box G-167, care HARDWARE AGE, New York. | 














SALESMEN desiring excellent side line for 
hardware trade, secure our proposition of popular 
line of 5-25c Faucet-Fit Water Filters. Give par- 
theulars, age, experience, lines now sold and 
territory covered. Faucet-Fit Filter Mfg. Co., 
Malden, Mass. 





SALESMAN, attractive side line, liberal com 
mission, sell atented garden implement to job 
bing trade. tate experience, age, territory now 
covered, etc. Address Box 156, care HarpWaARE 
AGE, 1420 Widener Bldg., Phila., Pa 








YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 


on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 











“If you can keep us busy, will 
quote low prices on wood handles. 
Samples on request. Small fac- 
tory.” 


Mark McGee Co. 


Box 577, Fall River, Mass. 


“and 6 AXES 


Scythes since 1912. “*¢ _ 1880. 


RIXFORD East Mamhanee,¥e 
Freight Elevators 























Dumbwaiters 





214 New St. 


. Economy 
Hoee Attachments 
. facets, Slips on and of easily. 
Keonomy Mfg. Ce. 
6650 Germantown Ave. 
| Philadelphia, Pa. 


ey 














and lift. 
The SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohie 

















Sales Representatives Wanted 


Sales Representatives Wanted 








( sion basis. 





) Several High-Class, Energetic - 


SALESMEN REQUIRED | 


Several high-class, energetic salesmen required to sell Con- 
crete Machinery to concrete products manufacturers, home 
building contractors, roofers, etc. 
ing concrete machinery, or similar lines, preferred. Success- 
ful men will be made district managers. 
Write fully regarding experience. 
required. Address Box G-165, “4 HARDWARE AGE, -— 
West 39th Street, New York, N. 


Man experienced in sell- 


Salary on commis- 
Best references 











TRAVELING SALESMEN SELLING 
HARDWARE or other retail trade wanted by 
manufacturer to handle line of articles that stir 
up business for dealers. Special hard time num- 
bers. Many of the largest stores are big cus- 
tomers on our Stilts, Scooters, Asbestos Holders, 
etc. An opportunity to 5? some nice side line 
money, or for full time. not earning $150 

weekly, Address ELSASER WORKS. Dept. T-10, 
Boonville, N. Y. 


SALESMEN WANTED—Salesmen calling on 
the jobbing, department store, and better class 
retail trade to carry as a side line or other wise 
a hardware specialty which is meeting with great 
success. Answer, stating territory covered. Ad- 


dress Box G-169, care Hiarpware AcE, New York. 








WANTED—Salesmen to call on jobbers and 
dealers to sell our new EMPRESS CLOTHES 
DRIERS on commission basis. Every hardware 
and house furnishing jobber, department store, 
hardware store, furniture store and dealer a 
prospect. This is a quality product at a popu- 
lar price. Hess Mfg. Co., Freeport, IIl. 


MANUFACTURERS of full line household 
specialties want local representatives in all impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. 
State experience, lines handled and _ territory 
covered. We want none but those who can 
“make good.” For such our proposition is an 















American Can 


TONTAINEAS OF Tin PLATE ric a ns mom 19nd 


American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 


The “TORREY” 
A Real Man’s Razor 


Send fer Catalegue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 




















J. L. THOMPSON MFG CO. 
Waltham, Mass. 
Tubular and Bifurcated 


= RIVETS = 








BALE TIES 
Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 











WINTER BROS. CO. 
Wrentham, Mass. 








“They Have a 


excellent one. Address ‘“‘S, H.,” care HarpWARE 
Bull Dog-Grip”’ 


Ace, New York. 
Manufactured by 


TAPS 
U. S. Clethes Pin Ce., Montpelier, Vt. 


Dies, Screw Plates 
Pittsburgh, Pa. 











Sales Dept. 
1015S Unien Bank Bidg., 


CARPENTERS’ 


—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 














Taintor Positive Saw Set 


| All 


steel. Fully 
Guaranteed. Send 
for Free Book. 





TAINTOR MFG. ?- 
113 Chambers St. 


GRANITE | 
CUTTING TOOLS 


Trow & Holden Co., Barre, Vt. 


. ¥. City 
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Economical, Easy to Erect, 
Permanent, Firesafe, Artistic! 


Practical advantages not obtainable from any other type of 
ceiling construction are embodied in Milcor Invisible Joint 
Metal Ceilings. 


Simplicity of erection is an important feature. Regardless of 
weather or climatic conditions, this ceiling can be erected on 
scheduled time. High priced labor is not required—the Invisible 
Joint feature makes it easy for anyone to do a perfect job on 
Milcor Ceilings. 


Once up, these ceilings are there to stay. They can’t crack, 
sag or fall off. Less upkeep expense is involved than with any 
other type of ceiling. Cleaning them is simple and they are the 
most easily refinished of all ceilings. 


| Their fire-resistive qualities are important. In actual service 
| and in various scientific tests the fire-safeness of metal ceilings 
has been emphatically proven. 


And Milcor Metal Ceilings are good looking—they faithfully 
reproduce ornamental stucco effects. Our wide variety of de- 
signs permits almost countless combinations. 


It pays to sell products that have such practical advantages as 
Milcor Metal Ceilings. Tell your Trade! 






























The repressed bead and die-cut eo . ry) 
nail holes are important features Snwiuitle : ? 
which add much to the practica- jC Ss A... 
bility of Milcor Invisible Joint m TRAST AE 





Ceilings. Perfect erection is cer- 


tain because of these features. SPECIAL CEILING SERVICE 


Lump-sum estimates furnished free, and without obligation 
whenever requested. Use this estimating service constantly! 
Watch building operations. Go after ceiling business! 


YOUR TRADE APPRECIATES MILCOR QUALITY 


Milwaukee Corrugating Company 
Milwaukee, Wisconsin 


Kansas City, Mo. La Crosse, Wis. Minneapolis, Minn. 
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ATTENTION TO DETAILS 


I T stands to reason that a product in which all the minor details 
are worked out to perfection is certainly perfect in its major 
parts. This is true of the Sterling line. Improvement after im- 
provement has been added until the Sterling stands out alone as the 
PERFECT BARROW. Investigate this for yourself and be con- 


vinced. Write for catalogue. 


Notice the legs. No bolts to 
shake loose. Firmly riveted into 
one unit and shoe riveted at bot- 
tom to absorb all wear. 





Sterling Wheelbarrow Company, 
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PATENT DOUBLE LOCK NUT 
AND BOLT ATTACHMENT 


SHAPED HANDLES 
MADE FROM DROP 
FORGED 


SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 





ESTABLISHED 1343 


' ’ 
“all 
TRADE MARK REGISTERED ST LOUIS U S A TRADE MARK REGISTERED 
IN THE U. S. PATENT OFFICE . ’ . . ° 


IN THE U S. PATENT OFFICE 


“DIAMOND EDGE 1S _A QUALITY PLEDGE” 


- 


Shapleigh National Series No. 1055 











